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One good stock-turn 


deserves another 
Since the DB7—the Crescent Thin Nose Plier Display 


Board was placed on the market, dealers everywhere 
have sold Thin Nose Pliers at a surprising rate and at 
good profit to themselves. They sold because the pliers 
were right in sight when customers came into the store. 


MoToR KiT 


combination plier, 
a high _ grade, 
hand-finished tool 
with wire cutter 
and screw-driver, 
Nickeled. Three 
five inch and 
three six inch 
liers on card. 
rice—50c each— 
retail. 


Now. comes DB8—the same idea applied to Crescent MolToR 
KiT Pliers. It will sell MoToR KiT just as fast as DB7 sold 
Thin Nose. Most dealers can sell two at a time by suggest- 
ing one for the car and one for the house, and telling how 
necessary pliers are to the house. 


DB8 is now ready. The assortment contains a dozen pliers and the dis- 
a card, at the regular price of the pliers alone. Ask your jobber 
about it. 


CRESCENT TOOL COMPANY, Jamestown, N. Y. 
Originators of the CRESCENT WRENCH 


” 


CRESCENT TOOLS 








Circulation of this issue, 19,000 copies. 
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DISSTON 


HACK SAWS 
pay you best 





Disston Hack Saws pay you best 
because they make satisfied 
customers—your best asset, 


The Shop, the mechanic and 
the amateur that start using 
Disston Hack Saws are Disston 
customers — your customers — 
after that. 


They want the hack saws that 
cut faster, cut easier and stay 


sharp longer—DISSTON Hack 
Saws. 


They want hack saws worthy 
to bear the Disston name, which 
for 84 years has stood for lead- 
ership in saw making. 


Write us for Hack Saw Facts 
that mean more sales for you. 


Your jobber can supply Disston 
Hack Saws promptly. 


HENRY DISSTON & SONS, Inc. 
Makers of “‘ The Saw Most Carpenters Use’”’ 


PHILADELPHIA, U. S. A. 


SAWS TOOLS FILES 


HARDWARE AGE 


The teeth are set 
in the special Diss- 
ton way—one of 
the features’ that 
insure better serv- 
ice, 


® 


February 21, 1924 





















The teeth are milled 
at the special Diss- 
ton angle—one of 
the features’ that 
insure better serv- 
ice. 





Disston Hack Saws 
are made of special 
Disston Steel—the 
hardest and tough- 
est ever used for 
hack saws, 
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What Is a Profitable Profit? 


There is a great difference between “profit” and 
profitable profit. The few cents a merchant gets 
when he cuts a price is a deceptive profit that even- 
tually leads to disaster. 


The records show that eight out of ten merchants 
who fail owe their failure to the unprofitable profit 
that results from price cutting. 


There is no more business sense in cutting the price on 
Pyrex than there is to give two dollars in change for one. 


Dealers who sell the most Pyrex sell it at the straight 
prices and benefit their business by doing it. 


Because there is no limit to the use of Pyrex, there is a 
profitable profit in Pyrex for every dealer who goes after 
the business. . 


Ask the Pyrex Sales Promotion Department to show you | 


how to sell more and more Pyrex at a Profitable Profit. 


No Home Can Have Too Much 


PYREX 


Transparent Ware 


Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 
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No. 597 
MACHINISTS’ TOOL KIT 


Specially Selected for 
Apprentices and Manual 
Training Students 











Before you have a chance to show a cus- 
tomer the contents of this Kit the heavy, 
canvas lined, leather case has made a most 
favorable impression. It is a fitting con- 
tainer in every way for the fine tools it 


holds. 


> 


Only essential tools have been used in 
making up the assortment—tools that are 
necessary for even the simplest machine 
shop operations, and the complete Kit can 
be sold with very little more effort than 
just one or two of the tools. 





This Kit sells Goodell-Pratt fine tools, 
SPECIFICATIONS and makes sure future sales of Micrometers, 
Surface Gauges, etc. 


No. 361 Combination Square 
No. 438 Center Gauge. 


No. 135 Screw Pitch Gauge, -  GOODELEL-PRATT CO. 


No. 995 Center Punch. 


No. 253 Semi-Flexible Steel Rule. 3 ‘ } foots, ‘ : 

No. 514 Spring Dividers, 4 inch. | eee 

No. 502 Outside Spring Calipers, 4 inch. ) 

No. 508 Inside Spring Calipers, 4 inch, 

i Se sg ncbbccsanseees badenetasean $9.00 Greenfield, Massachusetts, U. $. A. 
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“HERE’S WHY I RECOMMEND 
ATKINS 222? SAW S 


TO MY FELLOW HARDWARE DEALERS’ 
A. H. VAN VORIS WRITES LETTER 


c/o IRVING VAN VORIS, COBLESKILL, N. Y. 





The letter below by Mr. Arthur H. Van Voris is a good one for the dealer located in the small town as well 


as the dealer in the large city. Read it carefully. He has given many good reasons why a dealer should handle 
Atkins Saws: 


E. C. Atkins & Co., Cobleskill, N. Y. 
Indianapolis, Ind. 
Gentlemen: 


It is a pleasure to have this opportunity of expressing myself regarding our old friend— ! 
Atkins Saws. : 
If a friend is one who is tried and true, then, indeed, we may well assign these human 
: attributes to the Atkins line. 7 
g Being located in a small town:surrounded by an extensive rural district, at this season 
of the year the Atkins Cross Cuts comes into the limelight. 
If a hand saw must be good, what must we say of this big fellow? 
In a measure, the item of a cross cut saw is much like many: other articles of the hard- 
ware stock in that various brands look much alike. 
But they don’t perform.alike. a yee 
That’s where the honesty, reliability, experience of the manufacturer enter upon the 
stage. 
We have long found Atkins to be superior in this one thing—they get themselves sold 
and they stay sold. 
This just naturally covers the whole field of honest manufacture—selection of good ma- 
terial, accurate tempering, grinding, setting and finishing, and so on. 
When the name Atkins is on the blade, we feel assured that these things have been prop- 
erly attended to and our customers have come to learn it too. 
What more can the dealer ask? . 
Very truly yours, 


ARTHUR H. VAN VORIS. 


$10.00 FOR A LETTER 


Each week during the remainder of the year, we will give to someone a check for $10.00 for writing us a 
letter on the above subject. We would be very glad to send you educational literature so that you Can post your- 
self on the selling points of Atkins Saws. Our only requirements are that the letter be written on the stationery 
of the concern with whom you are connected, and that this dealer: handles Atkins Saws. If we accept your 
letter for publication, you win $10.00. 


Address all communications to Contest Editor, c/o E. C. Atkins & Co., Indianapolis, Ind. 


A FEW POINTERS ON ATKINS 
No. 100 FLOORING SAW 





Ae 


Here’s a very useful saw which every plumber, electrician and carpenter should have ‘in his kit. It is 
designed for sawing into flat sutfaces, such as floors, without the necessity of boring or using keyhole saw or 
chisel. The point is toothed on both edges so that qut of-the way spots may Be teached with ease: It is made of 
Silver Steel, beautifully polished and etched. Genuine applewood handle, fastened to the blade by three brass 
screws and a medallion. Made in 18 inch length only. Toothed 10 points to the inch. : 
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ADVERTISING 
To Expand Your Market for Tools 


E 1924 NICHOLSON File Advertising will 

create new tool buyers for you! With The 
Saturday Evening Post and newspapers through- 
out the country, we are focussing the attention 
of the general public— (as well as professional tool 
buyers) —on the 1,001 uses for Files, emphasizing 
the importance of choosing—and using good tools. 


We are atousing a highly concentrated tool mar- 
ket through Popular Science Monthly and direct- 
ing a powerful appeal upon the machinery, metal, 
wood working, lumber and jewelry trades through 
periodicals reaching the shops. We're going after 
the farmer and automotive field through publi- 
cations that have the confidence of their readers. 


Write for new Display Material, Booklets and Envelope 
Stuffers --- All FREE to dealers who carry ample stocks of 
NICHOLSON Files---and who want to sell more tools in 1924 


NICHOLSON FILE COMPANY, Providence, R. !., U. S. A. 


NICHOLSON FILES 


~a File for Every Purpose — 
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C oes Wrenches 


have made , 
their reputation 
in the hands of 
Mechanies— 

the most ruthless 
Wrench-Judges 
of all 3 





Sales Agents 


J.C. McCARTY & CO., 29 Murray St., N. Y. 
J.H. GRAHAM & CoO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In business since 1841” 
Worcester Mass. 
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One good tool sells another 
Sargent Planes and Squares 


ARPENTERS probably 
take more’ pride in fine 
tools than any other class of 
mechanics. The Sargent 
Planes and Squares you sell 
reflect credit on your store be- 
cause they measure up to the 
highest standards demanded 
by skilled workers. They em- 
body features that compel un- 
stinted praise. 


The Sargent Auto-Set 
Bench Plane is as light and 
keen as an all-round plane 
could possibly be. The rigidly 
held cutter of chromium steel 
cuts against or across the 
grain without the slightest 
chatter. In addition, the Auto- 
errs & Set feature permits the re- 
pom pila — moval of the cutter for whet- 
=< einen ting and its quick replacement, 

without disturbing the origi- 

nal adjustment. There are 

other popular Sargent Planes 
= for every purpose. 
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Sargent Framing Squares 
3 nul SARGENT AUTO-SET calculate the lengths and cuts 
BENCH PLANE ° . 

of jack, valley, hip and com- 

mon rafters without any figur- 

ing on the part of carpenter. 

Tables stamped on 

Square are complete, 

correct, final. You 

should also show the new 

Sargent Take-Down Square 

now so much in demand for 
shoulder kits. 

We will furnish folders imprinted 


with your name for customer distri- 
bution. 


SARGENT & COMPANY 
Hardware Manufacturers NEW HAVEN, CONN. : 
New York: 92-98 Centre St. See ae i 
Cuicaco: 221-223 W. Randolph St. _ a 5] 
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Good Will 
and Good Profits , 
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T is rare to find unsurpassed quality in conjunction with 
low price. Add a reputation of thirty years’ standing— 
and the dealer’s success handling such a line is assured. 


The perfecting of Crecoite Steel—the wonderful new 
tool metal—was accomplished only after countless laboratory 
| experiments and the expenditure of much time and money. 
| Now the successful records these tools are establishing all 
! over the country is proof positive that the Crecoite line is 
RIGHT. 


The volume of business and consequent profit which you 
can secure on Crecoite Tools goes a long way toward reliev- 
ing the present overhead troubles. Crecoite Tools make the 
Pronounced cash register’s performance continuous. 
| CRE-CO-ITE 





Ask your jobber or write today for 
complete information and Catalog H. 


a 


_ 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 
30 Years of Steel Making 


Marion Indiana 








CRECOITE HATCHETS 
—also Axes and Hammers 























Padiocks, Night Latches, 
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i Latches 
Guard Locks in Bronze 





HY use iron case locks on front 
entrance doors and store doors when 
all the other hardware is bronze? 

There’s a very definite market for these 
protective Yale bronze case locks. Many 
people prefer the natural metal finish and 
will readily buy if you display the goods. 

Show your customers the Yale bronze 
case Night Latches Nos. 5042 and 5046, 
and the Yale bronze case Guard Lock 
No. 5092. 

Yale bronze case Night Latches and 
Guard Locks are decidedly attractive. They 
are suitable for all entrance doors—and as 
for protection, they are the same in every 
essential detail as the sturdy Yale Night 
Latches Nos. 42 and 46 and the well known 
Yale jimmy-proof Guard Lock No. 92. 

The Yale line makes it easy for you to 
satisfy every locking requirement. The 
Name Yale Helps Make The Sale. 

Yale products are sold by jobbers every- 
where. 

The Yale & Towne Mfg. Co. 
Stamford, Conn., U.S. A. Canadian Branch at St. Catharines, Ont. 
YALE MADE IS YALE MARKED 


eR. 

































Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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lack and Galvanized 





SHEETS 





Formed Roofing Products, Tin and Terne Plates, Etc. 





KEYSTONE 





C 
°PPER ste 


The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequalled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. It assures roofs 
and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially adapted to the re- 
quirements of the hardware and builders 
supply trades : Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leadiny metal distribu- 
tors. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 








‘ American Sheet and Tin Plate Company 
General Offices: Frick Building, Pittsburgh, Pa. 
DISTRICT SALES OFFICES: 














Philadelphia Pittsburgh St. Louis 











Chicago Cincinnati Denver Detroit New Orleans New York 
is Export Representatives: Unitep States Steet Propucts Company, New York City 
Pacific Coast Representatives: Unitep States Stzzi Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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American Screw Co. 


PROVIDENCE, RI. 


WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Write for Catalogue 
showing complete line 


of Builders Hardware 
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Real Protection, Good Looks 
and Long Wear 


—the three essential characteristics which cus- 
tomers look for and expect in lock sets. You'll 
find them all combined in “Roanoke,” the Pexto 
creation here illustrated. 


This design can be obtained in wrought steel or 
wrought bronze metal in any standard finish de- 


sired. 


And it comes in various sizes to meet every door 
need in the home. Many a customer will be into 
your store for just such a lock set as “Roanoke.” 


Better get in touch with your jobber—he knows 
“Roanoke” and is ready to supply you. 
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THE PECK,.STOW & WILCOX Co 


Southington ,Connecticut ,U.S.A. 
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U.S. 
Poultry 


=N etting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 

U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 


furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satisfied z: Dissatistied 
Customers = — Customers 
are an 3 merece LEM - ana 

Asset a oe Liability 


U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : . : Indiana 
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Millions of Doors Await 





This is the great undeveloped market— 
and Yale now takes the initiative in planning to 
help every dealer make it profitable. 


Millions of doors still have to be 
closed by human hands. They are not 
equipped with door closers—and they should be. 


So we are planning to sell more Yale Door 
Closers—to you, and for you, We are going 
out after the consumer. We expect to help you 
make him know door closers, want door closers, 
and buy door closers—YALE Door Closers. 


This is a highly profitable line and 
with the tremendous potential market, there is 
a real opportunity for every enterprising dealer 
to make money 


Let us heip you develop that market. Sell 


Yale Door Ciosers. 


YALE—because the Yale Door Closer 
is so thoroughly well made that :t con- 


YALE DOOR CLOSERS! 


tinues to function year after year with no “come 
back.” It is the simplest efficient door closer 
made, has fewer parts, works equally well on 
either right or left hand doors, and it is equipped 
with the holder device to complete its service- 
ability. 


The Yale Door Closer with its powerful coiled 
spring actuating the main arm, is controlled 
through crank shaft, connecting rod and piston 
within its cylinder, working against hydraulic 
pressure, to close the door surely, silently and 
efficiently. It is a perfected door closing power 
plant. 


Yale stands ready to help every 
dealer—to work with and for the dealer—to 
help him push Yale Door Closer sales—to realize 
the profits that ought to be his. And it is all 
part of a well mapped out plan. Let us explain 
it. Write for details. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 














Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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Showing this Marker to the Rope Buyer 
Makes Selling Easy! 


The dealer that can-show his customer conclusive proof of quality, backed up by a 
reputable manufacturer, has no trouble making sales. This is just exactly the function of the 
familiar red, white and blue Tape-Marker contained throughout the entire length of all Colum- 
bian Tape-Marked Pure Manila Rope. The significant words “Guaranteed Rope” plainly 
printed on this marker positively assure the buyer of superior quality. The signature “Colum- 


9 


bian Rope Co.,” also appearing thereon, indicates the willingness of the maker to stand back of 


the product. 


With these genuine advantages supplemented by our system of “Dealer Helps,” 
dealers find Columbian the fastest selling Rope on the market. 


By selling Columbian Tape-Marked Pure Manila Rope and Commercial Twines, you too,,. 
Mr. Dealer, can materially increase your profits with very little effort. Write today for catalogue: 


and current price list. ‘ 





Columbian Rope Company 


352-80 Genesee Street 
Auburn, “‘The Cordage City’? N. Y. 


Branches :— New York Chicago Boston Houston 
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The live hardware 


dealer says: 


ae 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in. the world. 
Makers of .the- famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 














Good as the Boston 


‘“This man asked for a nozzle ‘as good as 
the Boston.’ Of course I showed him a real 
Boston as I don’t keep any other kind. 


‘“This “just-as-good-as’ habit is a very bad 
one for either customer or dealer. The 
customer may suffer loss through trying it 
on a dealer who is not sincere or well in- 
formed and get very poor stuff. 


‘The dealer runs a risk even when he’s 
handling pretty good merchandise. In any 
difference of opinion as to quality he.is safe 
if he has sold a recognized brand, not ‘just- 
as-good-as’ but the acknowledged best.’’ 
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VAN 


Registered 
Trade Mark 








You know the Old Adage: 


“Genius is the capacity for taking infinite 
pains, and success is the result of attention 
to little things’ —but 


Do You Know— 


THAT “ATLAS” PRODUCTS are scientifically 
designed for the purpose for which they are to be 
used ; 


THAT THERE ARE OFTEN from 15% to 40% 
more tacks in a package of the same weight than 
are found in those of other makes; 


THAT WHEN A JOBBER buys an inferior grade 
he does it because of the slight advantage in price, 
which he does not pass on to the consumer ; and— 


THAT “ATLAS” GOODS can be bought as cheaply 


as any decently made goods; 


THAT WE DO NOT put the quality in our products 
to handicap ourselves by increasing the cost, but 
because it is right and necessary; 


THAT CONSTANT USERS of our products, such 
as shoe manufacturers and repairers, upholsterers, 
trunk manufacturers, etc., recognize this and are 
the largest contributors to our business; 


THAT YOU SHOULD specify “ATLAS” when 


ordering from your jobber. 


“THE GREATEST QUANTITY OF QUALITY 
AT THE PRICE” 


ATLAS TACK CORPORATION 


AN 


Fairhaven, Mass. 
and 
St. Louis, Mo. 





Registered 
Trade Mark 
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ALBERT LE GRAND, @& 


“@ PAINTS & WALLPAPERS. iv 




















**My customers like Dutch Boy white- 
lead so well they tell others about it,”’ 
writes Mr. Albert Legrand, paint dealer 
of Rutherford, N. J. “‘That’s why my 
sales have jumped from 2000 pounds in 








Now MR. LEGRAND sells 
five times as much 


Dutch Boy white-lead sales as high as 
2100%. All of them energetically put 
their selling efforts behind Dutch Boy 
white-lead because it is a standard paint 
product backed by years of national 


. 1920 to over five tons in 1923—an in-___ advertising. 

ba 33 

S crease of more than 450%. Without exception, these merchants 
4 Mr. Legrand believesin actively push- tell us that by keeping their customers 
a ing products which bring customers and coming in for Dutch Boy white-lead, 
2 } they invariably boost the sale of many 
a other products. In this same manner, 
. Dutch Boy white-lead can make your 
e business grow. 

é Ask the Dutch Boy salesman or write 
& e ° ° . ° ? ° 

} their friends back to his store again and us direct for more information about 
: again. A fast-moving stock such as_ the quick sales and many profits Dutch 
. Dutch Boy soon piles up many profits. Boy will bring you. 

a — . err " — it ae — A complete sales-making window dis- 
S = oe she bie ae been Z ° sa play, such as youseein the picture above, 
4 the big wa and keeps t > spe caler'S and other helps are ready for mailing to 
a usiness steadily growing. you. Ask for Dealer Helps ———__ 

Sed . . E “Sav © suriaceand “3 
és From city, town,andcross- No...33..in your letter. {stem } 
ei road stores in every section of 

7 ° + 4 
. the country, reports likeMr. NATIONAL LEAD COMPANY 

= Legrand’s have been steadily New York, 111 Broadway; Boston, 131 State St.; Buffalo, 116 Oak St.; 
oe @ = Chicago, 900 West 18th St.; Cincinnati, 659 Freeman Ave.; Cleveland, 
ao M coming In. Many alert mefr- 820 West Superior Ave.; St. Louis, 722 Chestnut St.; San Francisco, 485 
be o. ° . California St.; Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth 
eo it a ha chants tell us of increases 1n Avenuc; Philadelp!:ia, John T. Lewis & Bros. Co., “37 Chestnut Street 
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DUTCH BOY WHITE-LEAD 


FOR INTERIOR AND EXTERIOR PAINTING 
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preserver of beautiful surfaces 





Murphy Varnish 


for over fifty years the invisible 


~ \ a ~~ 
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Spruce up 





W Da- cote 
a ae shabby 






'Lots of New Uses for 
Da-cote Enamel in 1924 










surfaces , — ae 
te Enam Da-coting cars is going to be the same popular pastime in 
_ nly ye Dene of ¥* 1924 that it has been in the past. Da-cote will always be the 
Ste ee ) standard motor-car enamel for amateurs. 


























But Da-cote is going to branch out and show its versatility. 
And that means more work for your cash register. 

Da-cote ads showing how useful Da-cote is and how wonder- 
fully it spruces up worn shabby surfaces, will send thousands of 
hee vo people shopping for Da-cote Enamel in 1924. 

Think of the baby carriages, bicycles, go-carts, canoes, porch 
furniture and things that need only a little going over with 

Li r Pp y 1 Da-cote to make them look like new! 
Opens us a wonderful new field for Da-cote doesn’t it? And 
Da- 7 e that’s where you come in. The main thing is to be prepared. 
Cc © lt won’t do to carry less than the full Da-cote line—black and 
eee, i white and all ten colors. You’re bound to get plenty of calls 


for all. 
Send in your stock order now and we can ship with it the 


x [ A + K wonderful 1924 window display and other special advertising. 
Murphy Varnish Company 


iinet — Newark, N. J. Chicago, II. 


Fnamel 


‘Ne labe/ shows the co/o’ 








Murphy Varnish Company, Limited 
Montreal, Canada 


Successor to The Dougall Varnish Company, Limited 


Canadian CAssociate | 
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| JOzs your paint and varnish 


business show you a net profit 
of 4%, ora net profit of 19%? 


If it shows 4, 5, 6, 7, or 8% and you 
want to make it 199,—tell Devoe. 
During our 170 years of business 
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we have worked out a definite mer- 
chandising plan which will pro- 
duce this result. 


Why not profit by our experience? 
Just ask us how — return the 
coupon. 


NEW YORK DEVOE & RAYNOLDS CO., INC. CHICAGO 
Buffalo Omaha Indianapolis Savannah Wichita 
Kansas City St. Paul Newark Houston Oklahoma City 
New Orleans Denver Jacksonville Philadelphia Dallas 
Minneapolis Cincinnati Boston Atlanta Des Moines 


DEVOE 





Paint and Varnish Products - 


The oldest, most complete and 
highest quality line in America 


se eaeeneeeeeee COUPON aesaeeeeeeaae=y 


Devoe & Raynolds Co., Inc. 
101 Fulton St., Dept. HA, N. Y. 


Send further information about the Devoe 
Merchandising Plan: 


aa £2 oa oe e656. Oe wo bee 6 O64. 2 2 2 @.27:6 ose eo 6 8 26.4 
S22 es € S 2.0 2&2 6 6 6 Oo Ce 6.0 2 8 O62’ Oe 6.8 6.4 6 4 2 


ere ee «© © © © © © Oe MB OB MB Oo tsetse eh hUch OC Hh TCU Hh OC CH OS 
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This is another Moore product that paint 
users in all parts of the land know and 
use. 


The painter uses it with confidence. He 
knows it works easy and sets slowly, 
showing no laps or brush marks; that it 
has great body and covering qualities ; 
and that it does not crack, craze or alli- 
gator. Briefly, it is a paint that you can 
stand behind—the kind of product that 
satisfies customers, and such customers 
are business builders. 

Made in white and twenty color tints. 
Sani-Flat is best suited for use with the 
“Vari-Tone” Sponge Roller, a novel de- 
vice for decorating wall surfaces. Write 
for information regarding this new and 
practical tool. 




















TRACE “ARK AEG. 





PURE WHITE 
Benjamin Moore & (Co. 


FACTORIES 
FEW YORK 
Sts CHICACO « CLEVELAND ~ ST.LOUIS ~ CARTERET * TOROM? 


——= 

















Benjamin M 


NEW YORK 
CHICAGO 
CLEVELAND 








oore & Co, 





Always a"Moore’ 
product forevery surface 


For the House—Exterior 


House Paint 

Porch and Deck Paint 
Cement Coating 

Shingle Stain 

Impervo Varnishes 

Pure Oil Colors 

Veranda Furniture Enamel 
Paqua (Cold Water Paint) 


For the House—Interior 


Sani-Flat 

Muresco (Hot Water Wall Finish) 
Floor Paint 

Impervo Varnishes 

White Mooramel 

Damar Enamel 

Interior Enamel 

Impervo Surfacer 

Liquid and Paste Wood Filler 
Calsom Finish (Cold Water Wall Coating) 
4T5 Varnishes 


For Roofs, Barns, Etc. 


Barn Paints 
Roof Cement—Liquid and Paste 
Graphitallic 


For General Home Use 


Tile-Like Color Varnish 
Tile-Like Enamel 

Varnish and Oil Wood Stains 
Bath Tub Enamel 

Auto Lustre Polish 

Stove Pipe Enamel 

Ground Color 

Aluminum & Gold Paints 
Screen Paint 


For Automobiles and Carriages 


Automobile Enamel 

Superfine Coach and Auto Colors 
Coach and Auto Varnishes 

Auto -Lustre Polish 

Engine Enamel 

Aluminum Paint 


For Wagons, Tractors, Etc. 


Wagon Paint 
Varnishes 
Engine Enamel 


INDUSTRIAL PRODUCTS 


Concrete Floor Paint Mill White (Flat—Gloss)’ 


Graphite Paints Baking Japan 


Dado Paints Baking Enamels 
Machinery Enamel Fire Apparatus Paint 
Radiator Enamel Vaco Red Lead Paint 
Iron Filler Red Lead Preservative 


FOR SHIPS, MOTOR BOATS, ETC. 
Marine Paints Copper Paints 

Yacht Paints Smokestack Paints 
Canoe and Boat Paint Deck Paint 








ST.LOUIS 
CARTERET 
TORONTO 
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Broadcasts a Valspar Message— 


“After this I will always use Valspar on 
my woodwork and furniture,” writes Mr. 
Robert H. Fawcett of Mount Hermon, Mass., 
after he had upset his storage battery and 
spilled the acid all over the table and floor. 
“The table was utterly ruined,” he goes on 
to say, “but the floor, which was Valsparred, 
was as good as ever.”’ 


Thousands of letters in our files, telling of 
similar incidents, bear witness to the unusual 
service Valspar is giving in countless homes 
every day. It is because Valspar makes friends 
so easily, and keeps them that we say, “once 
a Valspar user, always a Valspar user.” 


You know what this means to you in 
increased profits. Sell a customer a can of 
Valspar, let him experiment with it 1n refinish- 


ing a bit of woodwork or furniture—and he’ll 
come back for more. He'll become a Valspar 
fan in the same way that people become radio 
fans—and that means repeat orders, rapid 
turnover and bigger profits for you! 

Valspar is famous as “the varnish that 
won't turn white.’” Waterproof, durable, easy 
to apply—it 1s the ideal finish for all furniture 
and woodwork, indoors and out. 


Valspar is also made in colors—Valspar 
Varnish-Stains and Valspar-Enamels. Like 
Clear Valspar they are absolutely waterproof 
and accident proof because they are Valspar, 
with the colors added. 

It will pay you to “tune in” on the Valspar 
proht making program. Just drop us a line— 
there’s no obligation, of course. 
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VALENTINE’S 


LSPAR 


The Varnish That Won't Turn White 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHED 1832 
New York 


London Paris 


Chicago Boston ‘Toronto 


Amsterdam 


W. FP. FULLER & CO., Pacific Coast 
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are always available to help him 
secure larger orders for com- 
plete decorating and painting 
jobs. These are some of the 
reasons why Lowe Brothers 
Dealers are sure of steady and 
profitable growth in their busi- 
ness. If you will mail the 
coupon below we will gladly 
explain our whole Dealer Plan. 


Dayton, Ohio 

















THE LOWE BROTHERS COMPANY 


Toronto, Canada 


Factories 


BRANCHES IN PRINCIPAL CITIES 





THE LOWE BROTHERS COMPANY, Dayton, Ohio 


Please send full details of your Sales Promotion Plan for dealers. 


Name 


Address 





HA-224 





Lowe prot 


PAINTS & VARNISHES 


—n ep aes 
© pagent, » gallina tlie aes 
ENO ap PU den ORS 

btavabeec a 5 tack gate Ret Te 











February 21, 1924 HARDWARE AGE 25 


Our Dependable Re-Sale Plan 


serve 









¢ or SWEEPS VOUR LOCALITY CLEAN FOR BUSINESS |. Have 


An INDIVIDUAL Service Rendered EVERY Dealer 
by a Valuable Co-operative PLAN and Quick Delivery! 


RE-SALE MADE EASY 


(One of Our Many Helps) 

















Other Re-Sale Shipping Service 
Helps rom 
Local Newspaper Chicago, IIl. 


Advertising Campaigns St. Paul, Minn. 
Free Sample Can | a ea Kansas City, Mo. 
Distribution er a ee Atchison, Kans. 
Steel Road Signs (* ae = Sa, 9 Omaha, Neb. 
Free “How to Paint” Books Des Moines, Iowa 
Dubuque, Iowa 
Green Bay, Wis. 
Billings, Mont. 
Seattle, Wash. 
San Francisco, Cal. 
Helena, Ark. 
Knoxville, Tenn. 
Nashville, Tenn. 
Hopkinsville, Ky. 
Charlotte, N. C. 
New Orleans, La. 
Houston, Tex. 
San Antonio, Tex. 
Fort Worth, Tex. 


Sales Co-operation 
By Our Salesmen 


Steel Paint Stock Display 
Fixture 


Promotion Letters to Your 
Customers 


Steel Agency Sign 
Window Transparency 


Panel Racks of 
All Leading Products 


Window Displays 
Counter Book 
Color Cards 


‘ Cleveland, Ohio 
Booklets Bay City, Mich. 
Art Department Service Trenton, N. J. 
Counter Literature Brooklyn, N. Y. 
Counter Cards Reading, Pa. 


Boston, Mass. 
Los Angeles, Cal. 
Portland, Ore. 
Providence, R. I. 


Spokane, Wash. 


Picture Show Slides 
Painters’ Caps 
Yard Sticks 63 in. high 


pry 33 in. wide 
Mixing Paddles 14 in. deep 























Lettered on front, back and both ends. Serves from 


* front and back. Solid Steel. Free to Heath @ Milli- a 
Write gan Agents und Dealers. Right 
Today ! For Agency Franchise Particulars Now/! 


HEATH & MILLIGAN MFG. COMPANY 


1833 Seward Street Chicago 1833 Seward Street 





Selling Four and a 
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HE Born-Reid-Morgan Company, of 

Peoria, Illinois, was organized in 
December, 1920, as one of the Morgan 
Company’s subsidiaries. In 1921 they sold 
45,000 pounds of Eagle White Lead in Oil. 
Their sales in 1923 were four and a half 
times those of 1921. 


‘‘We consider one of our greatest assets the friend- 
ship and loyalty of our painter trade, from which 
we derive a large volume of our business,” 
Born-Reid-Morgan said. “‘It has been our policy 
to surround ourselves with high class men and 
back them with the hizhest grade lines on the 
market. We distribute Morganite Quality Paint 
and Varnish products and Eagle White Lead 
in Oil, which have been among the greatest 
factors contributing to our success.” 


They turn Eagle White Lead in Oil 


February 21, 1924 





Born-Reid- Morgan Company, Peoria, Lilinois 


Half Times as Much Lead 
in 1923 as in 1921 


five times a year and they turn over a car 
load every time. 

Mr. Elisha Morgan is president of the 
company. The business is managed by 
N. E. Born and C. H. Reid, both young 
men, previously associated with some of 
the largest white lead makers and grinders 
of mixed paint. 

For eighty-one years Eagle has been 
pure Old Dutch Process. Should a new 
process of manufacture be discovered that 
is a better process and not merely a cheaper 
one, [he Eagle-Picher Lead Company will 
consider its adoption. Until that time it 
will continue to be pure Old Dutch Proc- 
ess, the white lead in oil that the painter 
knows. 


The EAGLE-PICHER LEAD COMPANY : 208 South La Salle Street - CHICAGO 


CINCINNATI CLEVELAND PITTSBURGH PHILADELPHIA NEWYORK MINNEAPOLIS 


BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS 


JOPLIN 


BUFFALO DETROIT 
CINCINNATI NEWARK GALENA, KAS. HENRYETTA, OKLA, PICHER, OKLA. 
EAST ST. LOUIS, ILL. CHICAGO ARGO, ILL. JOPLIN, MO. HILLSBORO, ILL. (2 Plants) 
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3|/ “OurF l Makes Sales Easy” | | 
5 ur Formula akes Sales Easy” | # 
> One Hundred Percent Pure Var- 
> nish means 100® free from rosin or ve 
= so called ester gum, gasoline, kero- } 
PS) sene, or any turpentine substitutes. = 
may Martin’s 100% Pure Floor Varnish Ke 
i is made according to the following 
& formula: ee 
= NON VOLATILE 46.0% ) 
>, RESINS--PURE FOSSIL \@ 
> GuMS 22.8 
a ROSIN--ANY FORM OR {9 
<<) COMBINATION 0 ) 
= PURE VEGETABLE OILS 23.2 
os VOLATILE 54.0% KS 




















PURE SPIRITS OF 
ENTINE 54.0% 
(NAPTHA, BENZINE, 
GASOLINE, KEROSENE) 00.0% 
Total 100.0% 
Our formula is printed voluntarily 
for the benefit of those who desire to 
specify, buy, and use good varnish. 
Remember that varnish more than 
100@ Pure cannot be made. 


KNOW WHAT YOU BUY 


MARTIN VARNISH 
PIONEERS OF 100% PURE VARNISHES 
CHICAGO 





(Side Panel of Varnish Can) 


This Formula on Every Can: 


Martin’s 100% Pure Varnish is made of Pure Gums, Pure Vegetable*Oils and Pure 
Turpentine. No Benzine — no Rosin. 


Because we want our customers to know these facts, we are putting the formula shown 
above on every can of Martin’s 100% Pure Varnish. This formula protects you 
against selling varnish that contains benzine, gasoline or other adulter- ; 
ants. It makes sales easy and assures re-sales. 


Meet Us at the Following Conventions: 


Denver, Colo.- - - ~- Jan. 22 to 24 New Work City,N.U. - - Feb.19 to 22 
Milwaukee, Wis. - - - Feb. 6to9 Chicago, lll. - - + + Feb.19 to 21 
Grand Rapids, Mich. ~- Feb. 12 to 15 Boston, Mass. - - - ~- Feb. 20 to 22 
Philadelphia, Pa. - ~- Feb. 12 to15 St. Louis, Mo. - - - ~- Feb. 26 to 28 






St. Paul,Minn. - - ~- Feb. 26 to 29 


MARTIN VARNISH(6 


PIongERS OF 1007, PurE VARNISHES 
CHICAGO 
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ANY paint dealers merely say in local advertisements 2. It suggests a way to fulfill a desire to decorate 
—‘‘Buy your Paints, Varnishes and Calcimines from through the appeal of low cost. 
Jones & Co. 3. It suggests the possibility of Muraliting right over 


any surface—Plaster, painted wall, wall board or 


A better way to get value from your advertising dollars tightly pasted plain paper with the least fuss or 


would be to advertise Muralite as a leader. 


bother. 
You say to the people in your town who are being made 4. It appeals to renters as well as to home owners. 
unhappy by dingy, faded walls and yet are hesitating to 5. It increases your store sales for cash—brings new 
decorate because of the cost, that you have a recipe for people in contact with your store—sells a volume 
changing dull interiors to cheerful and colorful back- of other materials from your stock. 


grounds for less than two dollars a room. By using Muralite as a leader you can accomplish the same 


results,that your brother merchants, the butcher, the grocer 
and the druggist obtain when they cast out bait. 


1. It reaches people who had no immediate inten- We will tell you just how to obtain greater sales volume 
tion of decorating. for your store if you will write us now. 


What does this accomplish? 


A Free Copy of The Calcimine 
Encyclopedia Is Yours for the Asking 


M. EWING FOX COMPANY 


For Forty Years Calcimine Specialists 


New York Chicago 





MURALITE- 


MAKES A PERFECT WALL FINISH 
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Color card showing cone ae ee arnish Products are 
colors, and names of PEL yes m0 rs in ‘your —_ 4 ied by architects and 
vicinity will be gladly sent you on request. sold by leading paint and hardware dealers. 


Pratt & LAMBERT-INC., 114 Tonawanda St., Buffalo, N. Y. In Canada, 20 Courtwright St., Bridgeburg, Ontario 


PRATT G LAMBERT VARNISH PRODUCTS 
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SF your 
Greates DAINT & 
VARNISH Year 


Don’t let another day go by without sending for your copy of this Plan. It will solve 
your biggest problem for 1924—the problem of new dollars, new income, new profits. 













There is a potential market for paint and varnish in your community four times 
as large as the present market. 
1924 is your year to cash in big. 


The Lucas Plan not only shows the way, step by step, but the Lucas Plan pro- 
vides valuable sales making material. 


Write Dept. 92 today for your copy of this Plan. 


John Lucas é Co..ine. 


Paint and Varnish Makers Since 1849 


PHILADELPHIA Ta 
NEW YORK PITTSBURGH CHICAGO BOSTON OAKLAND 
ASHEVILLE FRESNO LOS ANGELES 
ATLANTA HOUS MEMPHIS 
DENVER JACKSONVILLE SAVANNAH 


Paints and Varnishes 
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DVERTISING 
ON WHEELS 


THE FLEET OF WEED SALES PROMOTION CARS are man- 
ned with intelligent and well trained merchandisers who give 
valuable sales and advertising helps to dealers of genuine 
WEED Chains and Bumpers. 

WEED Sales Promotion Cars are a part of the big WEED 
CAMPAIGN that rolls on and on without let-up. Every month 
of every year our BiG ADVERTISING CAMPAIGN continues to 
popularize the name WEED. 

Dealers who stock and recommend genuine WEED Chains 
and Bumpers are wise merchants. 


“Use ’Em Yourself to Sell Em” 
AMERICAN CHAIN COMPANY, INC. 


BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 


LARGEST MANUFACTURERS OF WELDED & WELDLESS CHAINS FOR ALL PURPOSES 


A ccc 
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The “Story of Paint”’ Like 
Paint Itself Must Be Prop- 


erly Spread'To Accomplish 
The Desired Results 


The quickest and best way to spread your Paint Story is 
thru the Paint Inserts in Hardwage Age. 


These inserts appear once amonth. They are building up 
a distribution for Paint that is sure and lasting. They are 
pointing out real paint facts to the trade. 


The recent investigation of one company showed that 75 
per cent of the buildings in America are badly in need of 
paint. 


Hardware Age is the “Right Brush” to use to spread your 
Paint Story where it will cover the territory of the greatest 


number of dealers who need your products. 


HARDWARE AGE 
239 West 39th Street New York 
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REMINGTON’S FEBRUARY FARM PAPER ADVERTISING 
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Pocket Knife with Special Surgical Blades 
ANY farmers have wondered _ erly shaped for altering, marking and 
whya Remington Pocket Knife all farm , 

does the job of altering so weil. Note this: Nickel! Silver lining, 

The cutting quality of knives de- bolsters, rivets and shield—no 
pends on the steel. rust or corrosion, no blood poison or 
In 108 years of rifle making, Rem- _imfection. 

ington has developed the tempering A cheaper knife may be expen- 

and hardening of steel uptothe high- _sive at any price. Remington makes 

est point. Bringsto the knife industry knives for every purpose — many 
all the resources of metallurgy, all inati 

the equipment and ability that built sizes to choose from at your dealer's. 

=p de i Game. Identify the genuine Remington 

y d d by this mark stamped on the 
up. And more—the blades are prop- _ heel of the master biade. 
Remington Arms Company, Inc., New York City 


Established 1816 
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Alse Makers of Remington 
Cash Registers 
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The coming of spring—lambs, colts, calves, and pigs, creates a demand for. specific knives 
for specific purposes. 


Remington Pocket Knives, sturdy construction, equipped with correctly shaped surgical 
(spey) and other blades, for all cutting jobs around the farm and ranch. 


Now Is the Time to Feature and Display Seasonable Pocket Knives 
Watch for Remington’s Advertising in March! 









The Authority in Firearms, Ammunition and Cutlery 


Also Makers of Remington Cash Registers 
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Electro-Welded Sanitary Soap Bracket 
No. 65 


This heavy retinned soap bracket is an example 
of the Natwire line. It is high quality in every 
detail, yet sells at a remarkably low price. 
Every intersection solidly welded. Every wire 
smooth and clean. For complete information 
about Natwire welded soap brackets as well as 
complete line, address Department A. 


WICKWIRE SPENCER STEEL CORPORATION 


General Offices 
41 East Forty-second Street, New York 


WORCESTER BUFFALO PHILADELPHIA DETROIT CHICAGO SAN FRANCISCO LOS ANGELES 
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The paint department of the Warner Hardware Co., Minneapolis, Minn. 


What the “Paint Issue” of Hardware Age 
Does tor the Hardware Dealer 


Every third weekly issue of Hard- 
ware Age contains special merchandis- 
ing stories on Paint and Varnish, Paint 
Brushes, etc. 


The advertisements in these issues 
tell you where to buy Paint and kindred 
products and these stories tell how best 
to sell them. 


For example: A _ recent issue of 
Hardware Age told how one dealer 
turned his paint stock eight times dur- 
ing the year. 

This particular story told of the suc- 
cessful sales methods employed by the 
Warner Hardware Company of Min- 
neapolis, Minn. It told how the paint 
stock was displayed-—how the bins to 
hold the paint were built — how the 


shelving was constructed—how special 
racks for color cards and color paddles 
were made for the convenience of cus- 
tomers and how best to arrange the 
counters and show cases for the display 
of paint and varnish brushes. 


The rate of turnover for this store’s 
paint department was shown by the 
actual figures. A table was printed 
showing the increase in turnover each 
vear since 1917 to and including 1922. 


Any hardware store can readily fit 
the suggestions given in these issues to 
their own individual Paint and Brush 
stock requirements. 


Every Paint issue tells the story of 
merchants who do. 


Are you and your salesmen not only reading but applying these selling ideas 
to your business? 


HARDWARE AGE 


239 West 39th St. 


NEW YORK CITY 
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It’s a Good Tool to Push 


There’s no Cylinder Gage on the market just like this popular Starrett No. 452. 
Several Features make it ideal for use in auto-repair shops. A unique double 
spring action, for instance, makes this fine instrument self-centering and abso- 
lutely non-collapsible. Shows exactly what’s needed on each cylinder job. It’s 
use also makes it easy for a shop to sell cylinder service, as the car owner can 
see for himself just how badly his cylinders are worn. Wonderfully sensitive, 
yet (like all Starrett Tools) built for hard service. Feature it. 


Write for Catalog No. 22 ‘‘A’’and the Supplement describing the new Starrett Tools. 
THE L. S. STARRETT CO. 


The World's Greatest Toolmakers— Manufacturers of Hacksaws Unexcelled 
ATHOL, MASS. 
































Starrett 


a 
Two adjustable rods carried in the hollow handle 
provide for diameters varying from 2'% to 6 in- : 
ches. Dial—covered with non-breakable crystal— 
reads in thousandths. Graduated to show plus or 


: - . ; RR 
minus. By turning the knurled rim the dial can urs, 
be instantly moved to bring the O mark to any 


AT aw DD 
point desiredin. relation to the hand. Measure- , IN] HACK SAWS 
) ment canbe easily transferred to outside micro- So RET, 
el 


meter when diameter of cylinder is desired. 
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Prompt Delivery— 


another reason 
why you will like to sell 
National Hardware 


We believe that our delivery system is one of the most efficiently operated of any manu- 
facturing concern in the middle west. 


Its steadfast rule, rigidly adhered to, is to get the orders out the day they are received, 
and they go out that day, too. 


We are aided in this prompt delivery, which means so much to retailers, by being 
centrally located and by being on a through trunk line. 





All of which means that your order, not merely your first, but all of them, will start out 
for you on the day they are received, and well packed, too. 





It is the perfection of these little details of service that help to make National Hardware 
so well liked by every hardware man dealing with us. Why not get in touch with the 
nearest National salesman and have him call with samples and complete information ? 


NATIONAL MANUFACTURING COMPANY 
Sterling 


Tha 


Illinois 
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First Position Second Position 
No. 80 Screen and Storm Door Hanger 


Made of wrought steel, which means sure strength. Each set wrapped 
in separate package with sherardized (rust-proof) screws. Hinges 
are furnished japanned or sherardized. 

The working model, which will be furnished free with your first 
order of these sets, is a sales-booster of recognized ability. The 
National salesman will sell you the No. 80 Hangers and give you 
the model. 


Natienal 


uilders’ Hardware 
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Phantom Wells of Wealth 


inte the United States Senate started its investigation of the 

alleged irregular leasing of the Tea Pot Dome Naval Oil Re- 
serve, the attention of the public has been directed again to the 
fact that $1,000,000,000 is annually diverted from legitimate in- 
vestment channels by mail fraud schemes and through the sale of 


worthless stock by companies engaged in developing phantom 
wells of wealth. 


Business men of capacity and foresight know that the. best way 
to use their money is to re-invest it in their own business. This 
is something that business men should stress for the benefit of 
their friends and customers. 


The farmer, for example, who buys implements, paint and sup- 
plies is re-investing money in his own business. The home owner 
who buys housefurnishings, electric appliances and varnish is re- 
investing to his own advantage. The mechanic who buys another 
tool is re-investing in his own success. The boy who buys a tool 
chest, a mechanical toy or a baseball is investing for his future. 


How long $1,000,000,000 a year is buried in phantom wells of 
wealth depends to a large extent on the activity and the influ- 
ence of representative business men in fighting fraud by local edu- 
cation. 
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HE income tax blanks have 
'§ been mailed—the 1923 styles 
vary a little bit from those of 
1922—the forms for incomes under 
$5,000 are much simplified, and for 
this lightening of our annual head- 
ache—the Treasury Department de- 
serves a vote of thanks. 

But do not make 
the mistake that has 
been made by a lot 
of folks and send 
your returns in on 
the basis of Secre- 
tary Mellon’s plan. 
Congress has not as 
yet accepted the tax 
reduction idea, and 
even if the bill 
should become a law 
tomorrow it could 
not become effective 
until 1925. It would 
be a physical impos- 
sibility for the 
Treasury Depart- 
ment to rearrange 
its schedules in or- 
der to adjust the 
1923 tax due in 
1924. 

Every hardware 
dealer whose fiscal 
year is the same as 
the calendar year 
has taken or is tak- 
ing his inventory 
and closing the 
books, striking the 
annual balance of profit and loss. 

How many are able to get at the 
figures required by Uncle Sam with- 
out a lot of digging and delving? 
If yoyr books have been properly 
kept it will not take long to make 
up your income tax, but if not you 
are in for some analysis of last 
year’s transactions. Books of ac- 
counts properly kept will save you 
money, not only as regards your in- 
come tax but in the general handling 
of your business. 


Short Cuts to Knowledge 


There are many short cuts to ac- 
curate knowledge of your liabilities 
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A Short Cut 
b\ to Knowledge 


By E. P. BEEBE 


and assets and your profits. One 
great aid is mechanical devices, add- 
ing machines and the like. 

There is a hardware store in New 
York City the proprietor of which 
points to his adding machine and 


ry 
rte.” 


Contrast between the old and new method as seen in the store of the Boebinger 


Hardware ¢ Supply Co., Cincinnati, Ohio 


says with pride, “There is my book- 
keeper—it never makes a mistake!” 

The accompanying illustration 
shows a ten key-board machine in 
actual use in Boebinger Hardware 
Company’s store in Cincinnati, Ohio. 
All day long the Boebinger people 
use the machine for verifying totals 
on sales slips shown on form No. 1 
which have more than one item on 
them—the customer is better satis- 
fied and the clerk is positive there 
is no mistake. 

At the end of the day the cash in 
the drawer is balanced, the sales 
tickets footed by listing quickly on 
the machine and the job is done— 
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all in the space of a few minutes. 

Form No. 2 is used by the 
Boebinger Company for writing up 
charge sales received over the phone 
or sent in by outside men. Here the 
adding machine is used for extension 
work; that is, multiplying quantities 
by prices. Frequently chain dis- 
counts enter into the 
work, and the ma- 
chine makes short 
shrift of this bug- 
bear to a salesman. 

The makers of 
this machine have 
figured out decimal- 
ly all of the gener- 
ally used combina- 
tions of chain dis- 
counts and printed 
them in convenient 
form. When a cer- 
tain discount is to 
be used, all one has 
to do is multiply 
gross price by the 
decimal equivalent. 

At the end of each 
day all charge slips 
are listed and added 
at the Boebinger 
store; that is, after 
being posted to their 
proper accounts in 
the ledger. As each 
posting is made, a 
marker is inserted 
in the ledger and the 
postings are footed. 
If the two totals agree it is proof 
positive that all items have been en- 
tered in the ledger. 

With this daily posting proof 
there is seldom any difficulty in bal- 
ancing the ledgers at the end of the 
month, thus enabling the statements 
to go out very promptly. Form No. 
3 shows the ledger sheet used by 
the company. 

“The early bird gets the worm” 
—the earliest mailed statement or 
monthly bill grabs off the first. re- 
mittances, while the delayed irreg- 
ular reminder of indebtedness re- 
ceives maybe only a partial payment 
or is pushed aside until next month 
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Some of the forms -used by 
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_ddae=i8- | peRBIXGER BARDUARE COMPANT .- - Supply Co. of Cincinnati, :Ohio, 
gs bee “crucratt, B10... as well as other firms. These 
me Pa show the way in which ma- 
chines may be used in the book- 





keeping department of the :‘mod- 
ern hardware store. , 
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because the bank balance is low. 

Form No. 4 is the statement blank 
used by this Ohio firm. During the 
month, as the bookkeeper has spare 
time, statements are headed up on 
the typewriter and filed alphabetical- 
ly. At the end of the month, plac- 
ing his ledger on the shelf of the 
adding machine, the bookkeeper 
makes out the statements. As each 
active account is reached, the debits 
are listed and added, each date be- 
ing recorded. The credits are then 
listed and footed, the total credit 
being subtracted from the total 


- debit and the balance due brought 


down in red. Not much mental 
strain is involved, while the state- 
ment is correet. 

Drawing off and proving the trial 
balance, whether of the accounts re- 
ceivable or payable or of the entire 
set of books, is the bane of many a 
bookkeeper’s young life. 

List the accounts receivable—if 
the total fails to. agree with your 
control figures it only takes a few 
minutes to check the tape back and 
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locate the error, which may be an 
omitted item, a transposition or just 
a plain “mistake.” 

In Form No. 5 we have an invoice 
of goods billed by a jobber to 
Boebinger. Again the adding ma- 
chine comes into play in exactly the 
same manner as Boebinger figures 
the goods they are invoicing to their 
customers. Again the chain dis- 
count decimal method is used. 

Every invoice of goods coming or 
going should be figured and prices 
as well as quantity checked. 


The Inventory Sheet 


The last form shown, No. 6, is 
the inventory sheet, and you will 
notice it has been extended, footed 
and discounts taken off, all done on 
the machine. 

Those hardware dealers who have 
recently gone through what one 
dealer styles “his annual nightmare” 
stock-taking will appreciate the aid 
to be obtained, the time to be gained 
by using a machine that will add, 
multiply and subtract. Time is 
money—the -time you spend figuring 
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inventories in the old fashioned way 
“by hand” can be better spent in 
an analysis of dead stock and form- 
ing plans to turn it into money. In 
analyzing your turnover, finding out 
where your stocks are depleted and 
otherwise getting ready for next 
year’s business. 

An adding machine in your store 
will stop worry over losses through 
errors. 

Have your figures ready for the 
income tax report without the head- 
ache they formerly entailed. 

Be ready with a real statement 
for your banker or jobber. 

Remember that an adding machine 
does more than “just add”—it is an 
assistant bookkeeper drawing no 
salary, only the small cost of the 
investment. It doesn’t stay out 
nights, go to ball games, or stop 
to use face powder or a lip stick; 
it is always there. An adding ma- 
chine adds to your prestige as a 
progressive merchant; it is an in- 
dication that you are prosperous, 
honest and up-to-date. 
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Do You Understand Store Arrangement? 


VV HERE should my paint department be located? Where 
should my cutlery be placed? How can I improve the gen- 
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eral appearance of my store? How many times have you asked 
yourself these questions as well as many others regarding the 
proper arrangement of your store? 


It’s a well known maxim in retailing that “goods well displayed 
are half sold.” The question, however, is how to display them. 
Every department cannot be located up in the front of the store 
and some departments don’t belong there, anyhow. Proper ar- 
rangement, however, will work wonders and will have a decid- 
edly stimulating effect upon sales. 


HarpwarE AGE is about to publish a series of articles on store 
arrangement by one of the foremost authorities on the subject in 
the hardware field. The first article of this series will appear in 
the issue of March 13 and the ensuing articles will appear in alter- 
nate issues. The author of this series knows his field from every 
angle, not only from the theoretical side but from the practical 
angle as well. In view of this we recommend this series to your 
careful attention. You'll find it well worth your while to read it 
and, if you apply the lessons contained in it, you will find that the 
knowledge gained will be represented by increased profits. 


MARCH 13 IS°7THE DATE! WATCH FOR IT! 
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This unique display of James H. Owen’s, East Orange, N. J., 
changed many a bystander into a live paint prospect 





Building Up Paint Profits 


Via the “Tell "Em How’’ Method 


OST of the time these pages 
M are devoted to the opinions 
of hardware retailers, and 
to their merchandising experiences. 
Most of the paint stories are expo- 
sitions of sales methods or narra- 
tives about the way a certain leader 
in a definite locality developed his 
paint business to the advantage of 
both himself and his community. 
Recently while traveling on a train 


we made the acquaintance of a gen- 
tleman who is not connected with 
the hardware business. He belongs 
to that class conveniently known as 
the consumer. He lives in a subur- 
ban town, owns his own home and en- 
joys the luxury of operating a mod- 
erate priced automobile. When he is 
at home on a Saturday afternoon or 
Sunday we imagine that he conveys 
an authentic impression of enjoy- 


ment as he putters around with a 
paint can and a brush, or when he 
attempts to fix some of the innumer- 
able things that usually require fix- 
ing in or around a suburban house. 

Having met this gentleman on a 
train and having talked with him on 
various subjects, among which was 
the matter of paint, we feel in a 
sense that we owe it to our readers 
to report fragments of the conversa- 





Symmetry is the keynote of this display of Palmer 4 Gayley, Chester. Pa. It isn’t flashy, but it sold paint 
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tion, for several reasons in general 
and for two in particular. In the 
first place, some of this man’s ideas 
about the way hardware retailers 
should sell paint are perhaps worth 
considering. And in the second place, 
his viewpoint as a buyer and user of 
paint is doubtless one which few 
magazines published for the retailer 
ever present. 

We will not attempt to give the 
conversation verbatim. We took no 
notes, and, besides, the gentleman’s 
talk was more of a slow wandering 
movement of thought rather than a 
direct presentation of facts. As we 
remember it, the reason for paint 
being introduced into the. conversa- 
tion was a signboard beside the 
tracks which happened to advertise 
the brand of paint that the gentle- 
man had used with apparent satis- 
faction. 

The first time he bought paint in 
his town, he said, was memorable 
because he didn’t know what he 
wanted nor the quantity he needed 
for the work he had in mind, and 
also because the hardware dealer 
whom he consulted could give him no 
suggestion worth while. Nevertheless 
he bought some paint, a good deal 
more it seemed than he actually 
needed. The paint wasn’t satisfac- 
tory, or his application of it was 
faulty, or it was unsuited for the re- 
quirements that he had intended it. 

Some time later he needed more 
paint of a different kind and went to 
another dealer for it. He said that 
he was rather surprised and in fact 


Official Police Whistle for Crime 
| Prevention 


The Nick Harris Police Whistle Co., 
Los Angeles, Cal., is starting to ag- 
gressively merchandise a police whistle 
as a means of crime prevention. The 
whistle has been officially adopted by 
various police departments and since 
its introduction on the west coast has 





been installed in practically all the large 
police departments. Merchants have 
found a ready sale to private citizens 
and the company has done considerable 
advertising along these lines. Attrac- 
tive display cartons and cut-outs are 
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somewhat resented the curiosity of 
the hardwareman, who wanted to 
know just what he was going to do 
with the paint, and how he intended 
to use it and a number of other 
things which my friend regarded as 
slightly impertinent. 

However, as the result of the ques- 
tions asked and the answers given, 
and the suggestions and advice ten- 
dered to my friend by the dealer, 
the painting job at our friend’s home 
resulted so satisfactorily that he 
now buys’ all of his paint and all of 
his hardware at that dealer’s store. 

But the cream of the story, from 
our point of view, and we trust from 
yours also, is in the plan suggested 
by our friend to the dealer whose 
questions he had at first resented. 


Paint and Varnish Lessons | 


The plan in brief is this. Realizing 
that he was but one of many subur- 
banites whose ignorance of paint and 
painting was partly responsible for 
the small amount of painting that 
was being done in the town, our 
friend induced the dealer to give 
regular lessons on paint and varnish 
and its proper use.. Being a man of 
influence in his community he was 
able to persuade members of the 
school board to include the local 
hardware dealer on its lecture pro- 
gram, under the heading of indus- 
trial subjects. 


When he told the dealer what he 


had actually done the dealer protested 
and said that the logical one to have 
talk about the origin, manufacture 





furnished and newspapers have broad- 
casted the idea editorially. The plan, 
which was worked out by the detective, 
Nick Harris, was to provide as many 
private citizens with official police 
whistles as possible and the ability to 
summon aid at any time would be a 
very great factor in the reduction of 
crime. 





New Simore “Lightning Change” 
Knife and Screw Driver 


The Simon & Skidmore Mfg. Co., 
Santa Ana, Cal., has recently added 
the Simore “Lightning Change” Knife 
and Screw Driver to its line of “Light- 
ning Change” magazine tools. his 
tool contains one fine steel knife blade 
and two different size screw driver 
blades, each hardened and tempered 


_by scientific methods to render them fit 


for long service. The knife makes an 
ideal tool in conjunction with the two 
serew driver blades. The knife blade 
absolutely cannot fold or collapse and 
injure you. Neither is it necessary to 
break your finger nails to produce the 
blade, as is the case with pocket knives. 
There is no delay in getting the selected. 
blade—two seconds is all it takes. 
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and use of paint was a factory rep- 
resentative. But finally after much 
argument our friend convinced the 
dealer about the benefit both to him- 
self and to the town if he would con- 
sent to lecture. 

In the meantime a competitor held 
a paint demonstration sale and had 
factory representatives give advice 
and information about paint. It was 
reasonably successful, but it did 
more to pave the way for our friend 
and his dealer’s lectures than for the 
merchant who held it. While this 
demonstration was in progress, our 
friend’s dealer visited several paint 
factories and delved into encyclope- 
dias and research books and talked 
with painters in different places, pre- 
paring himself as a lecturer. | 

He secured the cooperation of his 
manufacturer and in his course of 
lectures told so many odd and inter- 
esting facts about paint and the way 
it is made and the best way of using 
it that he tripled his paint business 
in a period of eight weeks. Other 
communities requested him to lec- 
ture, which he did, and he also ex- 
tended his sales area. The people 
in his town of course regard him as 
an expert on paint, and whatever he 
says now about other lines of mer- 
chandise is listened to attentively. 
As a matter of fact, his paint lec- 
tures, my friend said, made it neces- 
sary for this dealer to visit a number 
of factories and familiarize himself 
with other lines in order to keep the 
confidence that he had developed in 
his community. 


There is no delay in withdrawing the 
blade ready for pocketing the tool; it 
takes half a second. The basic prin- 
ciple of this new tool is that the blades 
are selected and issued by gravity, by 
tipping the tool. The blades are in- 
dexed to correspond with numbers on 
the shell, and the user is always sure 
of getting the right blade by simply 
holding the desired number up and tip- 





ping the tool. The Simore “Lightning 
Change” knife and screw driver will 
be found useful by mechanics, carpen- 
ters, sportsmen, electricians, automo- 
bile owners and, in fact, any one who 
ever uses such a tool: 
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Mark Your Saws 


—It Helps Sales 





YOR the past year an effort has 
been made on the part of some 
retailers to induce manufac- 

turers to mark their products more 
plainly as to size, quality, number 
and so forth. This is especially true 
of the saw manufacturers. 

Some time ago I sent photographs 
of saws marked and unmarked to all 
saw manufacturers, with the re- 
quest that they consider the matter 
of plainer marking and let me know 
if it would not be possible to do 
something along this line. So far I 
have received only one reply, and 
that was simply an acknowledgment 
of the receipt of my letter and photo- 
graphs. 

The accompanying photographs 
show saws as they are received by 
the retailer, and a method of mark- 
ing them as it is employed by some 


By FREDERICK HORN 


President Brooklyn Hardware 
Dealers’ Association 
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Retailers Should Strive to Induce 


Manufacturers to Mark Saws 


More Plainly As Aid to Customers 


dealers. This method is used at my 
store, but it requires a good deal of 
time to write out the tags and put 
them on the saw handles. 

In a recent shipment I examined 
100 saws. There were only 46 on 
which the manufacturer’s stamp on 
the blade showing the size could be 
easily distinguished. 

I have found that after the handle 
has been scraped a little and a stick- 
er applied on which the size is plainly 
written, that it is an easy matter to 
sell a saw to a carpenter and that it 
makes sales faster. There is no doubt 
about the size of the saw when a 
sticker is on it and it clearly shows 
what the saw is. 

If a saw is not marked it takes 
time to convince some customers, es- 
pecially carpenters, as to length and 


tooth. Generally the hardware dealer 
or a clerk has to get a rule and meas- 
ure the blade. This all takes time, 
and in these days of high salaries 
and high overhead the amount of 
time spent in making a sale must be 
taken into consideration. 


‘Some tool manufacturers, of 


course, are marking their products. 
Stickers are being used by many 
manufacturers for trade marks. Why 
not put the size and number of the 
article on the sticker as well? 

When merchandise is plainly la- 
beled it takes away any of that mys- 
tery that some customers feel, and 
it also enables hardware clerks to 
learn the business much more rapid- 
ly. I would also like to suggest that 
other dealers give this matter their 
attention. 








teetete FUSTROSEOOEREEEET!: COOCEESOROOE PUODORGERASEOOTICATTEEEECEUCGSOES SEREaeeE 


S TORE arrangement is the subject of a series of articles which will begin with the 
March 13 issue of HARDWARE AGE and will continue until the subject has been thor- 
oughly covered. These articles will be written by a man who is known throughout the 


hardware trade as an authority upon his subject. 


He knows store arrangement from 


all angles and in all its phases and you can’t afford to miss what he has to say upon 
the subject. Read these articles—for they are worth reading and mean increased 


profits for you. 
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rd Rhancernne 


By Saunders Norvell 





Colorado to Harry Hall and went to St. Louis 

to take up my work as a sales manager with 
the Simmons Hardware Company. I turned over my 
collection of notes, memoranda and especially my 
books about customers to Mr. Hall. It was with a 
feeling of deep regret that I left the beautiful State 
of Colorado and the attractive city of Denver to 
return to St. Louis. I remember before leaving 
Colorado I had a long talk with my friend Frank 
C. King in regard to my future. I knew by working 
hard that I could sell goods. I knew I enjoyed the 
life in Colorado and I wondered what would happen 
to me when I became simply one of the cog wheels 
in a great business organization. 

Now I wish to dictate in my usual simple manner 
the plain facts about my first year as a sales man- 
ager. It was one of the most unhappy years in my 
entire life. I had been accustomed to almost abso- 
lute freedom. I had worked exactly according to 
my own ideas. Nothing had been asked of me ex- 
cept results. I had led a life of perfect individu- 
alism. A salesman who calls on his customers now 
and then seldom remains long enough to get on their 
nerves nor do they get on his. The contact is usu- 
ally a very pleasant one. 

I soon found when I had settled at my desk as a 
sales manager that I was in an entirely different 


O* Dec. 1, 1892, I turned over my territory in 


“JT was in an en- 
tirely different en- 
vironment” 


Chapter VII. 


I Become Sales Manager 








I had to 


There were other people. 
I was reminded of what Gladstone 
said—“I would hate to be a clark because they have 
to be sd demned civil.” It seems to me that first 
year I rubbed up against everybody in the place. 
Upon my arrival I was very warmly received by 
E. C. Simmons and all the officers and heads of de- 


environment. 
be very tactful. 


partments of the company. A very delightful dinner 
was given in my honor at the Mercantile Club. The 
start-off was delightfully pleasant but very shortly 
afterward I realized that all of these gentlemen were 
too busy with their own affairs, with their own de- 
partments and with their own particular work to 
waste very much time on me. I soon found that 
working as one of the cogs in the house was a very 
different thing from being an occasional visitor to the 
house! 

Then I had to get down at a rather early hour in 
the morning. The confinement and the long hours 
of steady desk work were very irksome after my free 
and independent travels. Many times throughout 
that first year in my self-communions I said to my- 
self that I was a perfect ass for ever having given 
up my territory for a house job with the high-sound- 
ing title of sales manager. 

Then there was another very disagreeable slant 
to the situation from a financial standpoint. While 
traveling in Colorado, on account of my profit-shar- 
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ing arrangement, I had been receiving a rather large 
income. When I came into the house this arrange- 
ment of course was canceled and I was placed on a 
fixed salary which was very much less than the com- 
pensation I had enjoyed on the road with my extra 
profits. I was coolly informed that the pleasure of 
being at home all the time and the opportunities in 
the future should be a compensation to me for the 
difference in the actual cash I was to receive for my 
services! Through the passing years my family had 
increased and it was necessary for me to rent a 
fairly large house that cost me a good deal more 
than the house I had owned in Denver. Then ] 
found that almost all my relatives and friends in 
St. Louis lived .on a good deal better scale than | 
could really afford. I had bought quite a lot of stock 
in the house for which I had given my notes and 1 
was paying off these notes with a fixed amount out 
of my salary every month. To make a long story 
short, this first year with the high-sounding title 
of sales manager, I found myself constantly but not 
always successfully, trying to adjust myself to my 
environment in the house while at the same time I 
was always hard up. I had a very hard time making 
both ends meet and bills for doctors and nurses and 
other unusual expenses were petty and irritating 
problems. However, in order to drown my sorrows, 
as it were, I threw myself whole-heartedly into my 
work. 
A Case of Turn About 


At this time the Simmons Hardware Company had 
about 200 salesmen traveling in almost every part 
of the United States. I took my new job, as stated 
above, on Dec. 1. Shortly afterward these salesmen 
began coming in on their annual visit. It was my 
turn not to be entertained, but to do the entertain- 
ing myself. Mr. Simmons and Mr. Morton impressed 
upon me the importance of grasping my opportuni- 
ties to study each and every salesman at close quar- 
ters—to spend as much time with these salesmen as 
possible and to try to gain their good will. It was 
considered good business for me to join several 
clubs but I noticed that I joined these clubs at my 











“It was my turn to do the entertaining” 
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“I happened to be in Mr. Simmons’ private office” 


own expense! From about Dec. 15 until Jan. 15, I 
took salesmen to luncheon with me almost every day. 
I entertained them at the club. I took them to the 
theater and in many cases I invited those of domestic 
tastes to dine with me in my own home. I found 
the work was very strenuous. It did not make any 
difference how late I would stay out entertaining 
the evening before, | was expected to be down on 
time at the regular hour in the morning. 


The Reason for That Remarkable Memory 


I was in constant touch with E. C. Simmons and 
through him I learned all the problems confronting 
the salesmen in each of the widely scattered terri- 
tories. He told me the peculiarities of each of the 
men. Again I started memorandum books to refresh 
my memory, but now these books were accounts of 
salesmen and their peculiarities instead of books on 
customers. Some of our salesmen of that time may 
be surprised to learn now that I regularly kept a 
memorandum book on each individual salesman and 
in this book I made notes of my correspondence with 
them, of my thoughts about them and of things it 
was necessary for me to talk to them about. I kept 
these books carefully hidden in my desk, but before 
chatting with the salesman I would take out my book 
and refresh my memory. As time passed I developed 
auite a renutation for having a remarkable memory, 
because after every talk with the salesman I would 
make notes in my book. Some of these notes were 
very sketchy, but when this salesman would appear 
on the scene a year afterward, he would be surprised 
that I could remember just exactly what we talked 
about the yéar before, and that I also remembered 
all the enthusiastic promises each salesman made 
me! I checked him back on the fulfillment of these 
promises. 

I have always been profoundly thankful for a 
certain peculiar sense of humor. Some very funny 
things happened and I used to enjoy them. We 
had a certain salesman named Duncan who traveled 
for us in Southern Illinois. One of the price clerks 
happened to tell E. C. Simmons that Mr. Duncan 
sold all of his customers at exactly the same price. 
It did not make any difference whether the customer 
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discounted his bills or was slow pay, whether he 
was a large dealer or a small dealer, Mr. Duncan 
gave each of them exactly the same price. I remem- 
ber in one interview with Mr. Duncan when I hap- 
pened to be present in Mr. Simmons’ private office, 
he said to Mr. Duncan, “It is reported to me that 
you sell everybody at the same price. Now this is 
not right. From some dealers who are slow pay 
you should get higher prices than from others deal- 
ers who discount all their bills.” Mr. Duncan looked 
at Mr. Simmons and remarked: “No, Mr. Simmons, 
I believe it is only proper for me to charge all of 
my customers the same price.” Mr. Simmons fixed 
Mr. Duncan with his keen gray eyes and remarked— 
“Well, what price do you charge them?” “Qh,” re- 
plied Mr. Duncan, “I charge all of them the highest 
price!” When I got out his orders and checked them 
back I found out this was actually true. While we 
gave the salesmen a certain latitude in regard to 
prices, allowing them to meet competition when 
necessary (or when they thought it was necessary), 
it seems that Mr. Duncan was able to do quite a 
large volume of business without ever varying from 
the highest price entered in his catalog. 


Exact, Fair-Minded and Just 


I wish here to again make grateful acknowledg- 
ment of all the help I received from I. W. Morton. 
He was in general charge of all the buying of the 
house. He was a very exact, fair-minded and just 
man. I think when it comes to a question of char- 
acter and high principles that he was probably the 
best hardware man I ever knew. Mr. Morton was 
exact to a penny. On one occasion I bought a lot 
of stock from Mr. Morton. The transaction amount- 
ed to something over $30,000. He did all the figur- 
ing. After I had made the settlement, principally 
in my personal notes, he came to me and said, “I 
have figured over that transaction and find I owe 
you one cent,” and he laid a penny on my desk. Now 
that was not a pose on Mr. Morton’s part. He was 
one of the most accurate men in all of his business 
dealings I ever met. He was very careful in every 
statement that he made. Whenever you could get 
Mr. Morton to tell you anything you could just bet 
your last dollar that the thing was just the way 
he told it—no better and no worse—without any 
exaggerations or trimmings of the imagination. 

Mr. Morton constantly impressed upon me the 
necessity in business of getting one’s facts straight. 
He said this was of the greatest importance. He 
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told me of case after case where men in houses had 
gone all wrong in their business policies because 
they did not first investigate all the facts and con- 
ditions and study these facts and conditions judicial- 
ly before deciding upon their policies. 

Mr. Morton constantly warned me against the 
dangers of preconceived ideas and of personal prej- 
udices. He often said that one of the most valuable 
things in business was to have a fair and open mind. 

Mr. Morton in discussing any question would al- 
ways take a very high stand. Sometimes I often 
thought he shot entirely over the heads of some of 
our salesmen and even our department managers. 
I remember on one occasion a certain salesman of 
rather the roughneck variety visited the house and 
after a long talk with Mr. Morton, he took a seat at 
my desk, mopped his perspiring brow with his hand- 
kerchief and remarked emphatically—“‘By George, 
I believe Mr. Morton actually believes the things he 
says himself!” 

The First Complete Catalog 

In 1881, Mr. Morton got out the first large and 
complete catalog in the hardware business. He 
bought goods during the day and worked on this 
catalog nights and Sundays. He was a ceaseless 
worker. He accomplished a superhuman amount of 
labor. While Mr. Simmons looked after the selling 
end of the business Mr. Morton was the buyer. While 
he was a close buyer and purchased goods at the 
lowest figures, he understood the art of buying so 
that he always preserved the friendship and good 
will of those who sold the house. This was because 
he was at all times fair and just and conducted the 
buying of the business upon the principle that no 
trade is a good trade unless the buyer and the seller 
profit. I have even heard of cases where Mr. Morton 
warned young manufacturers that they had better 
study their costs and be careful about their selling 
prices, or there was danger of their running their 
new factories on the rocks. In those early days 
many manufacturers did not know their costs and 
many of them became bankrupt before they realized 
that they were selling goods without any profit. 

Mr. Morton was a man of almost unerring busi- 
ness judgment. As he only came in contact with 
the manufacturers from whom the house bought 
goods and had very little contact with the selling 
end of the business, I do not think that the public 
at large fully appreciate the tremendous factor Mr. 
Morton was in the success of the company. 

(To be continued) 





Winchester Shot Gun Has Bolt 
Action 


with pistol grip stock, has splendid bal- rebounding type. A convenient feature 
ance and “hang” and points up with 
remarkable quickness and accuracy the 


about this new shotgun is its sim- 
plicity of take-down. It comes down 


' moment it is thrown to the shoulder. in two places only and is taken apart 
There is now appearing on the Recause of these features and its by the simple unscrewing of a small 


American gun market the first Ameri- 2 
can-made shotgun making use of the 
bolt action, which has proved so popu- 
lar with rifle users. The new shotgun, 
which is a finely balanced, .410 gage, 
and of small bore, is made by the Win- 
chester Repeating Arms Co., New 
Haven, Conn. 





thumbscrew under the forearm. Taken 
down the barrel section is 31% in. and 
the gun over all measures 44% in. The 
barrel is 24 in. long. The length of the 
trigger pull is 138% in.; drop at comb, 
1% in.; and drop at heel 2% in. The 
gun shoots the .410 shot shell in the 2 
or 2% in. lengths. 





The bolt action is of the “upturn and 
pull back” type, simple in its parts 
and absolutely positive in ejection and 
extraction. The bolt opens with a pow- 
erful leverage against a cam, which 
insures the ejection of the shell. 

This gun, weighing 4% Ib., fitted 


beauty of line it will appeal to the gun- 
lover at once. 

The breech is featured by a wide, 
roomy opening, with plenty of room for 
loading with ease and quickness. The 

n is cocked by pulling rearward on 

e firing pin. The hammer is of the 


Every part of the action of this gun 
is made of the highest grade steel. 
The barrel is carefully bored and tested. 
It has withstood, without strain or 
flaw, the severest excess loads to which 
a gun barrel can be subjected. 
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PERSON visiting New York 
A for the first time is surprised 

by the illogical manner in 
which the streets in the lower part 
of the city have been laid out. They 
cross each other without rhyme or 
reason and constitute a perplexing 
maze to the uninitiated. The absence 
of logic in New York’s streets may 
be attributed to the cows of the early 
Dutch settlers. These cows ambling 
leisurely in from pasture broke trails 
that later developed into cow paths. 
The settlers, desirous of going one 
place to another, found it easier to 
walk in the cowpaths than elsewhere, 
and so by degrees the cowpaths of 
New Amsterdam became the thor- 
oughfares of today: 


Get Out of the Cow Paths! 


In every community, the greater 
number of individuals prefer to walk 
in the cowpaths to traveling over 
rough ground, but fortunately for 
progress there are always a few 
trail blazers. In your town, for ex- 
ample, how many progressive move- 
ments have you started? Take the 
Paint Up and Clean Up Campaign— 
if such cooperative movements are 
not already in full swing why not 
snap out of the cow paths and start 
something in this direction. It would 
not only react to the benefit of the 
community as a whole, but such a 
movement would be directly reflected 
in the increased prosperity of. your 
store, 
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Want to Boost 
Paint Sales? 
—Start a Paint Up 


Clean Up 


Campaign 


Undoubtedly there are many hard- 
ware merchants who appreciate the 
value of a movement of this kind but 
who are uncertain as to how to pro- 
ceed. To these the following by the 
Paint Up and Clean Up Campaign 
Bureau will give some valuable and 
specific suggestions: 

“Take your telephone in hand—get 
x half-dozen boosters together—the 
fewer the quicker you’ll get started. 
Then talk it over and, before you 
part, agree upon a meeting to be held 
a day or two later. If the mayor and 
the livest newspaper man in town are 
not among the first half-dozen, they 
are the first men you want to make 
sure to have at this meeting. Every 
force that can help, and every influ- 
ence that could hinder, if it is ig- 
nored—should be represented at this 
meeting. 

“This meeting, in opening, should 
select a chairman and a secretary, 
this chairman generally being chosen 
because of his knowledge of the 
movement, his ability to ‘state the 
object of the meeting,’ and perhaps 
also because of his fitness and will- 
,ingness to be made permanent chair- 
man of your campaign. 


Get Things Started 


“The immediate launching of a 
local campaign should be urged— 
because these campaigns reduce the 
fire loss and insurance costs, conserve 
and increase property values, make 
thrift gardens of vacant lots and 
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back yards, remove unsafe build- 
ings, swat the fly; make cleaner 
streets, alleys, yards and homes; 
arouse civic interest among the chil- 
dren and educate them in fire pre- 
vention and sanitation; plant trees; 
collect and utilize ‘waste’; make 
more attractive and safer homes and 
places of business, and develop a 
community spirit that permanently 
ensures a cleaner, safer, healthier 
and more beautiful city. 

“Then adopt a motion to organize 
a Clean, Up and Paint Up Campaign. 
The planning should begin then, 
though the date for the opening of 
the campaign, with a definite pro- 
gram, should be set some time ahead. 


Select ‘Officers 


“Select the permanent chairman, 
the secretary and the treasurer, also 
the chairman of the survey, finance 
and publicity committees; the chair- 
men of other committees to be ap- 
pointed a few days later, and all 
these chairmen and the officers to 
constitute the general committee. 

“Instruct the chairman or a com- 
mittee to arrange for the public 
proclamation to announce the open- 
ing of the campaign. 

“Adjourn, after fixing the date 
for a get-to-work meeting to be held 
a few days later. 

“Work through committees. Get as 
many men and women and children 
as possible to work, each at some 
specific thing.” 
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Fig. 104— 


Foot bolt Fig. 105— 


Chain bolt 





Builders’ 


“AVING supplied doors with butts, locks and 
door-closing devices suited to the various kinds, 
it seems quite appropriate now to consider a 
number of hardware items of lesser importance used 
in connection with doors. While these items are in 
themselves simple, yet their proper selection adds 
much to the convenience and attractive appearance of 
the doors to which they are applied. 

Bolts used in addition to locks probably deserve 
first attention. When doors are “double” or “a pair” 
for one opening, it is necessary to supply for one of 
the doors, usually known as the “standing leaf,” a bolt 














Left to right: Fig. 108 

—Flush bolt ; Figs. 109, 

110 — Extension flush 
bolts 
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Fig. 106— 
Surface bolt 


Right, 
Fig. 107— 


Cremorne 
bolt 
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Hardware 


Bolts and 


By W. N. 


to secure it at the top and at the bottom in order to 
make this leaf of the pair solid and firm so the other, 
or “active leaf,” which carries the lock, may be closed 
against it and locked and secured to it. 


Foet and Chain Bolts 


There are several types of bolts for this use, the old- 
est and simplest kinds are applied to the surface, and 
for this reason are the easiest and cheapest to apply. 
The most commonly known of this sort are the foot 
bolt for the bottom of the door, and the chain bolt 
for the top. The foot bolt (Fig. 104) is so called be- 
cause it is made to be operated by the foot—having a 
flat place on the top so it may be handily pressed down 
by the foot and is held in place by a spring. By push- 
ing with the foot against a small button on the front 
of the bolt the spring is released and the bolt auto- 
matically jumps back to its original position. Since 
the bolt at the top of the door is usually high enough 
to be out of easy reach of the ordinary person it is made 
to be operated by means of a chain attached to the 
bolt, which accounts for the name “chain bolt” (Fig 
105). These bolts are made to operate in much the 
Same manner as the latch bolt of a lock. The bolt is 
held in position by a spring—as the door is being 
closed the bolt comes in contact with the strike or 
keeper, springing back, and then latches into place as 
the door is fully closed. The chain is for convenience 
in pulling down the bolt to release the door. 

Foot and chain bolts are made of cast iron, steel, 
brass and bronze and in sizes ranging from 2 in. in 
length for light screen or closet doors to 12 or 15 in. 
in length for heavy garage doors. The “strikes” or 
“keepers” are made in several forms to meet the con- 
ditions at the top and the bottom of the door. Foot 

















February 21, 1924 HARDWARE AGE 51 





beeaet CEREDERLATOEDEACE OOe dee etbeR 





‘ 
: 
j 
. 








Above, 
Fig. 111— 


Extension 
flush bolt. 





Right, 
Fig. 112— z Figs. 113 and 114—Dutch- 
Mortise : ag door flush bolts 


extension 
bolt 
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From the Ground Up 


Door Stops 


THOMAS 








and chain bolts are usually strong and serviceable and 
because of their ease of application are good bolts to 
use where their appearance is not objectionable. 

Another type of bolt used for this purpose is known 
as a “surface bolt” (Fig. 106) and may be more or less 
ornamental—it is used in a short length, say 12 in., 
for the bottom and about 18 in. for the top so the 
knob may be within easy reach. This type of bolt is 
made in several sizes or weights to make them suit- 
able for light or heavy doors, or hinged sash. 

Still another type of surface bolt, known as a “Cre- 
morne bolt” (Fig. 107), extends the full height of the 
door, or sash, and is operated by a knob or lever handle, 
the turning of which throws the bolt into a locked po- 
sition, or withdraws it at both ends at the same time. 
The knob or handle is generally placed about 3 ft. 6 in. 
from the floor. These bolts are usually made of brass 
or bronze and are used in high-class work, particularly 
for doors containing a considerable amount of glass. 
In such doors the stiles are narrow and a bolt applied 


to the surface does not tend to weaken them as is the Top left, 
case with bolts cut or mortised into the wood. There Fig. 115— 
are many patterns of these bolts, and some of them are Barrel bolt. 

quite ornamental. I believe this type of bolt is of Right 
French origin. For bolts of this type, in fact all sur- Fig. 117— 

face bolts, particular attention must be given to the Mortise 
selection of the proper strike or keeper to meet the are 

conditions at top and bottom. Again study the cata- Center, 
log of the maker of the bolts you are selling and you Fig. 116— 
will no doubt find a strike illustrated and described SERENE TORN. 
that will be suited to your need. Bottom, 
Fig. 118— 
Flush Bolts Chain door 

Of the bolts to be mortised or cut ,into the wood, _ 


there are several types, the older one being known 


as a “flush bolt” (Fig. 108) because it is let into the 
door flush with the surface. These come in a number 
of lengths; the bottom bolts need not ordinarily be 
more than 12 in. in length, sometimes an 8-in. or 9-in. 
bolt may be used, while the top bolt should come down 
to within easy reach which, in this country, is com- 
monly 18 in., unless the doors are’ unusually tall, in 
which case, use a longer one—perhaps 24 in. 

Another type of bolt is a modification of the “flush 
bolt,” and is known as ay “extension flush bolt.’”’ The 
case or working part of these bolts is mortised in flush 
with the surface of the door, while the rod is bored in 
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Figs. 119, 120, 121, 122 and 123—Various types of 
door stops 








from the top or bottom to meet the case and is screwed 
into it within the wood. In this way it is entirely out 
of view. The rods for these bolts are of various lengths 
so that the case may be placed in a convenient position 
on the door, say 12 in. from the bottom and 18 in. 
from the top. This type of bolt is made to operate by 
turning a small knob (Fig. 109) or by means of a 
lever which lies flat with the case when not being used 
(Fig. 110). This last is the more popular. It may 
be placed on the edge of the door if desired, and when 
so placed cannot be released while both doors are 
closed. If placed on the edge of a rabbeted door it 
must be built out with a rabbet strip (Fig. 111) to 
fit the rabbet of the door; this is usually % in. 

Still another type of bolt is entirely mortised into 
the wood and is known as a “mortise extension bolt” 
(Fig. 112). The center case is cut into the door at 
the height of the lock and the rods are bored into 
the door from top and bottom to meet the center case. 
They are operated in or out by a handle or knob 
connected with the center case. The face of the center 
case ofttimes forms the strike for the lock on the other 
leaf of the door, as shown in Fig. 112. 


Doors are sometimes cut horizontally across the 
center, making an upper and a lower part in the 
manner of a stable door, so the lower part can be 
shut while the upper remains open. Doors s0 
built are known as “Dutch doors.” For convenience 
it is often desirable to bolt these two parts together 
in order that they may be operated as one door. For 
this purpose “Dutch door bolts” are made. Fig. 113 
shows one to be cut into the edge of the door, and 
Fig. 114 one to be mortised into the side of the door. 
One seems to be about as effective as the other. 

It is sometimes a wise precaution to supplement the 
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security of the lock by a bolt that can be operated 
only from the inside. For this purpose there are 
“barrel bolts,” “square bolts,” “mortise bolts” and 
“chain door fasts.” The barrel bolt (Fig. 115) so 
named because of its shape, is very simple and effec- 
tive and its operation is both easy and obvious. It 
is particularly adapted for outside rear doors of all 
kinds, for outside cellar doors, and for doors at the 
head of cellar stairs. Square bolts (Fig. 116), also 
named because of their shape, are for the same gen- 
eral purpose, but are not so popular. Mortise bolts 
(Fig. 117) are made for this same purpose and are 
mortised into the door with only the turn knob show- 
ing. These are rather more sightly in appearance than 
the barrel bolt, but it is not so easy to see that they 
are “locked,” and in that way they are not so con- 
venient as the barrel type. 


The “chain door fast” (Fig. 118) is designed more 


particularly for use on front entrance doors to dwell- 
ings so that the door may be slightly opened and still 
remain secure against being forced further open from 
the outside, These are used rather commonly in large 
cities for extra safety and are made in steel, cast iron, 
and brass or bronze. The latter is the most desirable, 
as well as the best looking. 


Door Stops and Bumpers 


Back of each door there should be placed in the most 
convenient position a “door stop” or “bumper” for the 
door to stop against. If the door opens back against 
the wall the stop may be placed on the base-board so 
that the door knob will not strike against the wall and 
break the plaster. If the door should not, for any 
reason, open back against the wall, then the “stop” 
may be placed on the floor as much out of the way as 
possible. Door stops are made of wood, iron, steel and 
brass or bronze. The wood door stop (Fig. 119) is 
quite suitable for small houses and may be painted or 
stained to match the woodwork, which makes it quite 
inconspicuous yet still serviceable. The iron, steel 
and brass or bronze ones (Fig. 120) may be in the 
same finish as the other hardware and in that way 
attractively show their being and usefulness. If they 
must be placed in the floor—then one similar to 
Fig. 121 may be used. 

For public buildings, larger and heavier door stops 
of brass or bronze are made in various shapes (Fig. 

(Continued on page 86) 





OU REUODLODOGEDETLELGRODIEGTELERE Es ODORRES OREO EREED, GROReOOrEscaacagete 























Left to right: Fig. 124—Door pull; Fig. 125—Push 
plate; Fig. 126—Door holder 
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Where the brushes are stained and finished—the finishing department of an up-to-date paint and varnish brush factory 


Paint Brushes and How They Are Made 


NCE the bristles are .placed in 
the ferrule, the brush is ready 
for cementing. And now comes 

one of the phases of paint and var- 
nish brush manufacturing in which 
there is the greatest variation, and 
in which advances have been made 
rapidly within the last twenty-five 
years. Twenty-five or thirty years 
ago practically all paint and varnish 
brushes were glue-set, cement-set 
or pitch-set. Each of these ways 
of setting bristle had a distinct dis- 
advantage: 

A glue-set brush could not be used 
in any material the liquid part of 
which was principally water, nor 
could the brush be promiscuously 
washed in water, for if this was 
done, the glue—being originally dis- 
solved in water—would soften and 
the bristle would come out. 

The same objection applied to ce- 
ment-set brushes when they were 
used in or washed out in alcohol, as 
most brush cements were made with 
a shellac cement, the shellac, of 
course is cut with alcohol. 

With pitch-set brushes the same 
objection applied to compounds con- 
taining oil, as oil would soften the 
pitch. 

The following old cautions are 
familiar to all paint and varnish 
brush users: 


By CLIFF FOSS 


EpDITOR’s NOTE.—This is the final 
instalment of the series of three 
articles by Mr. Foss on the way 
in which paint and varnish 
brushes are made. 


“The bristles in this brush are 
glue-set, therefore the brush is not 
guaranteed for use in water. Do not 
put in water.” 

“The bristles in this brush are ce- 
ment-set, therefore the brush is not 
guaranteed for use in shellac or al- 
cohol. Do not put in alcohol.” 

“The bristles in this brush are 
pitch-set. Do not put in oil.” 

Therefore, the question for all 
paint and varnish brush manufac- 
turers was, “How shall we eliminate 
the ‘don’ts’?” 

One of the first methods of setting 
bristles which eliminated’ the 
“dont’s” was to set the bristles in 
vulcanized rubber, and most paint 
and varnish brush manufacturers 
today make some brushes with the 
bristles in vulcanized rubber. In 
our own factory this method of 
setting has been superseded by the 
Foss-set process, which consists of 
setting the bristles in a chemically 


inert substance. This process was 
worked out by our research depart- 
ment after years of experiment and 
is proving extremely satisfactory. 
Brushes with the bristles set in 
this manner are guaranteed for use 
in anything which will not destroy 
the bristles themselves. 

After the bristles are set in the 
brush, it is nailed. This process in 
the case of metal-bound brushes is 
done by means of machinery; in 
leather-bound or stucco brushes, it is 
all done by hand. After nailing, the 
handles are put.in the brushes, the 
ends of the bristle are trimmed, the 
brushes are cleaned out, handles fin- 
ished, bristles dampened and papered, 
and the brushes boxed in pasteboard 
boxes ready for shipment. 

While all of these processes are 
mentioned but briefly in these arti- 
cles, they are somewhat complex and 
require considerable care and atten- 
tion. An ordinary varnish brush in 
process of construction from raw ma- 
terial to finished product, passes 
through about sixteen hands. There- 
fore, it is easily understood that 
there is considerable detail work 
involved in manufacturing the com- 
monest kind of paint or varnish 
brush, and that a great many styles 
and kinds are manufactured by all 
paint and varnish brush factories. 
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Simplification 
Twenty- fifth 
Indiana 














Rear: Charles F. Booneshot, Petersburg: John L. Griffits, Oak- 
land City. Front: C. B. Crets, Van Camp Hardware € Iron Co. ; 
President G. E. Daugherty, Princeton; E. M. Bush, Evansville 


Wa se ck. tore and its effect 
on stock turn was the keynote 
~ theme of the twenty-fifth annual 
convention of the Indiana Retail Hard- 
ware Association held at the Claypool 
Hotel, Indianapol:s, Ind., on Jan. 28 to 
Feb. 1. Simplification was the thought 
driven home throughout the question 
bex discussions and in the talk de- 
livered by National Secretary H. P. 
Sheets. Sessions were held in_ the 
Claypool Assembly Room. The ex- 
hibits were at the Cadle Tabernacle, 
where 150 manufacturers and jobbers 
displayed varied hardware merchan- 
dise. More than 600 dealers registered 
and 300 guests’ badges were dlis- 
tributed. Those who represented ex- 
hibitors totaled close to 500, bringing 
the grand total to approximately 1400. 

Meetings were from 9 a. m. to noon. 
The entire afternoon of each day was 
devoted to inspecting the goods on ex- 
hibit at the tabernacle. This plan 
divided the time equally between ses- 
sions and exhibit and met with geneial 
approval. 

In view of the fact that it was the 
silver anniversary of the association 
the sessions, exhibit and Thursday 
night banquet were well attended. The 
anniversary spirit helped to make the 
convention and exhibit a real success. 
Salesmen at the tabernacle expressed 
enthusiastic satisfaction with the 
Indiana exhibit. 


Election of Officers 


President George A. Jones, who has 
been practically sick in bed since the 
1923 meeting, was unable to attend, 
and First Vice-President G. E. Daugh- 
erty, Princeton, took the chair through- 
out the sessions. At the Friday meet- 
ing Mr. Daugherty was elected presi- 





dent for the ensuing year. Other offi- 
cers for 1924-5 are H. E. Magee, Win- 
chester, first vice-president; L. W. 
Slayter, Argos, second vice-president; 
G. F. Sheely was reelected secretary 
and also became treasurer following 
the resignation of Charles E. Hall, 
Indianapolis, who had held that office 
for twenty-one years. Mr. Hall served 
as manager of exhibits. Field Secre- 
tary C. W. Helgerson was also re- 
elected. The promotion of L. W. 
Slayter left a vacancy on the board of 
governors which was filled by the elec- 
tion of Cecil Miles, Corydon, who will 


Rear: Bert Shank- 
lin, Frankford; G. 
-F. Sheely, sec.- 
treas.; Field Secre- 
tary C. W. Helger- 
son. Front: E. B. 
Standar, Parker 
Wire Goods Co.; 
J. A. McGinty, Uni- 
versal Tool & Di 
Co.; Carl A. Miller, 
Kendallville 


serve on the board with the two re- 
elected members; V. J. Barker, 
Connersville, S. G. Bartel, Evansville. 
Delegates to the next national conven- 
tion at San Francisco will be G. A. 
Jenes, G. E. Daugherty, H. E. Magee, 
G. F. Sheely, and L. W. Slayter. 


The President’s Address 


Vice-President Daugherty opened the 
Tuesday meeting with the announce- 


Rear: W. F. La- 
sanke, Hibbard, 
Spencer, Bartlett € 
Co.; Forrest 
Needles, W. Bing- 
ham Co.; J. A. Palm, 
Geo. Worthington 
Co. Front: H. Jd. 
Lacey, Pyrex Divi- 
sion, Corning Glass 
Works; Ray Van 
Camp, Van Camp 
Hardware & Iron 
Co. 


1400 Attend Meeting 
G. E. Daugherty 


ment that President Jones was home 
sick but had sent his message to be 
read at the convention. Mr. Daugherty 
read the president’s paper, which com- 
mented largely on the association's 
twenty-five years of successful opera- 
tion, made possible by close cooperation 
of members. It mentioned the origina! 
membership of nineteen which had 
since grown beyond the 1000 mark. 
President Jones’ message called for 
continued hearty cooperation among 
the members, advised careful merchan- 
dising and designated “Prudent serv- 
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ice” as the major sentiment or char- 





acteristic which would best promote 
success. 

The president expressed a belief that 
general business will not be subjected 
to extreme conditions in either inflation 
or deflation. He said, “The public 
mind is ripe for lower prices and tax 
reduction, particularly in the indus- 
trial centers, though not so much in 
the rural districts.” 

The president’s attitude on mail 
order competition was particularly in- 
spiring. He said the mail order house 
had only price to offer, whereas the 
local merchant could often meet the 
price and could always offer service, 
personal contact, quality of goods, in- 
spection before purchase, adjustment 
if necessary, delivery—all of which 
are considered as parts of the service 
rendered by a merchant. 

The message concluded with this in- 
junction “Do not boost the mail order 
game by; complaining—put your efforts 
to boosting your own store.” 
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Held at Indianapolis 
Now President 


Alvin E. Dodd, manager of domestic 
distribution of the United States 
Chamber of Commerce, displayed a 
chart showing the trend of wholesale 
prices, for the past 115 years, calling 
attention to the fact that the period 
between the War of 1812 and the Civil 
War was almost exactly the same as 
the period between the Civil War and 
the World War. 

Paul J. Stokes, manager, research 
division, N. R. H. A., was introduced. 
He explained the function of the newly 
created department which he heads. 
It is his work to study the extent to 





which the hardware dealer is affected 
by changes in general and local busi- 
ness; to study price trends, cycles of 


demand financial indications, market 
trends and to handle other research 
work—something which has not existed 
previously in the hardware trade. 

A. G. Broadie, Williamsport, chair- 
man of the Constitution and By-Laws 
Committee, reported on the revised 
constitution which he said was modern- 
ized in its phraseology without chang- 
ing its intent, the chief revision being 
in the change of name from executive 
committee to board of governors pre- 
viously mentioned in this report. 


Secretary Sheely’s Report 


At the Wednesday session Secretary 
G. F. Sheely’s report. was followed by 
the financial report of W. L. Hubbard, 
Scottsburg, chairman, auditing com- 
mittee. Secretary Sheely announced 
the 1924 exhibit was the largest the 
association had ever had, that the 





Rear: 8. R. Miles, N. R. H. A.; G. F. Sheely, and George Bartel, 


Evansville. 


Front: President G@. E. Daugherty, Princeton; V. J. 


Barker, Connersville, and Charles E. Hall, Indianapolis, exhibit 
manager and retiring treasurer 


Indiana association with 1052 members 
ranked eighth in size throughout the 
country, and made the interesting com- 
ment that hardware dealer associations 
had been instrumental in having schoo] 
text books corrected on the false state- 
ment that “the difference between the 
selling cost and the selling price is 
profit.” “This statement alone,” he 
said, “has caused hundreds of business 
failures.” 


Sheets Stresses Simplification 


“Cut out dead stocks, at a loss if 
necessary” urged National Secretary 


Anderson; W. -M. 
Stahr, Geo. Worth- 
ington Co.; Milo 
Jordan, Patterson- 
Sargent Co.; C. M. 
Heaton, The Upson- 
Walton Co. Front: 
E. E. Rictor, Pat- 
terson-Sargent Co.; 
W. C. Raines, Geo. 
Worthington Co. ; 
R. Ww. Wagoner, 
Knightsville 


Herbert P. Sheets in his talk on hard- 
ware simplification. He stated that 
only 2 per cent average profit was 
made in the hardware business last 
year, that average turnover was 2.28 
times. He called for half the invest- 
ment and double the stock turn. 

Mr. Sheets told how the national 
office was cooperating with Secretary 
of Commerce Hoover in the work of 
hardware simplification. He reported 
a survey made among retailers to 


B. A. Swindell; J. 

W. Meaker, Ameri- 

can Steel & Wire 

Co.; J. A. Palm, 

Geo. Worthington 
Co. 


Rear: C. H. Petry, 


determine their angles on the proposed 
program of paint simplification, which 
he said proved conclusively that the 
retail hardware trade was overwhelm- 
ingly in favor of the reduction to 
twenty-two colors. Mr. Sheets dis- 
tributed cards on this subject and asked 
those who favored the reduction to sign 
and return for tally. These cards are 
to be presented to the paint conference 
of manufacturers to be held this 
spring. 


Question Box Discussion 


Next came the question box discus- 
sion led by Field Secretary C. W. Hel- 
gerson. Mr. Helgerson brought out a 
large blackboard squared off like a 
score board. The left hand column 
listed several common hardware items 
such as hammers, chisels, saws, paint, 
night latches and washing machines. 
The adjoining columns were to indicate 
the number of brands carried in each 
item. 

On hammers it was learned that 
several dealers carried but one line, a 
larger number had two or three lines 
and Louis Seele, Indianapolis, said that 
he had carried as many as nine brands 
of hammers at one time. Mr. Seele 
said “*“We all carry too many lines, 
because too many nice traveling sales- 
men call on us. Our friendship with 
these travelers leads us to buy things 
we don’t need and should not have. 
This is one reaspn why merchandise 
costs so much. I had eighteen sales- 
men call at my store in one day. That’s 
how I got nine brands of hammers.” 

A dealer, carrying three brands, said 
he needed all of them, as they were 
leaders. He sold master carpenters 
who insisted upon certain brands. To 


be without any one of those three 
meant to lose these cash buyers among 
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local artisans. Dealers who carried 
two lines agreed generally that the 
second brand was a competitive grade 
hammer selling at a cheap price. They 
agreed that this plan offered a suitable 
hammer stock. 

Arguments offered on saw brands 
were similar to those on hammers. 
One dealer maintained that the mer- 
chant could keep to one line of saws 
if he was a good salesman. This did 
not meet with general approval and 
the majority felt that a cheaper line 
was needed as well as a standard line. 

It was generally agreed that more 
than one line of washing machines 
must be carried in order to supply the 
different types, all of which were ap- 
parently popular and efficient. On 
refrigerators, one group recommended 
three lines as follows; a high priced 
wood line; cheaper grade wood line 
and one all-metal line. The other side 
maintained that one line permitted 
concentrated sales efforts, reduced 
stock investment and, therefore, a 
greater return on the time and money 
invested. 

A vote was taken on the advisability 
of hardware dealers selling refriger- 
ators and poultry supplies. More than 
half of those present were in favor of 
both lines. Poultry supplies were ac- 
cepted generally as a profitable and 
suitable hardware line. 

On shells, one dealer said he found 
it necessary to handle two well-known 
brands in order to fulfill local prefer- 
ences; another took issue on this point 
declaring that in 1922 he handled two 
lines and sold 10,000 shells, but in 1923 
he had carried but one line and doubled 
his business. 


Wire Fence Simplification 


Mr. Helgerson closed the . discussion 
giving the floor to J. W. Meaker, 
American Steel & Wire Co., who out- 
lined wire fence simplification. He ex- 
plained that manufacturers had been 
making 628 varieties of fence, but had 
reduced this number 50 per cent, 
affording economy in labor and mate- 
rial. Neither of these factors is now 
invested in slow-moving goods. “While 
it was not the purpose of the manu 
facturers to standardize and force 
patterns on the trade it was desirable 
to limit production to those patterns 
which were actually selling,” said Mr. 
Meaker, who concluded by saying it 
was better to miss a few sales if in 
doing so you were realizing a profit 
on the smaller volume, with smaller 
investment. 


Spiral Ratchet Screw Driver Is 
Durable 


New spiral ratchet screw drivers, 
known as Nos. 61, 62 and 67, having 
right and left hand movements, a de- 
vice for making them rigid, a plainly 
marked shifter sleeve and a locking 


device of new design, has been placed 
on the market by the Millers Falls Co., 
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Frank Stockdale scheduled to speak 
on Friday was unable to appear be- 
cause of illness and his place of the 
program was filled by H. P. Sheets 
and Dr. W. P. Dearing, Oakland City. 
Mr. Sheets gave a talk on the experi- 
ences of officials of the N. R. H. A. at 
Washington, D. C. He told of the 
recent formation of a national organ- 
ization of national trade associations 
to promote better merchandising and 
to study a means for curtailing legis- 
lation and its effect on retail mer- 
chants. This organization he said had 
been patterned after the Ohio Council 
of Retail Merchants. Dr. Dearing 
lauded the principle of an association 
of associations, saying that all through 
the ages man’s inability or unwilling- 
ness to live with man has kept things 
in an upset condition. 


The Two Major Services 


Field Secretary Helgerson again took 
the platform for the second half of 
the question box discussion, devoted 
to “The two major services a hardware 
merchant may render his community.” 
These were explained as selling relia- 
ble merchandise for less than his com- 
petitor (not other hardware dealers), 
quality for quality and having the de- 
sired goods when called for. The 
problem presented by Mr. Helgerson 
was to accomplish both services with- 
out conflict and at the same time in- 
crease stock turn if possible. 

Buying for less seemed to be un- 
acceptable, as dealers thought this 
could only be brought about by co- 
operative buying, a plan which severa! 
said they had tried to their intense 
regret. Others said it necessitated 
labor cuts, which were considered un- 
likely for the present. The field secre- 
tary suggested reduced overhead by 
increasing the sales volume. 


May the Best Month for Sales 


Paul J. Stokes reminded dealers of his 
Tuesday talk in which he brought out 
facts that January was a poor business 
month for Indiana dealers, February a 
little better and March a banner month 
with three times the volume of the 
previous month. A rising vote was 
taken to determine the best sales 
month of those present. Several small 
town dealers agreed with Mr. Stokes’ 
figures (N. B. These figures were based 
on the smaller cities) but the majority 
of delegates picked May as the best 
sales month. 

In summing up it was agreed that 
the curved line indicating the course 





Millers Falls, Mass. Three screw 
= blades are furnished with each 
tool. 
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The spiral or rod is of accurately 
machined steel, the spiral nuts of man- 


ganese bronze, the ratchet pawls of 
hardened tool steel, the handle stained 
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of sales volume must be evened up— 
but how? One suggested 5 and 10 
cent counters, others said better dis- 
play tables, price tags on all merchan- 
dise, window displays changed weekly 
and general improvement in_ store 
arrangements. Others were for sales 
bonuses to salesmen. 


Hardware Age Story Builds Business 


Bruce C. Kixmiller, Bicknell, said he 
had read a story which appeared in 
HARDWARE AGE, issue of May 10, 
1923, based on the city wide sales 
survey made by Rechlin Hardware Co., 
Bay City, Mich. Mr. Kixmiller tried 
this plan and said he found it remark- 
ably successful. He recommended that 
every Indiana dealer give it earnest 
consideration. The plan embraced an 
investigation of every home in the city 
for the purpose of ascertaining the 
household needs in each. The facts 
gathered were tabulated and _ this 
enabled the firm to utilize all its spare 
time, by phone and other follow ups 
on goods not included in a family’s 
equipment. This plan enabled the 
Rechlin Hardware Co. to eliminate slow 
selling seasons. ) 

Following the election of officers at 
the Friday meeting, S. R. Miles, 
N. R. H. A., gave an instructive talk 
on building business. He strongly ad- 
vised better store arrangement and 
more competent bookkeeping methods. 

Howard J. Wisehaupt, Cleveland, 
Ohio, known nationally as “The Pep 
Man” gave an inspiring talk on sales- 
manship, emphasizing the necessary 
consideration of human nature. He 
accused hardware merchants of being 
poor salesmen to permit the drug store 
to encroach upon hardware lines and 
said that the drug trade suffered the 
same way, losing out on cosmetics to 
the dry goods trade. 

At the Thursday night banquet, Dr. 
W. P. Dearing, president, Oakland City 
College, Oakland City, Ind., made an 
address on “The Undertow.” He 
likened the deadly undertow of the 
ocean to that insidious undertow in 
life which submerges many of us into 
failure or worse circumstances. He 
charged parents generally with neglect 
in regards to permitting inefficient 
teachers to mold the minds of the young 
in their most impressionable years. _ 

A cabaret entertainment preceded 
the talk by Dr. Dearing. The banquet 
was held in the Riley Room, Hotel 
Claypool, about 500 being present. The 
average attendance at the business 
sessions was 400. 


hardwood, the blades of _ special 
analysis steel and all exposed metal 
parts are highly polished and nickel 
plated. The length of tool No. 67 ex- 
tended with bit inserted is 125% in., 
and when closed 9% in. No. 61 ex- 
tended is 20% in., and closed 14% in. 
No. 62 extended is 26% in., and closed 
17% in. Price: $2.40, $3.20 and $4.30, 
respectively. 
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President 
J. A. Ferguson 


PEAKING in botanical terms, one 
S might say that the annual conven- 

tion of the Mountain States Hard- 
ware and Implement Association is a 
hardy perennial that flourishes year 
after year. Every year the members 
of this progressive organization hold a 
convention that is hard to approach and 
impossible to surpass, so much so that 
after two decades it has come to be re- 
garded as a foregone conclusion that 
this meeting will be an unqualified suc- 
cess. 

The twenty-second annual conclave 
of the Mountain States Hardware and 
Implement Association, held in the 
Municipal Auditorium, Denver, Colo., 
Jan. 22, 23, 24, proved no exception to 
the general rule. Everything went off 
in fine shape, the entertainment feat- 
ures Were exceptional, the exhibit was 
larger than usual and much was accom- 
plished during the business sessions. 
Incidentally it may be mentioned that 
300 dealers, exclusive of those from 
Denver, were in attendance. 


The Convention Opens 


The convention was opened on Tues- 
day, Jan. 22, at 10 a. m., with com- 
munity singing, following which the 
session was called to order by Presi- 
dent Robert L. Patterson. An invoca- 
tion was then delivered by the Rev. 
James Goodheart, chaplain of the city 
of Denver. Mayor Stapleton of Denver 
then welcomed the delegates to the 
“Mile High” city. President G. C. 
Marsh of the H. I. P. Club, responded 
to the Mayor, thanking him for his cor- 
dial welcome. At the conclusion of the 
response President Patterson delivered 
his annual address, following which 
committees were appointed to take up 
the various details of the convention. 
The address of the day was delivered 
by Captain John W. Gorby of the Na- 
tional Transportation Institute of Chi- 
cago. ae 

The second day opened as had the first 
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with community singing, following 
which President Patterson called the 
meeting to order and presided over the 
ensuing deliberations. One of the 
features of the second day’s meeting 
were two motion picture reels shown 
by the American Steel & Wire Co. on 
“The Manufacture of Fencing” and 
“The Manufacture of Wire Rope.” An 
address was also delivered by Rivers 
Peterson, editor of the Hardware Re- 
tailer. 

The third day, Thursday, Jan. 24, 
was opened in the same fashion as were 
the two preceding days. Curtis M. 
Johnson of Rush City, Minn., delivered 
an address on “The Road to Happi- 
ness,’ which was followed by another 
address by Martin L. Pearce of the 
Hoover Co. This was followed by a re- 
port of Secretary-Treasurer W. W. Mc- 
Allister. At the close of this session 
the election of officers took place with 
the following results: 


Ferguson Heads Association 


President, Jay A. Ferguson, Love- 
land, Colo.; vice-president, John W. 
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Sec.-Treas. 
W. W. McAllister 


Valentine, Boulder, Colo.; vice-presi- 
dent, Roy Perrine, Douglas, Wyo.; 
vice-president, George A. Roberts, 
Clovis, N. Mex.; secretary-treasurer, 
W. W. McAllister, Boulder, Col. Ad- 
visory Board, Robert L. Patterson, Fort 
Morgan, Colo.; L. B. Wallace, Monte 
Vista, Colo.; Earle D. Holmes, Casper, 
Wyo. Directors: J. A. Ferguson, Love- 
land, Colo.; S. T. Burkhard, Trinidad, 
Colo.; Roy Perrine, Douglas, Wyo.; E. 
T. Bartley, Cheyenne, Wyo.; M. T. 
Tomlinson, Raton, N. Mex.; George A. 
Roberts, Clovis, N. Mex.; J. W. Valen- 
tine, Boulder, Colo. 


Entertainment Features 


Entertainment features were pro- 
vided by the H. I. P. Club, and were 
of an unusually high order. Particular 
attention was paid to the ladies, and 
they were the recipients of a series of 
luncheens, theater parties, automobile 
rides, etc. The banquet, which was 
held on Thursday evening, was one of 
the best ever recorded in the annals of 
the organization, and was attended by 
approximately 800. At the conclusion 
of the banquet an interesting enter- 
tainment was furnished. 

Convention festivities closed on the 
evening of Thursday, Jan. 24, with a 
dance at the Winter Garden. Special 
entertainment was provided between 
dances and the 200 dancers and over 
100 guests joined in expressing their 
opinion that it was a thoroughly enjoy- 
able affair in every detail. 


Resolutions Adopted 


A special vote of thanks was accorded 
to the H. I. P. Club and the Ladies 
Auxiliary, the committees of these 
two clubs and the officials of the City 
of Denver for. their assistance in 
making the convention a success. Reso- 
lutions were adopted on many of the 
important subjects now confronting the 
hardware, implement and paint trades. 
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Retiring President 
G. W. Schroeder 


NE of the worst storms experi- 
() enced in recent years, which de- 

moralized railway traffic for over 
a day, failed to keep Wisconsin dealers 
away from their twenty-eighth annual 
convention at Milwaukee, Wis., Feb. 6, 
7,8. The first day’s session was small, 
due to the fact that very few of the 
dealers could get there, but the second 
and third days showed an attendance 
of about 800 at the meetings. 

The exhibits were particularly fine 
this year. Every inch of space was sold 
and the exhibits occupied two large 
halls and the arena. The displays were 
crowded with people nearly all the 
time. A new feature was instituted in 
the convention program this year. 
There was no question box session, with 
the exception of two ten-minute periods, 
which were open for any discussion 
from the floor. Also, none of the 
speakers this year came from the ranks 
of the dealers themselves. It was ex- 
plained that due to the very large num- 
ber of group meetings held during the 
year, that dealers brought up for dis- 
cussion questions which affected! them 
particularly in that section and were 
able to arrive at some definite conclu- 
sions or solutions at that time. Like- 
wise, the speakers at these group meet- 
ings are all local dealers and it was 
generally agreed that the new plan was 
quite successful this year. It was not 
announced whether this would be con- 
tinued another year or not. 





Secretary P. J. Jacobs 
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Wisconsin Dealers 
to Attend Meeting 


Simplification and Decimal System} 
—800 Attend Sessions 


The following officers were elected: 
W. T. Stillman, Oshkosh, president; 
E. W. Peterson, Florence, vice-presi- 
dent; P. J. Jacobs, Stevens Point, sec- 
retary-treasurer; B. Christianson, Stev- 
ens Point, assistant secretary. Two 
new members were elected to the execu- 
tive committee, which is made up of the 
following: J. W. Tollenwerk, Milwau- 
kee; D. A. Williams, Waukesha; Hugo 
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In the second talk Mr. Stockdale 
spoke on “Stock-turn.” He emphasized, 
again, careful buying, and stressed the 
importance of training sales people to 
assume the responsibilities of the sell- 
ing job so the dealer could devote more 
time to other matters of the business. 
He did not infer that a dealer should 
refrain from selling, but he said that 
he should be relieved of the responsi- 





a 


G. W. Hay, Green Bay; P. M. Ellingson, Edgerton; J. Louis, Green Bay, 


and J. M. Marshall, Stevens Point 


Prange, Sheboygan; T. W. Quinn, Rice 
Lake. 

Four periods of the convention were 
given over to a_ business institute. 
Frank Stockdale, Chicago, conducted two 
of the sessions, while James W. Fisk, 
Milwaukee, presided at the other two. 
Mr. Stockdale talked first on “Profit 
Making Plans.” He showed how neces- 
sary it was for the proper conduct of 
business to follow some very definite 
plans. He _ strongly advocated the 
budget system and stressed the im- 
portance of making the outgo less than 
the income of any business. 

Mr. Stockdale said that there were 
small stores and small stocks, but there 
was no such thing as small retail trade. 
He pointed out the potential markets 
in any community and said that the 
business was 
large and the 
merchant got just 
as much of it as 
his store and his 
stocks warranted. 
In other words, 
he held out the 
idea that thére 
was no limit to 
the size of a deal- 
er’s. trade except 


bility of making all of the sales. 

Mr. Fisk spoke on “How Advertising 
Lessens Sales Resistance” at his first 
session. His talk centered on the large 
sales for certain items which had been 
created by consistent advertising, show- 
ing that such work, if followed by a 
retail dealer, would increase his busi- 
ness in like proportion, not only on his 
own advertised lines, but on those 
nationally advertised. 

He gave some interesting results of 
a survey made by the Milwaukee Jour- 
nal, with which he is connected. He 
said that in Milwaukee there were sixty 
brands of aluminum ware for sale and 
2 per cent of the brands do 88 per cent 
of the business. He said that there 


were eighty-two makes of gas ranges 
for sale and three brands did 54 per 





the limitation C. M. Hiers, W. D. Schlafer and O. P. Schlafer, all of 


he put upon it. 


Appleton, Wis. 
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Brave Snowdrif{ts 
Held at Milwaukee 


of Pricing and Packing Advocated 
—W. T. Stillman, President 





cent of the business. There were nine- 
teen safety razors with three doing 75 
per cent of the total; thirty-eight 
brands of enameled ware with three 
doing 85 per cent of the total; seventy- 
eight brands of paint with two brands 
doing 50 per cent of the business, and 
125 fountain pens with three taking 85 
per cent of the total. 

In the second session Mr. Fisk talked 


handsome returns if worked properiy, 
and outlined certain factors necessary 
for proper windows. He also stated that 
the space back 10 ft. from the front 
door was the most valuable inside space 
of the store, and it should be filled with 
essentials. Among other things he 
said was that any institution was only 
the lengthened shadow of the man who 
ran the business and the dealer was 





M. Reisinger, Sparta; F. J. Anyzeski, Thorp; J. L. Bauman, Hillsboro; 
A. T. Swan, La Crosse; J. G. Black, Milwaukee, and R. A. Armstrong 


on “Finding the Weak Spots in Your 
Business.” He asked dealers to consider 
everything from the customer’s view- 
point and to get a mental picture of 
its store, both outside and in, from the 
consumer’s standpoint. He asked for 
inspection of the stock by the pro- 
prietor who takes a certain amount of 
time each day or week to actually in- 
vestigate different items of his stock to 
see how it is displayed and how the 
sales are running. Mr. Fisk also said 
that one of the best ways to find weak 
spots in your own business was to 
make a very careful inspection of a 
competitor’s store and compare it to 
your own. 

Window space is the most valuable in 
the store, asserted Mr. Fisk. He told 
dealers this space could be made to pay 


2 Sees 


responsible for every act of his sales 
people and every occurrence in his 
store. 


Schroeder Delivers Annual Message 


President G. W. Schroeder, Eau 
Claire, Wis., delivered a masterly ad- 
dress dealing with the problems of 
modern merchandising. He said, in 
part, “The problems of the hardware 
trade have become more and more com- 
plex. They have outgrown the hope of 
solution by combating them on local 
ground alone. With total disregard of 
our sincerest efforts to reduce the cost 
of merchandise to the consumer, and in 
absolute defiance of the fact that the 
retailer has closely studied his busi- 
ness—has made every effort to increase 
his stock turn, reduce his overhead, and 
cut his cost of do- 
ing business—he 
has not, nor can 
he alone, when 
weighed in the 
balance of public 
opinion, make 
satisfactory prog- 
ress in the prob- 
lem of stretching 
his customer’s 
dollar.” 

Mr. Schroeder 


President 
W. T. Stillman 


the only practical method advanced for 
the reduction of overhead was in the in- 
crease of sales and he drew attention 
to the fact that this was not an easy 
matter for a great number of retail 
merchants, due to their location and 
conditions which prevailed in their com- 
munities. .He said that it was neces- 
sary for a merchant to keep an effi- 
cient organization and while some re- 
ductions had been made in the matter 
of help and salaries and other rem- 
edies which had been suggested had 
been applied, but there really was no 
way to reduce overhead except by in- 
creasing sales. 


Cooperation Essential 


In speaking of present high costs he 
said: “The retailer has spent much of 
his time in analyzing his stock, elimi- 
nating slow sellers. The jobber has 
been cutting his investment, and the 
manufacturer has studied simplifica- 
tion with a view of reducing the cost of 
production by eliminating the seem- 
ingly duplicate lines and sizes. Although 
much has been accomplished toward 
this end, a really effective result will 
become evident only after the three 
branches of the hardware industry will 
have come into the closest cooperation; 
with its aim, the sincere regard for 
the rights and prerogatives each of the 
other; its true purpose, the elimination 
of wasteful methods to render real ser- 
vice to the consumer.” 











Racine; Louis Hirsig. Madison, and H. F. 
Krueger, Neenah 





pointed out that 
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The statement in HARDWARE AGE rel- 
ative to one-fifth of all stock being 
dead stock was quoted by Mr. Schroeder 
and he said that while complete stocks 
were necessary it was necessary for 
retailers to avoid overstocks if they 
would do their part in helping to keep 
down the cost of doing business. 

The various endeavors made by the 
three branches of the industry to get 
together was praised by Mr. Schroeder 
and he said that he hoped to see this 
work carried forward. He also said 
that rural conditions had not yet re- 
turned to a normal basis and dealers in 
those sections would find the merchan- 
dising problem considerably harder 
than others, as it would be exceedingly 
difficult to increase sales in face of a 
reduced buying power. He also sug- 
gested a closer relationship of retailer 
and consumer as a means to increasing 
business. In speaking of 
the local problems of deal- 
ers wherein they desire 
closer cooperation with the 
consumers, Mr. Schroeder 
said: “There can be no 
doubt that an organization 
of retailers could make ex- 
cellent progress in develop- 
ing their members if some 
successful plan can be de- 
veloped to bring the farmer 
and the merchant into closer 
contact wherein the prob- 
lems of both could be fully 
understood, each by the 
other.” 

Mr. Schroeder predicted a good year 
ahead and suggested as a solution of 
the problems the adoption of the old 
expression, “Good, plain, ordinary, hard 
work, combined with absolute faith in 
ourselves and faith in each other.” 


Wilson Memorial Service 


After the president had finished his 
address the audience arose for a few 
minutes of silence as a tribute to former 
President Wilson. The time was that 
of the funeral in Washington. At the 
conclusion the convention joined in 
singing “America.” 

Assistant Secretary Christianson an- 
nounced the completion of a book con- 
taining window display photographs 
and instructions to cover the entire 
year which will be given each associa- 
tion member as a part of the associa- 
tion service. This is a handsome book, 
well illustrated, and will be a handy 
reference to dealers in the matter of 
window displays all through the year. 
Mr. Christianson has spent some two 
years in compiling the volume. 


Paint Simplification Discussed 


The question of paint simplification 
came up for discussion and vote during 
the meetings. Cards were passed ask- 
ing dealers to indicate whether they 
desired a reduction in the line as was 
originally planned and submitted to the 
manufacturers. The vote was very de- 
cisive for the simplification program 
on which the manufacturers have asked 
the dealers to again express their 
views. 
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The dealers were very much inter- 
ested in hearing G. A. Garver, Stras- 
burg, Ohio, tell about the building of a 
$1,000,000 business in a town of 1000. 
Mr. Garver showed pictures of the 
various quarters occupied by the store 
in its growth to its present large state 
and distributed among the dealers 
copies of the various forms used in the 
conduct of the business. Stress was 
laid upon the advertising, which had 
much to do with the success of the in- 
stitution, and today about 80 per cent 
of the trade comes from larger cities a 
few miles distant. 

When the business was taken over by 
the Garver brothers from the founder, 
the father, the gross sales had been 
about $12,000 per year. Mr. Garver 
says that he is a “buying bug” and he 
attributes a large share of the success 
of the firm to the fact that they have 





Vice-President E. W. Peterson, Florence; Hugo Prange, 


Sheboygan, and D. A. Williams, Waukesha 


been able to buy wisely and well. Today 
there are sixty employees and the pres- 
ent store is 200 by 120 ft. 


Margin—Expense—Profit 


W. H. Farley, Dayton, Ohio, talked 
on margin, expense and profit. He said 
that every man was entitled to from 
2 to 5 per cent net profit as a minimum 
and the application to business, coupled 
with common sense and understanding 
of the fundamentals, were necessities. 
He asked dealers to quit thinking so 
much about profit and to dwell more 
on the source of profit; in other words, 
the customers. He said the customer 
was 99 per cent essential to any busi- 
ness. He asked the dealers to take 
more time to think out the details of 
their business and to reduce salaries by 
increased sales. 

Mr. Farley said that each dealer 
should figure the production of each 
clerk by the sales he makes and should 
determine the salaries of his employees 
entirely by the amount they sell. Sales 
should be made by comparison, said Mr. 
Farley, and called attention to the fact 
that people naturally made mental com- 
parisons when making purchases. He 
asked dealers to find out what the aver- 
age cost of sales per clerk was so they 
could determine efficiency, and advo- 
cated charts.so they could all see what 
they were producing. 


Banquet a New Feature 


The banquet.on Thursday night was 
a new feature for the Wisconsin con- 
vention. Judging from the attendance, 
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which packed all available space, it was 
a huge success and it is thought that 
this feature will be one of the annual 
attractions hereafter. Douglas Mal- 
loch, Chicago, Ill., was the principal 
speaker of the evening and his reputa- 
tion as an after dinner speaker has 
spread far. Music was furnished by the 
Milwaukee quartet and several selec- 
tions were rendered by Alfred Hiles 
Bergen, baritone. 

F. H. Clausen, president Van Brunt 
Mfg. Co., Horicon, Wis., talked on the 
taxation of the state at the Friday 
morning meeting. This subject was of 
very great interest to Wisconsin deal- 
ers, as they were told that industry 
and agriculture were equally divided in 
that State. There is some need of 
further cooperation on the part of deal- 
ers in legislative matters pertaining 
to taxation, and it is believed that con- 
siderable will be done in the 
future through the state 
office. 

The resolutions adopted 
by the convention approved 
the simplification of paint 
lines as per the program 
which has been held in 
abeyance. The merchants 
were each presented with 
the code of ethics of ‘the 
association and asked to 
keep faith with the public; 
exemplify a higher type of 
merchandising; obey the 
golden rule, and do every- 
thing in their power to put 
merchandising upon a higher level. The 
decimal system of pricing and packing 
was indorsed again and manufacturers 
were urged to adopt it speedily. Job- 
bers and manufacturers were cautioned 
again about the disparity of the farm- 
ers’ buying powers and asked to give 
this due consideration before making 
advances. 

Howard J. Wesihaupt, Cleveland, 
Ohio, substituted for J. S. Knox, who 
was unable to be present. Mr. Weis- 
haupt said that it was economically un- 
sound for one business to annex lines 
which belonged to another and cau- 
tioned dealers about the practice un- 
less conditions warranted such action. 
He pointed out that in the successful 
management of a store the contact 
with the customer was the most im- 
portant point. He also said that only 
3 to 7 per cent of the retail sales forces 
were efficient. The women’s trade was 
emphasized and Mr. Weishaupt said 
that 73 per cent of all purchases are 
made by women. He stressed the fact 
that dealers must win the confidence of 
the buying public and as 85 per cent of 
all people were alike in their desires 
and wants, it would be possible to in- 
fluence the majority if one so desired. 

The association reported that during 
the year the freight audit had returned 
to members $2,956.18. The collection 
department had collected $3,462.74 and 
a number of stores had been remodeled 
upon plans furnished by the state of- 
fice. It was also stated that $30,000 to 
$35,000 had been saved in profits 
through organization and store policies. 
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Virginia 98% Organized 
Says W. H. Hawkins 


Virginia Retail Hardware Ass’n 
Holds Fifth Convention 
at Lynchburg, Feb. 5-7 


Virginia Retail Hardware Asso- 

ciation, which was held in Lynch- 
burg, Feb. 5, 6, and 7, proved by far 
the most successful ever held in the 
annals of the organization. The ad- 
dresses were of a high order, the dis- 
cussions were instructive in every de- 
tail and the entertainment features were 
worthy of note. Over 200 dealers were 
in attendance—the largest number to 
attend a convention since the formation 
of the association. 

The convention was opened on the 
morning of Tuesday, Feb. 5. Follow- 
ing the call to order by President W. H. 
Hawkins of Harrisonburg, the delegates 
were welcomed to Lynchburg by Mayor 
Fred Harper, a response being made by 
the association’s president. 


98 Per Cent Organized; Says President 
: : Hawkins 


7 HE fifth annual convention of the 


President Hawkins then delivered his 

annual address. He began by com- 
menting on the remarkable growth of 
the association, stating that, the organi- 
zation showed a. net gain of twenty- 
nine members for 1923, and that the 
total membership now amounted to 514. 
In commenting upon these figures, he 
said, “This as nearly as can be deter- 
mined represents that we are 98 per 
cent organized in our State.” 
-. Continuing, the president went on to 
urge that the members take an active 
part in the local group meetings. held 
throughout the State. The recent na- 
tional convention, held in Richmond, 
Va., insurance, freight audits and na- 
tional association service were all 
touched upon. He then went on to dis- 
cuss business conditions as follows: 

“As I gather from contact through- 
out the State with our fellow hardware 
merchants I am gratified to learn that 
business materially improved over 1922. 
I find that, through careful buying, eco- 
nomical management and aggressive 
methods, our members have reached the 
first of this year, in most cases showing 
a fair return in margin for their hard 
work and efforts. I most seriously and 
with my deliberate and careful consid- 
eration admonish you to continue as in 
the past. Conduct your business in a 
manner that. you will know well just 
what you are going to do at all times. 





Retiring President 
W. H. Hawkins 


May I suggest that you particularly 
check yourselves most carefully along 
the following lines. 

“1. If you haven’t one, immediately 
install an accounting system by which 
you may determine the cost of conduct- 
ing your business. 

“Y. Eliminate as far as possible all 
waste. Clean up your stores; get rid of 
dead stock. 

“3. Confine your buying to as few 
lines as is expedient, thus getting turn- 
over and eliminating the absorption of 
capital and duplicating of items. 

“Make your stores attractive, laying 
much emphasis on the keeping of stock 
and the attractiveness of your show 
window. 

“5. Increase the efficiency of your 
salesmen through education and per- 
sonal interest. 

“6. Keep in close touch with the in- 
terest of your community, not only be 
a booster, but a worker.” 


Report of Secretary Howell 


Following the address of President 
Hawkins came the report of Secretary- 
Treasurer Thomas B. Howell of Rich- 
mond. The secretary commented upon 
the increase in membership and also 
reported that the finances of the organi- 
zation were in excellent condition. The 
1923 national convention in Richmond, 
Va., group meetings and the State coun- 
cil of retailers were also subjects 
touched upon in this report. 

The afternoon session was opened 
with community singing following 
which W. T. Pace of Franklin delivered 
an address upon “Waste,” at the con- 
clusion of which a discussion took place. 
Harry B. Price of Norfolk who was the 
next speaker had for his subject, “The 
Value of Special Sales,” and this ad- 
dress was followed by one by Robin A. 
Frayser of Richmond on the subject of 
advertising. 


Salesmanship, Advertising and 
Waste Discussed by Dealers 
—W.T. Tillar, President 


Tuesday evening the association held 
a get together party in the exhibit hall 
at which a buffet dinner was served to 
dealers and exhibitors. 

The Wednesday morning, Feb. 6, ses- 
sion opened as usual with community 
singing and at the conclusion of this 
Ralph H. Jones of Philadelphia, Pa., ad- 
dressed the convention on the subject 
of “The Value of Advertising that Costs 
You Nothing.” Mr. Jones brought out 
many instances where dealers waste ad- 
vertising material furnished them by 
manufacturers which could be used to 
the mutual advantage of both dealer 
and manufacturer. 

National Secretary Herbert P. Sheets 
took the floor at this point and spoke on 
the subject of “Waste,” during the 
course of which he gave the dealers 
advice as to the best methods to adopt 
in the stopping of leaks in their busi- 
nesses. 


Salesmanship Discussed 


The afternoon session was given over 
to a discussion on salesmanship led by 
Harry B, Price and Charles W. Vaughan 
of Richmond. This was followed by a 
talk by Secretary Howell in which he 
outlined the benefits accruing to the 
dealer from his membership in the State 
association. The session was concluded 
by a question box discussion led by W. 
N. Neff of Abington. 

The Thursday ntorning, Feb. 7, ses- 
sion was opened with an illustrated ad- 
dress by ‘National Secretary Sheets on 
“Business Trends.” W. N. Neff then 
gave a talk on group meetings during 
the course of which he gave advice as 
to how these meetings should be organ- 
ized and conducted. 


W. T. Tillar Elected President 


The election of officers came next 
with the following result: W. T. Tillar, 
Emporia, president; W. T. Pace, Frank- 
lin, vice-president; Thomas B. Howell, 
Richmond, secretary-treasurer; Robin 
A. Frayser, Richmond, assistant secre- 
tary-treasurer. Executive Committee: 
R. F. Dilliard, Blackstone; H. B. Price, 
Norfolk; Q. A. Eller, Chilhowie; B. R. 
Roberts, Chase City; C. W. Vaughan, 
Richmond; S. E. Rice, Charlottesville. 

The convention was then adjourned. 
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Retiring President 
Homer Hawker 


of the West Virginia Hardware 

Association, held at Huntington, 
W. Va., Jan. 15-18, proved to be one of 
the best that has ever been held by that 
organization. Interesting addresses 
and question box discussions featured 
the various sessions and there was en- 
tertainment in abundance. A number 
of important resolutions were adopted, 
chief among them being one favoring 
the adoption of the paint simplification 
schedule advised by the National Retail 
Hardware Association and accepted by 
the Division of Simplified Practice of 
the Department of Commerce of the 
United States. 

The opening session was called to 
order by President Homer Hawker at 
2 p. m. in the afternoon of Tuesday, 
Jan. 15. The balcony of the exhibit 
hall in which the session was held was 
crowded with retailers, manufacturers, 
jobbers and salesmen. Following the 
singing of “America” and an invoca- 
tion by the Rev. A. J. Walton, J. L. 
Hawkins of Emmons-Hawkins Hard- 
ware Co. of Huntington, welcomed the 
hardware men to Huntington. At the 
conclusion of this adjournment was 
taken and the balance of the afternoon 
was spent in visiting the various ex- 
hibits and talking with the exhibitors. 


W. H. Rattenbury Speaks on “Wife 
Saving Stations” 


TT HE eighteenth annual convention 


One of the outstanding features of 
the evening session was an interesting 
address delivered by W. H. Rattenbury, 
vice-president of Landers, Frary & 
Clark, New Britain, Conn., on the sub- 
ject of “Wife Saving Stations.” Dur- 


ing the course of this address Mr. Rat- 
tenbury told that the volume of busi- 
ness could be increased by going out 
after business that is being created by 
the manufacture of new labor saving 
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West Virginians 
Urge Lower Prices 
Via Simplification 


kKighteenth Annual Convention 


Elects Charles P. Moore President 


devices for the home. At the conclu- 
sion of Mr. Rattenbury’s address the 
meeting was adjourned and dancing 
became the order of the evening. 

The second day’s sessions were feat- 
ured by the address of President Homer 
Hawker, Shinnston, and the report of 
Secretary-Treasurer James B. Carson. 
The report of the secretary showed the 
association had 249-paid members, sixty 
honorary members and 120 traveling 
members. At the conclusion of these 
addresses the question box discussion 
on the subject, “Does It Pay to Cooper- 
ate with Your Neighbor?” was insti- 
tuted. George E. Pfarr, president of 
the Ohio Hardware Association, led 
this discussion. The afternoon was 
spent with the exhibitors, and in the 
evening the exhibit hall was thrown 
open to the general public. 


Store Arrangement Discussed 


“Store Arrangement and the Pricing 
of Goods” was the subject of the ques- 
tion box discussion which opened the 
morning session on Thursday, Jan. 17. 
This discussion was led by Second Vice- 
President R. S. Kuykendall of Moore- 
field. At the conclusion of this discus- 
sion there was a report of delegates to 
the national convention submitted by 
W. H. Pirrung, Home Hardware & Elec- 
tric Co., Williamson. Another question 
box discussion on “What Is It You 
Want to Know About Your Business 
from Day to Day?” then held the at- 
tention of the convention. This discus- 
sion was led by S. R. Miles, manager 
of the store management service, Na- 
tional Retail Hardware Association. 

The annual banquet of the associa- 
tion was held Thursday evening in the 
Hotel Frederick, about 250 ladies and 
members being present. R. W. Hatcher, 
of Milledgeville, Ga., member of the 
board of governors of the national as- 
sociation, was the toastmaster. Fol- 
lowing the dinner and addresses danc- 
ing was indulged in until midnight. 


On Friday morning, Jan. 18, the con- 
vention heard the reports of the various 
committees. As the result of the re- 
port of the nominating committee the 
following officers were elected for the 
ensuing year: President, Charles P. 
Moore, Ravenswood; first vice-presi- 
dent, R. S. Kuykendall, Moorefield; sec- 
ond vice-president, James C. Fielding, 
Charleston; secretary-treasurer, James 
B. Carson, Dayton, Ohio. 

Member of executive committee, Fred 
Weber, Weston. 

Delegate to national congress, C. 
J. Richardson, Marlinton; alternate, 
Thomas W. Shields, Frankford. 


Resolutions Adopted 


Resolutions were passed thanking the 
various speakers, exhibitors, local com- 
mittees and individuals who had con- 
tributed to the success of the conven- 
tion. Other resolutions were passed as 
follows: That the association make 
every effort to persuade all wholesalers 
to confine the sale of various lines of 
hardware to the different businesses 
through which they were intended to be 
sold; that the association was in full 
accord with the national association to 
place merchandise in the hands of the 
consumer at lower prices by the reduc- 
tion of distribution costs, and that in 
this connection it urge the paint manu- 
facturers to adopt the simplification 
schedule advised by the national asso- 
ciation and accepted by the Division of 
Simplified Practice, Department of 
Commerce; that appreciation be shown 
the national association by adopting 
as many of the national association 
suggestions for meeting business prob- 
lems as possible; that the association 
endeavor to obtain a national park for 
West Virginia. 

At the conclusion of the program the 
new officers were introduced and deliv- 
ered short addresses to the members 
present, in which they pledged their 
best efforts for the coming year. 
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Cards for the Interior of the Store 


Chapter IV of the Single-Stroke Roman Alphabet 


NHESE are the days 
of endless opportuni- 
ties for the man who 

realizes the necessity and 
joy of hard work. The 
old saying, “Those who 
never do any more than 
they are paid for are 
seldom paid for any more 
than they do,” is a true 
saying and worthy of re- ° 
peating, especially to the 

fellow who sometimes says, “I’m not 
getting paid for doing this or that.” 

Learning show-card writing 
means working overtime to many. 
That, in turn, means the breaking 
of a “date’”’ or the cancellation of a 
“movie” engagement. But the abil- 
ity to write show-cards will more 
than pay for what trivial sacrifices 
we may make. Records kept by the 
writer show that the average be- 
ginner can learn to write plain, legi- 
ble show-cards in from three to six 
months’ time if he practices at least 
five evenings a week, devoting one 
hour to each lesson. 

Think of the advantages the be- 
ginner at show-card writing has to- 
day over those of the old school, 
when the writer learned. There 
were no articles such as these pub- 
lished in HARDWARE AGE giving the 
beginner the benefit of the old 
timers’ experience written in plain, 
understandable language. We had 


to mix our own show-card inks and 
trim our own brushes in those days 
of the early nineties. 


But it was 
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Chart showing how the final letters are made 


very much like the fellow who went 
hunting with a muzzle-loading shot- 
gun and who made every shot count. 
There is hardly a town of any size 
today from coast to coast where one 
is unable to purchase show-card inks 
and brushes and cardboard. Those 
who are unable to secure these sup- 
plies may write HARDWARE AGE and 
this department will forward the 
address of the nearest show-card 
supply house. 

First attempts at show-card writ- 
ing are naturally awkward and are 
apt to be a little discouraging. It 
all looks so easy and sounds so sim- 
ple that the beginner who takes a 
red sable brush in hand for the first 
time finds it is not so easy to make 
each stroke go just where he wants 
it to go. One reason for this is that 
instead of practicing on the different 
elements or strokes first, he en- 
deavors to form perfect letters. A 
beginner should become perfectly 
familiar with all the different ele- 
ments of a single letter before he 
attempts to construct the letters 


themselves as a_ whole. 

The Roman letters V- 
W-X-Y-Z, shown here- 
with, constitute the final 
installment of this series. 
These letters are known 
as the angle letters. The 
elementary practice 
strokes are shown on top 
line, the arrows point the 
direction the brush should 
take, and the small num- 
bers their sequence. The heavy 
strokes should be made with the full 
width of the brush when flattened 
out and the thin strokes with the tip 
end of the brush without using any 
pressure. 

Only a consistent plan of practice 
will bring forth success in this line. 
Spasmodic attempts are of little or 
no use. Fifteen or twenty minutes 
each day will be much more beneficial 
than would one or two hours at a 
time every now and then. No one 
should practice at anything for so 
long a time that he becomes tired 
or weary of it. A systematic plan 
such as writing out words, instead 
of practicing A, B, C, etc., over and 
over, should be followed. In the fol- 
lowing sentence will be found all the 
letters of the alphabet: “The quick 
brown fox jumped over the lazy 
dogs.” These nine words may be 
laid out on a card in many different 
ways, thereby giving the beginner 
an idea of spacing between letters 
and words and also general layout. 

Black show-cards_ lettered — in 
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white ink lend a dignified appear- 
ance to the interior of the hardware 
store. In fact, they are the most 
practical of all shades or colors for 
the spring and summer season, for 
they will not show dust or marks of 
handling, the white lettering being 
plainly visible even in the darkest 
corners. Of course, they are not 
particularly recommended for “Spe- 
cial Sales” or for window display 
signs that must be changed fre- 
quently, but fon.permanent signs to 
hang over each\tounter or depart- 
ment, such as RADIO, SEEDS, 
PAINTS, CUTLERY, AUTO AC- 
CESSORIES, etc., they will be 
found practical and valuable. Heavy 
mat cardboard comes in sheets 30 by 
40 in. This allows a choice of two 
sizes of signs, say 8 by 40 in. or 5 
by 30 in. If a thin strip of wood is 
nailed at the top this will prevent 
the card from warping or curling. 
The best way to display them is to 
suspend each one on black invisible 
wires hung from ceiling. 


St. Paul Hardware Dealer 
Patents New Lock 


The Raymer Hardware Co., St. Paul, 
Minn., has recently patented some door 
hardware that bids fair to become quite 
popular, particularly in the hospital 
and institution fields. The illustration 
shows the new style of lock and handle. 
The difficulty in making hospital doors 
quiet led Joseph Raymer to develop 
this new device, which is marketed un- 
der the name of Rayco Hospital Hard- 
ware. This new line consists of door 
pulls to be used instead of knobs. The 
upper projection of the pull enables the 
nurse, visitor or doctor to open or close 
the door by hooking the arm over the 
projection. It is not necessary to touch 
the pull with the hand, and makes this 
style of hardware very practical for 
nurses who are carrying trays, etc., and 
is desirable in contagion hospitals be- 
cause of the sanitary feature. The lock 
is made for both key and turn knobs, 
but the door is held shut by a friction 
bolt which has been specially designed. 
The door closes against a rubber stop, 
which helps to reduce noise, and special 
friction hinges keep the door at any 
angle wanted. 
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The youngsters 
will never miss 
this sign 


The beginner will find that white 
lettering on black cardboard is 
much easier than black lettering on 
white cardboard. The little details, 
such as sharp corners or spurs, do 
not have to be made so exacting, 
particularly when the show-card is 
to be read at some distance. A 
good way to lay out lettering on 
black cardboard is to sharpen a 
piece of common white chalk to a 
point. This can be done by draw- 


Another example 
of an eye-at- 
tracting card 


ing the knife toward you without 
breaking the chalk. An old piece of 
chamois will be found the best thing 
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to remove chalk marks or dirt from 
black cardboard. 
It is better to keep brushes for use 


in white ink separate from the 
brushes used in colors. If this is 
not convenient they should _ be 


washed in warm water before being 
used in white ink. Always be sure 
your brushes are clean. 

There are many different brands 
of white show-card ink on the mar- 
ket, but of course it is much cheaper 
to mix your own, and for the benefit 
of those who desire to do so the fol- 
lowing formula will be found satis- 
factory: %4 lb. English flake white; 
add one-half to three-quarters of a 
bottle of ordinary mucilage; stir 
until thoroughly mixed, then thin 
to the proper working consistency 
by adding a little water at a time. 
A few drops of oil of wintergreen 





will preserve it indefinitely. Its 
covering qualities improve with 
age. 


Rat Trap Is Set by Foot Pressure 


Snappy “Foot-Set” trap, made by the 
Snappy Mfg. Co., Inc., 11 Broadway, 
New York City, may, as the name sug- 
gests, be set by foot pressure, thus 
avoiding all possibility of danger to the 
fingers. The trap is made of high 
grade galvanized steel, and can be easi- 
ly sterilized by dipping in hot water, 
thereby doing away with the scent of 
the rodent. Another important sani- 
tary feature is that it is unnecessary to 
touch a rat that has been caught, as a 
slight pressure on the foot plate will 
release it. The trap is constructed so as 
to afford the same point of contact on 
every side of the jaw. A small ridge 
at the front of the body of the trap obvi- 
ates any chance of the rodent working 
its way out. The trigger mechanism is 
very sensitive, as can be demonstrated 
by blow on a sheet of paper held a half 
inch above the trigger after the trap 
has been set. The force of the air will 
cause the jaw to close instantaneously. 
The jaw, when set, is at an angle of 90 
degrees, instead of the usual 180 de- 
grees, a feature which is said to afford 
quicker action. 
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Winslow Gives Formal Pledge on Price 


Protection Bills 


Chairman of House Committee Promises Hearings at 
Earliest Practicable Date—Trade Commission 
Attacks Farm Implement Dealers 


(WASHINGTON, D. C., Feb. 18, 1924) 

HAIRMAN Sam Winslow of the 

House Committee on Interstate 

and Foreign Commerce, whose 
reputation for fair dealing is of the 
best, has authorized a written state- 
ment that will be highly encouraging 
news to the friends of the pending 
price protection bills. He declares that 
he is “sincerely interested in these bills 
and is arranging for a full hearing on 
them so that the committee can con- 
sider them with full knowledge” at the 
earliest practicable date. 

Mr. Winslow’s statement is the re- 
sult of a conference held at the Capitol 
during the past week and attended by 
Representatives Kelly, Merritt, Wyant 
and Williams, all of whom have intro- 
duced bills legalizing the protection of 
resale prices. The purpose of the meet- 
ing was to consider the outlook with 
respect to the fixing of a date for hear- 
ings on these measures and after pre- 
liminary discussion the entire delega- 
tion waited on Chairman Winslow with 
a request for his views. 


Chairman Winslow’s Position 


What transpired can best be stated 
in the language of Representative Mer- 
ritt, who subsequently wrote out a 
carefully phrased memorandum which 
he made public after submitting it to 
Mr. Winslow, who gave it his approval. 
This memorandum is as follows: 

“On Feb. 9, after the meeting in my 
office, Messrs. Kelly and Williams and 
I had a talk with Chairman Winslow 
of the Committee on Interstate and 
Foreign Commerce with regard to a 
date for a hearing on the so-called 
Resale bills. 

“We discussed with and endeavored 
to persuade Mr. Winslow that it is 
practicable and possible to have a spe- 
cific time set some time in advance for 
the consideration of all these bills. Mr. 
Winslow said he had no objection to 
my offering such a motion in the com- 
mittee, but pointed out that if I should 
do it a number of other members of 
the committee who had special meas- 
ures in which they are interested would 
want to bring theirs forward also, 
which would result in great confusion 
and, in the end, delay. 

“Mr. Winslow is sincerely interested 
in these bills and is arranging for a 
full hearing on them so that the com- 
mittee can consider them with full 


By W.L. CROUNSE 


knowledge. He stated to us that he 
would do all he could, in view of press- 
ing public bills of a more fundamental 
character such as coal legislation and 
transportation legislation, to arrange 
as early a date as practicable for a 
hearing for these resale bills. We went 
over with him the calendar of the com- 
mittee and were convinced that the 
plan of the chairman is the wisest in the 
interest of this legislation, and we have 
hope, in which the chairman joins, that 
he will be able to work in a hearing on 
these bills in the not distant future. 

“T have read this letter to Chairman 
Winslow and he says it correctly ex- 
presses his view of the situation.” 

It is not surprising that the friends 
of the price protection measures should 
become restive at the delay in fixing 
a date for hearings. It should be un- 
derstood, however, that the House lead- 
ers have encountered unprecedented 
obstacles in their effort to formulate 
the legislative program or the present 
session and that, until the administra- 
tion thas indicated its desires with re- 
spect to such important subjects as 
transportation and the coal problem, 
Chairman Winslow does not feel he can 
begin the consideration of bills that 
will occupy the committee for a con- 
siderable length of time. 

He desires, however, that it should be 
generally understood that he is deeply 
interested in price protection legisla- 
tion and intends to redeem his promise 
made in the last Congress that action 
shall be had by the House Committee 
at the present session. 


Trade Commission’s Burst of Activity 


The Federal Trade Commission is 
making a desperate effort these days to 
crowd the Teapot Dome scandal out of 
the spotlight. Although it is obviously 
a hopeless task to attempt to push the 
oleaginous conspiracy off the front page 
of the daily papers, nevertheless the 
Commission is making a bid for pub- 
licity that cannot be ignored. 

The latest target for the Commis- 
sion’s attacks is an alleged “combina- 
tion in the form of a conspiracy” be- 
tween associations of retail dealers in 
and manufacturers of farm equipment 
to cut off the supply of such equipment 
from certain farmers’ cooperative as- 
sociations in the Atlantic Seaboard 
States. In addition to interfering with 


these cooperative associations in ob- 
taining equipment and machinery, the 
charge is made that the associations of 
retail dealers named in the complaint 
“have engaged in a combination and 
conspiracy with certain manufacturers 
to fix and maintain prices at which 
farm implement dealers would sell to 
farmers in the respective territories of 
the dealers and to eliminate competi- 
tion between members of the associa- 
tion and non-members.” 


Allegations of Complaint 


The complaint charges, among other 
things, that certain dealers’ asso- 
ciations have been organized for more 
than seven years and hold regular and 
special meetings at which have been 
agreed upon, among other things, uni- 
form methods of ascertaining cost of 
doing business, uniform expense per- 
centages and profits, thereby arriving 
at uniform selling prices incorporated 
in price lists at which farm machinery, 
implements and supply parts shall be 
sold. The manner in which it is alleged 
these associations of retailers coerce 
manufacturers of farm implements and 
materials is set forth in a memorandum 
prepared ‘by the Commission in part as 
follows: 

“As a part of the conspiracy charged 
in the Complaint, it is stated that the 
respondent dealers have at all times 
concertedly conducted théir business 
strictly upon a plan involving the pur- 
chase of farm machinery only from 
those manufacturers. who have re- 
frained from selling to farmers’ co- 
operative associations and have refused 
to deal with manufacturers who have 
made sales to retail dealers not mem- 
bers of the dealers’ associations. To 
insure adherence to the dealers’ policy, 
a system of espionage was maintained 
over the businesses of manufacturers 
and over the businesses of all competi- 
tors not members of the dealers’ asso- 
ciations. 


Gathered and Distributed Information 


“Information touching the acts of any 
manufacturers, jobbers and retailers 
not in accord with the policy of the 
respondent retail dealers was sys- 
tematically gathered and disseminated 
among the respondent retail dealers. 





(Continued on page 90) 
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JUST cannot get away from thinking of that book 
by Henry Herbert Goddard—‘Human Efficiency 
and Levels of Intelligence.” He is a scientist and 

I am just a sales manager, but all the time I am 
lining up his scientific conclusions with my practical 
experience in my daily work with all kinds of business 
people. 


I do not even have his book now, because the last 
copy I had I was reading in a restaurant. My friend 
the waitress remarked: “You seem to think more of 
that book than you do of the food.” I said, “Yes. 
That is a book that makes one think.” “Well,” she 
remarked, “I guess I need a little thinking myself’— 
and so she carried off the book. I thought I would 
borrow it back the next day, but when I asked what 
had become of her they told me she had resigned. So 
I am wondering just how much the levels of human 
intelligence will affect the life of this waitress! 


That reminds me of another occasion when I was 
immersed in a brown study waiting for my lunch in 
a restaurant down under the ground at the Grand 
Central Station. The cheerful lady attendant re- 
marked: “You certainly are in a dream. I have asked 
you what you wanted several times and you have not 
even heard me. What are you thinking about?” 
“Well,” I answered, “I have $300,000 to spend and I 
do not know exactly how to spend it.” ‘“That’s easy,” 
said she, “spend it on me.” “Well,” I said, “that 
might be an agreeable occupation, but unfortunately 
I have to spend $300,000 telling the dear public what 
oxygen is. By the way,” I inquired of her, “what is 
oxygen?” She stopped, looked at me, put the end of 
her pencil to her lips and finally said, “I do not know 
exactly what it is. It is some kind of a chemical, but 
you can bet your sweet life we don’t have any of it 
down in this cellar!” 


So there I was. I had to spend a fortune on the 
subject of oxygen and here the great buying public 
was represented by this dining room girl. She be- 
longed to the great class of the American buyers re- 
ferred to by Henry Herbert Goddard. She did not 
know what oxygen was definitely but she did know 
that it was missing in her restaurant. In other words, 
her ideas on the subject of oxygen were partly right 
and partly wrong. She was just hazy. Now it was 
clear that it was my business as a salesman and an 
advertising man to make her ideas and the ideas of 


Fitting Square Pegs 


the great mass of the buying people of this country 
clear and definite on the subject of oxygen. That was 
my job, and I went to it. 


I started out on the theory that the average mind 
of the average person in this country, as far as oxygen 
was concerned, was in exactly the same state as the 
mind of the waitress. Since I read Goddard’s book I 
have been asking questions of all kinds of people to 
find out just the state of their minds on certain sub- 
jects. I find exactly the same condition, very hazy, 
very indefinite, a general idea but nothing to work 
on, 


So I wonder how many sales managers, advertising 
men and salesmen actually realize how little the buy- 
ing public definitely know outside of their own par- 
ticular work. The ignorance I have found on general 
subjects, especially among the younger class of peo- 
ple, is appalling. No doubt one reason for this is our 
universal American habit of skimming newspapers 
and magazines. We do not read thoughtfully or care- 
fully. We do not read to remember. We read mainly 
simply to kill time or to amuse ourselves. I have 
never forgotten one occasion when a customer asked 
me to stay at his home over the night. I was reading 
a book called “King Solomon’s Mines,” by Rider 
Haggard. There was an electric light just over the 
head of the bed. I turned on this light, went to bed 
and had a glorious time reading until about 1 a. m. 
Then I switched off. The next morning our hostess 
remarked: “I see that you did not go to sleep very 
early. I saw the light under your door. What were 
you reading that was so interesting?” I told her. I 
will never forget her expression of disgust. “Why, 
young man,” she remarked, “don’t you know that to 
waste valuable sleeping time and your eyesight on 
such a book as that is nothing in the world but mental 
dissipation? Why,” she added, “I think the reading 
of such books is just the same as if a person drank 
whiskey or took drugs.” Well, all this was pretty 
strong, but it made its impression upon me and since 
then I have become very much disgusted with myself 
whenever I wasted my time on one of these exciting 
books. I used to think that some of the standard 
books, some of the classics, if you please, were dull 
and heavy reading, but, my goodness! when I started 
to read these books I found that they were immensely 
entertaining. 
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Into Round Holes 


Now as this article seems to be drifting on the 
subject of books, I must add that one idea in “Human 
Efficiency and Levels of Intelligence” that struck me 
good and hard was that one of the greatest wastes in 
business is caused by giving employees tasks to do 
that are entirely beyond their level of intelligence. I 
have been checking back Mr. Goddard on this state- 
ment. In our own business I have been considering 
the size of the tasks given to various people and I 
have been studying the intelligence of the person to 
whom the task is given. The conclusions I am coming 
to are somewhat startling. I have found in a dozen 
cases that we have the proposition before us of either 
hiring somebody who has the intellectual ability to 
handle the task or, on the other hand, we must re- 
duce the task down to the level of intelligence of the 
person we have on the job. The solution of the prob- 
lem must be either one way or the other. 


This leads to the thought that all through our busi- 
ness in every department we must think with this idea 
in mind—are the tasks too big for the people or are 
the people too small for the tasks? Here, for in- 
stance, is a new salesman we have put on a certain 
territory. He has been going for six months but the 
returns are not satisfactory. We call the salesman 
home. We talk over the entire situation with him. 
He is in dead earnest. He is serious. He works hard 
and we wonder why the accounts are falling off. Now 
suppose we ask ourselves the direct question: “Is this 
salesman by his intellectual capacity and by his pre- 
vious training fit to handle this territory? In other 
words, isn’t the territory too big for him? If this 
is true, what is the use of our fiddling away our time 
with this salesman? It is wasting our own time and 
wasting his time.” The only answer to the problem 
is to get another man who is big enough for the job. 


I know of a case where the manager of sales of a 
certain business died very suddenly. <A very satis- 
factory traveling salesman was. promoted to his posi- 
tion. This man is a gentleman. He works hard. He is 
exceedingly systematic and careful in his work. The 
customers of the house like him but under his manage- 
ment there has been a very heavy falling off in sales. 
The directors of the company in a very serious meet- 
ing discussed the situation. First one director ad- 
vanced one cause for the decrease in sales. It might 
be general conditions out in the country. Another 





director advanced another cause. Finally one di- 
rector said: “Now let us concentrate our minds on 
this question. Has Mr. X ability enough to fill this 
job? As a matter of fact, while he was a success as 
a traveling salesman, isn’t this job as the general sales 
manager of this business just a little too much for 
his capacity?” There was a dead pause in the pro- 
ceedings. Everybody thought. Then one of the older 
directors remarked, “I guess you have hit the nail 
square on the head.” 


Recently I went through one of the largest factories 
of its kind in the world. This factory is engaged in 
mass production of a certain very staple item. What 
struck me in every department of this business was 
the fact that the duties of each employee had been 
carefully laid out. Each employee had just certain 
things to do and absolutely nothing else. All day long 
they did just these certain things. It was evident to 
me from the rapid and smooth manner in which all 
the work was progressing that these employees had 
been very carefully picked each for his or her par- 
ticular job, but beyond all this, thinking of Mr. God- 
dard, I could see that the job itself had been carefully 
simplified and arranged so as to fit the average in- 
telligence of these very average workers. 


In other places I have been where there are con- 
fusion, mistakes and wasted effort, I am convinced 
that each job has not been carefully thought out nor 
has the job itself been simplified or carefully adjusted 
to the ability of the worker who is expected to han- 
dle it. 


I think in this article I am giving all executives, 
whether of large wholesale houses, factories or retail 
stores, something to think about. Just size up each 
of your employees and how they handle their jobs 
with an interrogation point in your mind as to their 
ability to handle the job or whether the job itself has 
been simplified down to a point where your employee 


ean handle it without any mental strain. 


Then there is another perfectly logical fact, and 
that is that if an employee is attempting to do work 
beyond his capacity he is invariably unhappy while, 
on the other hand, if he is working on a job well 
within his grasp he does the work cheerfully and he 
naturally does very much better work. 


“THE SALES MANAGER.” 
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Irvington Mfg. Co. and 
Smith & Hemenway 
Merge 


New Jersey and New York Firms 
Combine—L. P. Smith President 
of Consolidated Companies 


By mutual agreement the business of 
the Irvington Manufacturing Co., a New 
Jersey corporation, with offices and fac- 
tories at Irvington, N. J., was recently 
merged with that of the Smith & 
Hemenway Company, Inc., a New York 
corporation, with offices at 261 Broad- 


way. 
The Irvington Manufacturing Co. 
has long manufactured the “Red 


Devil” line of pliers, and other light 
hardware exclusively for the Smith & 
Hemenway Company, Inc., and all of 
the holdings of both companies have 
been owned and controlled by the same 
persons, and were managed by the 
same board of directors. The capital 
stock of the combined corporations is 
$600,000. Landon P. Smith remains 
the president and J. F. Hemenway the 
secretary and treasurer of the consoli- 
dated companies. 


—_— -— 


American Grinder Mfg. Co. 
Reorganizes 


In order to provide financial facilities 
for its expanding business, and at the 
same time extend closer cooperation 
with its customers, the American 
Grinder Mfg. Co., manufacturer of 
wrenches, grinders, etc., Milwaukee, 
Wis., has recently effected a reorgan- 
ization, resulting in a substantial in- 
crease of working capital. 

The personnel of the company will 
remain practically intact, the only 
changes being the election of H. P. 
Brumder as president, and E. G. Bott 
as secretary and treasurer. The sales 
will be handled as in the past by C. N. 
& F. W. Jonas, Chicago and Los 
Angeles. 





Columbus Varnish Co. 
to Introduce New Line 


A new line of varnishes and stains, 
to be marketed under the trade name 
“Colvarco,” has recently been developed 
by the Columbus Varnish Co., Colum- 
bus, Ohio, and will shortly be ready for 
marketing. The new line includes seven 
prominent colors and ground colors and 
the containers will carry an attractive 
label in four colors and gold with a 
varnished surface. The trade name, 
“Colvarco,” by which the new line will 
be designated, is formed from a com- 
bination of the company’s name and its 
cable address. 

Shipments, color cards and produc- 
tion will be under way fully by March 





1. The addition of this line and other 
specials have necessitated, it is said, an 
increase in sales force to give proper 
representation to the trade. The com- 
pany recently celebrated its thirtieth 
anniversary. 


C. H. Wagner, Sales Manager 
American Fork & Hoe Co. 


Charles H. Wagner has been ap- 
pointed sales manager of the American 
Fork & Hoe Co., Cleveland, filling the 
vacancy caused by the death of the for- 
mer sales manager, Cyrus Reimer. Mr. 
Wagner has been assistant sales man- 
ager for many years. The company’s 
offices are now in the B. F. Keith Bldg. 





L. A. Raasch, Sales Manager 
for Walden-Worcester, Inc. 


Lou A. Raasch has recently been ap- 
pointed manager of sales of the Wal- 
den-Worcester, Inc., manufacturer of 
wrenches, Worcester, Mass. Mr. Raasch 
was manager of the company’s San 
Francisco office since 1919. 





Flint Resigns from U. S. 
Chain & Forging Co. 


A. McK. Flint, for the past two 
years sales manager for the central 
division for the United States Chain 
& Forging Co., Pittsburgh, Pa., has 
recently resigned his position because 
of ill-health. For the present, Mr. 
Flint, whose future plans are un- 
announced, will be located at the Wil- 
liam Penn Hotel, Pittsburgh. 


Purchasing Agents to Meet 
in Boston May 9 


The Ninth Annual International 
Purchasing Agents’ Convention is to 
be held in Boston and “Informashow” 
is to be held in Boston, May 19, under 
the auspices of the National Associ- 
ation of Purchasing Agents. 

As a part of the convention the 
association conducts an_ exhibition 
known as the “Informashow.” Be- 
cause of the size of the meeting, there 
will be at least 3000 purchasing agents 
present, and in order to furnish the 
necessary floor space, the convention 
is going to be held in Mechanics Build- 
ing, the largest exhibition hall in 
Boston. 


ee 


Berge Leaves AC Spark Plug 


J. Berge of the AC Spark Plug Co., 
manufacturer of the AC Spark Plug, 
Flint, Mich., has recently resigned his 
position with the company. 





Buffalo, N. Y., Association 
Holds Banquet 


The annual banquet of the Buffalo 
and Suburban Hardware Association 
was held in Buffalo, Feb. 7, and at- 
tended by more than 150 members, 
retailers, manufacturers and _ whole- 
salers. 

Martin Wick, president of the Buf- 
falo Retail ardware Association, 
presided and George G. Allen acted as 
toastmaster. George C. Lehman, man- 
ager of the Buffalo Chamber of Com- 
merce, made the principal address, 
speaking on the industrial development 
of Buffalo. J. C. Willems, manager 
of the cooperative stores of Walbridge 
& Co., followed with an address on the 
“Advantages of Associations.” 
vaudeville performance concluded the 
evening. 





Leitz Hardware Co. Formed 


Charles and Henry Leitz, for many 
years department managers with the 
Gardner Hardware Co., Minneapolis, 
Minn., have recently formed the Leitz 
Hardware Co., which will do a hard- 
ware business in Minneapolis. The new 
company has been incorporated with a 
capital of $100,000. 

The organization of the new com- 
pany at this time was the result of the 
return of H. M. Gardner to active 
participation in the affairs of the 
Gardner Hardware Co. Some years 
ago Mr. Gardner resigned active man- 
agement to become manager of the 
Minneapolis Civic and Commerce As- 
sociation, resigning Jan. 1, to resume 
control of the Gardner Co. 





Pitts & Kitts to Represent 
Glauber Brass Mfg. 
Co. in N. Y. 


Pitts & Kitts Mfg. & Supply Co., 
Canadian Pacific Bldg., 342 Madison 
Avenue, New York City, has recently 
been appointed Metropolitan represen- 
tative for the Glauber Brass Mfg. Co., 
manufacturer of plumbing supplies 
and specialties, Cleveland, Ohio. 

The sales department for the Glauber 
plumbing supplies and specialties will 
be supervised by H. J. Ross. 





Allan J. Coleman Catalog 


Allan J. Coleman, manufacturer of 
sanitary specialties, 208 North Wabash 
Avenue, Chicago, Ill., has recently is- 
sued a new catalog describing and illus- 
trating some of its most popular num- 
bers. The catalog gives a new listing 
for the company’s recently improved 
automatic grip handle on flexible coil 
wire pipe and sewer auger and also 
for the automatic grip handle on its 
flat steel sewer rod. The listing of suc- 
tion and force cups is larger than in 
former catalogs. The catalog is well 


printed and illustrated. 
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Washburn Co. Consolidates 
General Offices 


In order to consolidate its general 
offices at its home office in Worcester, 
Mass., the Washburn Co. has trans- 
ferred the office of its general sales 
manager, William Van Buskirk, from 
Chicago to Worcester. The sales head- 
quarters formerly located in the State 
Lake Building, Chicago, have been 
closed and the headquarters of the Chi- 
cago district sales force will be located 
at the Chicago division factory, 6126 
South La Salle Street, Chicago, III. 

J. S. Tomajan, formerly sales man- 
ager in charge of sales at the Wire 
Goods Co. division, has been made 
Western sales manager, and will make 
his headquarters at the Chicago divi- 
sion factory, Chicago. 





Rupp Shear & Forge Co. 
Organized 


The Rupp Shear & Forge Co., Cleve- 
land, recently organized with a capital 
stock of $20,000, will manufacture 
tinners’ snips and forgings. The com- 
pany is affiliated with the Rupp Ma- 
chine Co. and both companies occupy 
the same plant. August Hurschman 
is president of both companies. 





H. Voges, Jr., General Mgr. 
Smith & Hemenway Co., Inc. 


Herman Voges, Jr., for years presi- 
dent and general manager of the Web- 
ster & Perks Tool Co., Springfield, 
Ohio, and more lately in the drop forg- 
ing business in Indianapolis, Ind., has 
associated himself in the capacity of 
general manager with the Smith & 
Hemenway Co., Inc., Irvington, N. J., 
manufacturers of “Red Devil” glass 
cutters, pliers, etc. 





Walter B. Creed Dies 


Walter B. Creed, at one time presi- 
dent of the Indiana Retail Hardware 
Association and for many years a 
prominent retail hardware retailer, died 
at his home recently in New Albany, 
Ind., in his sixty-fifth year. Previous 
to engaging in the retail hardware 
business, Mr. Creed was with the Hart 
Hardware Co., Louisville. His retail 
business was incorporated as the W. B. 
Creed Co. fifteen years ago. 





Worthington Issues New 
Electrical Booklet 


The electric section of’ the new gen- 
eral hardware catalog of the Geo. 
hides. ga Co., Cleveland, has been 
published as a separate booklet. This 
section covers’ electrical supplies, 
household appliances and radio equip- 
ment, is well illustrated and intended 





to augment the services of the complete 
catalog. Completely indexed it will 
be a good help to the hardware mer- 
chants’ electrical department. The 
booklet is identical with the electrical 
section in the catalog and is not a 
condensed form. 

Wherever possible standard list 
prices are indicated as a guide to the 
dealer. There are approximately 20v 
pages in this section embracing a very 
complete line of electrical merchandise 
and sundries. 








Thomas B. Janney, head of 

Janney, Semple, Hill & Co., 

Minneapolis, Minn., who died 
Feb.5 





Quinn & Co., Cleveland, 
Office Moves 


The Cleveland office of Clement K. 
Quinn & Co., Duluth, Minn., recently 
moved from the Rockefeller Building 
to the new Union Trust Building. The 
office is in charge of Lee E. Ives, dis- 
trict manager. 





R. E. Hill in Toledo with 
Winchester-Simmons Co. 


Raymond FE. Hill, Athol, Mass., asso- 
ciated with the Winchester Arms Co. 
New Haven, Conn., for several years, 
has been made assistant manager, Win 
chester-Simmons, Toledo, Ohio. 


Kendallville Hardware Co. 
Makes Improvements 


The Kendallville Hardware Co., 
Kendallville, Ind., is making plans to 
rearrange the store. Changes will be 
made in the shelving, display and in- 
terior arrangement shortly after the 
first of the year, 


W. E. Colbert to Represent 
Fox Furnace Co. in Pa. 


W. E. Colbert, formerly with the 
Schley & Nash Co., Pittsburgh, Pa., 
recently became connected with the 
Fox Furnace Co., manufacturer of the 
“Sunbeam” warm air furnace, Elyria, 
Ohio, and will represent the company 
in Western Pennsylvania. This ar- 
rangement was made through mutual 
agreement with Schley & Nash, who 
formerly handled the Fox “Sunbeam” 
and which now intends to devote its 
entire attention to its regular plumb- 
ing and plumbing supply lines. 





Johnson Gas Appliance Co. 
Opens New York Office 


The Johnson Gas Appliance Co., man- 
ufacturer of gas appliances of quality, 
Cedar Rapids, Iowa, is to open a branch 
office at 277 Lafayette Street, New York 
City, in order to provide more adequate 
accommodations for its trade in this 
territory. The new office is to be in 
charge of Willis G. Haskell, Jr. 


Window Display Men 
to Organize 


Plans for the formation of an associ- 
ation, made up of live wires of the 
window display advertising field, to be 
known as the Window Display Adver- 
tising Association, are to be discussed 
at a meeting to be held at the Hotel 
Cleveland, Cleveland, March 17-18. 
The association has as its objective 
the promotion of scientific window 
dressing. 





G. B. Stone to Represent 
United Electric Co. 


The United Electric Co. of Canton, 
Ohio, manufacturers of the Ohio elec- 
tric cleaner, announce the appointment 
of G. B. Stone, formerly sales man- 
ager of the Ohio Tuec Co. of Toledo, 
Ohio, as district manager for its 
Indianapolis, Ind., territory. 


Crosley Radio Corp. Formed 


The Crosley Radio Corp., Cincinnati, 
is the new name given the combined 
plants and office staffs of the Crosley 
Mfg. Co. and the Precision Equipment 
Co. Powell Crosley, Jr., who was pres- 
ident of both former concerns, is the 
president of the Crosley Radio Corp. 





Waldron Hdw. to Build 


The Waldron Hardware Co., 44 Weir 
Street, Taunton, Mass., plans the erec- 
tion of a two-story, 90 x 100-ft. ware- 





house. 
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Winchester Repeating Arms 
Co. Display Contest 


To stimulate interest among Win- 
chester dealers in window display work 
and to aid them in creating displays 
that will have strong attention value 
and sales compelling results the Win- 
chester Repeating Arms Co. announces 
a window display contest for 1924 in 
which 147 cash awards amounting to 
$3,260 will be given. 

The contest will be arranged in the 
following manner: 

Quarterly District Contest. — First 
prize $25, second prize $10, third prize 
$5. 
Quarterly -National Contest. — First 
oy $100 second prize $50, third prize 
25. 

Grand Annual National Contest. — 
First prize $500, second prize $250, 
third prize $100. 

Every photograph submitted during 
1924 will be scrutinized in judging the 
Grand National Contest. To be eligible 
for the national prizes a dealer must 
have been among the participants each 
quarter. 





Eaton Hardware Co. Burns 


The Eaton Hardware Co., Lyndon- 
ville, Vt., was burned out recently with 
heavy loss, most of which is covered 
by insurance. Renso Eaton, H. W. 
Lyster, and Messrs Martin and Hub- 
bard are the partners. 
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Louis J. Ernst, former 


president N. Y. State 

Retail Hd’we Ass'n, 

whose death was an- 

nounced in Hardware 
Age, Feb. 14 





Farland Resigns From Angell Co. 


Ernest C. Farland has recently re- 
signed his. position as treasurer of the 
C. S. Angell Co., 138 Pearl Street, 
Boston. Mr. Farland’s_ resignation 
took effect the first of the year. 
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John Mullin Sole Owner 
Mullin-Daugherty Hdwe. Co. 


John Mullin has purchased the inter- 
ests of his partner, T. M. Daugherty, 
in the Mullin-Daugherty Hardware Co., 
Norwalk, Ohio. Mr. Daugherty plans 
to retire. The firm was originally the 
Ramsey-Mullin Co. James M. Ramsey 
sold out his interest to Mr. Daugherty 
five years ago. Mr. Mullin will be the 
sole owner of the business and will 
conduct it entirely himself. 





Stanchfield Hardware Corp. 
Organized 


The Stanchfield Hardware Corpora- 
tion, Lawrence, Mass., capitalized for 
$30,000, has taken out a Massachusetts 
charter to deal in hardware, electrical 
supplies, tools and farm implements. 
The incorporators are: .Homan J. 
Stanchfield, Methuen, president; George 
F. Wood and Nellie Schwartz, Law- 
rence. 


New Twin Cities Firm 
The Retailer Owned Wholesale Hard- 


ware Co. is the name of an organiza- 
tion to be formed in St. Paul, Minn. 
The new organization proposes to as- 
semble a wholesale stock of hardware 
in the Twin Cities at such point as the 
board of directors may select. 
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Cold Weather Stimulates 


Sales of Winter Goods 


country is living up to the promises and expectations made at the 


(5 ERALLY speaking, business in the hardware trade throughout the 


beginning of the year. 


Cold weather has in large measure served to 


reduce stocks of winter merchandise to a considerable degree. Jobbers report 
an ever increasing interest in futures on the part of the retail trade. 


Prices for the most part remain firm, although there have been changes in 
all sections of the country. These are equally divided between advances and 


reductions. 


Sales of builders’ hardware, tools and auto accessories, which have been 
remarkably good because of the open winter, have not been affected to any 
great degree by the recent cold weather. 





Manufacturers’ Price Changes 


T is reported that several manufacturers have 
advanced prices of drop shot and Boy Scout 


shot. 


Manufacturers of tarred felt paper recently ad- 
vanced prices approximately $4 per ton. 
The Cresley Radio Corp., Cincinnati, Ohio, an- 





nounced reduced prices on certain radio sets. Re- 
ductions vary from 10 per cent to 16 2/3 per cent 
off former prices. 

It is reported that Nicholson, Black Diamond, 
Arcade and K. & F. files were advanced 7% per 
cent on Feb. 15. 


Price Changes from Jobbing Centers 


NEW YORK.—Comparatively few 
price changes were announced dur- 
ing the week. Bar solder is being 
quoted by local firms at 38 cents 
per lb., with strip solder at 44 cents 
per lb. and Kester solder 62% cents 
per lb. Kester metal menders are 
now quoted at $1.67 per box of ten. 
Plain galvanized nails are quoted in 
certain quarters at $6.90, base. 


CHICAGO.—Orders for seasonable 
goods, taken earlier in the season, 
such as screen doors, lawn mowers, 
garden hose, etc., are being shipped 
out by the jobber. Indications are 
that seasonable merchandise will be 
in great demand. The following 
changes in prices are noted in this 
week’s market: 

Eye hammers and sledges declined 
1 cent per lb. Linseed oil advanced 
5 cents per gal. and turpentine de- 
clined 2 cents per gal. Steel sash 
pulleys have declined approximately 
10 per cent. Trimo monkey wrenches 
have advanced 15 per cent, but there 
has been no change in Coe’s or 
kindred lines. Manufacturers of 
competitive galvanized tubs and 
pails have advanced their prices 5 
per cent, but local jobbers have not 
as yet changed their prices; in fact, 


they have made a downward revi- 
sion of 25 cents per doz. 


BOSTON.—Price changes continue 
mixed. Among the advances made 
by jobbers the past week are the 
following: Babbitt, 5 cents ver lb.; 
awls, bits, chisels, etc., about 5 per 
cent; drop shot and Boy Scout shot 
about 10 cents; sheet lead and sheet 
zinc, % cent per lb.; bar solder, 4 
cents to 5 cents per lb.; while on 
extra long handled D-shovels the 
extra charge has gone up 20 cents. 
On the other hand, cattle cards are 
lower; as are Thrift and Tornado 
clocks; heavy hammers, wood chop- 
pers’ mauls, blacksmith sledges and 
stone hammers are off 10 per cent; 
lantern globes cost a little less; cop- 
per tubing is down 1 cent per Ib. 
and galvanized window netting al-out 
5 per cent. 


PITTSBURGH.—tThe local market 
was practically bare of any im- 
portant price changes in the past 
week, excepting that some makers 
advanced prices on plate washers 
about 25 cents per 100 lb. Reports 
are current of impending advances 
on wire products, steel pipe and 
shafting, but these cannot be con- 
firmed, and are believed to be un- 
true. Local prices on hardware 


products are firm, but there are no 
signs of changes either up or down 
to be made in the near future. 


CLEVELAND.—W indow glass 
prices adjusted; manila and _ sisal 
advanced 1 cent; new radio prices 
showing reduction on sliding scale; 
this applies to Crosley products. 
Some sets reduced 10 per cent. Lin- 
seed oil up 4 cents. Competitive 
grade steering sleds subjected to 
price adjustments, showing slight re- 
ductions, approximately 2% per 
cent. White lead advanced % cent. 


TWIN CITIES.—lIn general there 
have been very few price changes, 
but such as have been made are in 
the nature of advances. 

There has been a substantial ad- 
vance in the prices on rope; best 
grade manila now quoted 19% cents 
per lb.; best grades sisal at 17% 
cents per lb. 

Solder has increased % cent per 
Ib.; now quoted 34% cents per lb. 
for guaranteed half and half. 

Glass prices, which had weakened 
in this territory, are now firmer and 
show a slight advance. Single 
strength now quoted 83 per cent 
from lists and double strength 85 per 
cent from lists, delivered in Minne- 
sota territory. 
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New York Market News 


General Market Firm 


Most of the local firms are en- 
gaged at present in making ready 
for the New York State Retail 
Hardware Association convention 
and exposition. The exposition will 
be held at the Seventy-first Regi- 
ment Armory, Park Avenue and 
Thirty-fourth Street, and practically 
all of the local manufacturers and 
jobbers will have merchandise dis- 
plays. 

The general tone of the market is 
rather steady. Few important price 
advances were reported. Retailers 
are ordering frequently, but gen- 
erally in moderate quantities. Col- 
lections are said to be “reasonably 
satisfactory.” 

The railroads are said to be heavy 








PRICE CHANGES 


Bar solder is now being quoted by local firms at 
38 cents per lb. Strip solder is quoted at 44 cents 
per lb., and Kester solder at 62% cents per lb. 

Plain galvanized nails are now being quoted by 
some local interests at $6.90, base. 

Kester metal mender is now $1.67 for a box of ten. 








buyers in the market for repair sup- 
plies and replacement parts, as well 
as for steel, rails and freight cars. 
In some quarters it is estimated that 
approximately 150,000 freight cars 


will be added to the roads this year. 
Last year the roads put 197,875 new 
cars into service and also added 4087 
new locomotives to their power 
equipment. 


CURRENT MARKET QUOTATIONS 


The following are New York jobbers’ 
quotations to retailers on some of the 
seasonablie lines principally in demand: 


gy alg geo axes, 2% to 3 Ib., $19.25 
per gy? 3% to 3% Ib., $19.25 per doz. ; 
3% to 4% Ib., $19. 75 per doz.; 4 to 5Ib., 
$20.25 per doz.: 4% to 5% Ib., $20.75 per 
doz.; 5% Ib. only, $22.75 per ‘doz. 

House axes, 2% Ib., 19-in. handles, 
$14.25 per doz. 

BOLTS AND NUTS.—Common carriage 
bolts, small, 40-5 per cent; large, 40 
per cent. 

Machine bolts, small, 45 to 45-10 per 
cent; large, 45 to 45-10 per cent. Lag 
screws, 45-10 per cent. 

Stove bolts, 75 to. 75-5 per cent, both 
flat and round hea 

Sink bolts, 75 to 75- 5 per cent, 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shie!ds, 65 per cent. 

CARPET SWEEPERS.—Bissell, ‘‘Amer- 
ican Queen,’’ $54 per doz.; “‘Club,’’ $108 
per doz.; “‘Elite,”’ $60 per doz.; ‘“‘Grand 
Rapids,”’ Nic., per doz.; “Grand 
Rapids,” Jap., $44 per doz.; ‘‘Grand,’’ 
Jap., $60 per doz.; “Parlor Queen,’ $56 
per doz.; “Princess,” $50 per doz.; 
“Standard,”’ Jap., $36 per doz.: “‘Univer- 
sal,”” Nic., $46 per doz.; “Universal,” 
Jap., $42 per doz. 
GALVANIZED PAILS. — Galvanized 
pails, 8-qt., 19c. each; 10-qt., 22c. each; 
12-qt., 24c. each; 14-qt., 27c. each; 16- 
qt., 32c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each: 14-qt., 40c. each: 16-qt., 46c. each. 

Galvanized tubs, No. 1, 69c. each; No. 
2, The each; No. 3, 9lc. each. 
GARDEN TOOLS:— 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash handle, 
4 12-in. tines, $1.58 each; 5 13-in. tines, 
$1.76 each; 6 13-in. tines, $2.05 each; 
5 13-in. tines, 4-ft. handle, $1.50 each; 
§ 13-in. tines, 4-ft. handle, $1.70 each. 
(Lots of six, 5 per cent off.) 

Hay Forks.—3 oval 12-in. drop-forged 
tines, bronzed and polished, select ash 
handle, strapped ferrule 5-ft. bent han- 
dle, $1.12 each; 6-ft. bent handle, $1.35 
each. (Lots of six, 5 per cent off.) 

Spading Forks.—Malleable D handles, 
strapped ferrule; angular drop- forged 
tines; 4 tines, 76c. each; spading forks, 
wood PD handle, strapped ferrule, 4 
heavy tines, $1.64 each; 5 heavy tines, 
$2.08 each. 

Wooden Rakes.—Wooden hay rake, 12 
teeth, two bows, 40c. each; same with 
three aluminum steel bows, 14 teeth, 
varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each; same with 3 aluminum 
steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.—Two wood bows. 
18 teeth, varnished head, 5-ft. handle, 
50c. each. 

Wire Lawn Rake.—24 wire teeth, 20- 
in. head, malleable socket, securely fast- 


ened to head, pinned teeth and head, 
55c. eac 

Genuine Yamada lawn rake, 95c. each. 

Stee! Rakes.—Medium steel garden 
rakes, bronze finish. straight teeth, 5%- 
ft. ash handle. 12 teeth, 77c. each: 14 
teeth, 8lc. each; 16 teeth, 89c,. each. 
Malleable. 12 teeth. 33c. each; 14 teeth, 
36c. each; 16 teeth. 40c. each. 

Garden WHoes.—7-in. steel blades, ne 
finish, 4%-ft. ash handle, solid shan 
35c. each: 7-in. blade, bronze finish, T1c. 
each; 6- in. blade, bronze finish. 17% 
each. Mortar hoe, forged steel blade. 
bronze finish, solid shank. 6-ft. ash 
handle, 9-in. blade. 95c. each. (Lots of 
six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. blued 
steel biades. black-enameled handle. 
riveted tang, 7c. each; heavy solid steel 
6-in. blade, half polished, riveted shank. 
hardwood handle, 10c. each; 1-piece 
socket. 6-in. forged steel blades, polished 
and enameled red, length over all. 13% 
in., 29c. each. All steel trowel, 17c. 
each. Socket pattern. solid forged one- 
piece blade and_ socket, wood-grip 
handle. 60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, black- 
enameled, handle, 10 in. over all, 10c. 
each; 4% -in., malleable tines, half pol- 
ished, brass ferrule, polished handle, 
10%c. each. 

Lawn Weeder.—3 steel spring tines, 

tinned black-enameled handl 10c. 
each; 4 steel tines, 42-in. handle, 44c. 
each. 
LAWN MOWERS.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 14 
in., $5.85 each; 16-in., $6.25 each; 18-in., 
$6.65 each. 

Ball-bearing lawn mowers, self-ad- 
justing, 8-in. drive wheels, 5%4-in. diam- 
eter reel, screw- -adjusting cutter bar, 3 
steel knives, 12-in., $7.25 each; 14- in., 
$7.60 one 16-in., $7.95 each: 18-in.,’ 
$8.30 each 

Ball- bearing lawn mower, self-adjust- 
ing, 9-in. drive wheels, 5%-in. diameter 
reel, 4 self-sharpening knives, 14-in., 
$9.15 each; 16-in., $9.50 each; 18-in., 
$9.85 each. 

Ball-bearing lawn mower. self-adjust- 
ing, hardened cones, 10%-in. open drive 
wheels, 4 self-sharpening knives, 6-in. 
diameter reel, 14-in., $10.35 each; 16-in., 
$10.90 each; 18- in., "$11. 45 each; 20-in., 
$12.10 each. 

Self-adjusting, ball-bearing lawn mow- 
er, 10%-in. wheels, 6-in. diameter reel, 
5 shear cutting self- sharpening knives, 
16-in., $14 each; 18-in., $14.65 each; 20- 
in., $15.30 each. 

NAILS.—Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg 

Wire nails, and brads in omall lots, 70 
per cent off list 

Roofing nails, 4 x 12, 100 Ib., $8.20; gal- 
vanized and plain, $5.20. 

POULTRY NETTING.—From New York 
stock, 40-2% per cent; f.o.b. Pittsburgh, 
45-5 per cent, 


x 


ao} 





ROPE.—First grade Manila rope, 18%c. 
base per Ib.; hardware grade, 16%%c. 
base per lb.; Ist grade sisal, 1. 4 per 
Ib.; 2nd grade sisal, 14%c. per 


SASH CORD.—First grade, 5lc. to 55c. 
per lb. base. Prices vary in different 
sections of the city. 


SOLDERING ers Ib. to pair, 
14 per pair; 1 lb. to pair, ~ per pair; 
lb. to pair, 48c. per pair; 2 Ib. to 
.’ r, 62c. per pair; 2% Ib. to ’ pair, ag 
fe gg h Ib. to pair, 90c. ~ pair; 4 
y pair. $1.20 per pair; 6 to pair, 
0 per pair. 


eeper —Kester ring solder in 1-lb. 
spools, 62%c. per spo 

Bar solder, pends wee Me grade, 38c. per 
Ib. Strip solder, in 5-lb. boxes, 44c. 
per Ib. 
SCREWS.—Flat head _ steel machine 
screws, 70 per cent. 

a head steel machine screws, 70 
per ce 

Flat head brass machine screws, 60-10 
per cen 

Flat ci steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 
Galvanized brass, 70-20-5-5 per cent. 
Flat head brass, 70-20-5-5 R ow cent. 
Round head blued, 72%-20-5-5 per 


cent. 

Round head nickel plated, 6214-20-5-5 
per cent 

Round head brass, 67%-20-5-5 per 
cen 

Prices vary in different sections of 
the city. 


TOOL HANDLES ol RE agen © od 
fork handles, bent, 5-ft., 33c, each; 6-ft., 
5le. each. 

Manure fork handles, bent, 4%4-ft., 29c. 


each. 

Spading fork handle, 414-ft., 36c. each. 

Hoe handle, shank or socket style, 
414-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

Long shovel handle, bent, 4%4-ft., 37c. 
each. 

Long Spade handle, 4% ft., 37c. each. 

Bent D handle, manure fork style, 46c. 
each. Spading fork style, 46c. each. 
Shovel style, 50c. each. Spade style, 
50c. each. 

Malleable D fork handle, manure fork 
style, with strap ferrule and cap, 58c. 
each. Spading style, 40c. each. 

Spading style, with strap ferrule and 
cap, 63c. each. 


WIRE CLOTH.—Jobbers’ quotations, 

f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 per 
100 sq. ft. 

Galvanized wire cloth, 12-mesh, $2.75 
per 100 sq. ft.; 14- mesh, $3.25 per 100 
s t. 

“Copper wire cloth, 14-mesh, $7.25 per 
100 sq. ft. 

Bronze, 1 Se<eneum ve 50 per 100 sq. A sas 


bronze, 16-mesh, $3.9 per 100 sq 
Wire cloth, “galvanized square ate. 
cloth, ™%-in. er 100 sq. ft.; 


% -in. mesh, eos Pe r 160 tt ft.; %- in. 
mesh, $5.50 per 10 
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Chicago Sees Signs of Exceptional 


Spring Business—Several Price Changes 


(Chicago office of HarpWaRE AGE) 
‘NRANSPORTATION facilities, which were tied up 
during the greater part of the week, owing to severe 
- storms which prevailed in the Middle West, have 
about straightened themselves out, and are back to nor- 
mal, with the result that business is going ahead in full 
Indications are that the spring of 1924 will be a 


force. 
record-breaker. 


While it is true that buying is being done very con- 
servatively, nevertheless dealers are in the market for 
repeat orders, which brings the total up to a very satis- 


factory basis. 


Although there have been some prices changes made 
during the past week, the tone of the market on staple 


items continues to be firm. 


Building has recovered from the set-back which it re- 


ALARM CLOCKS.—Prices firm and 
unchanged; deliveries from factories 
slow; large volume of business being 
booked. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American, $11.40 in 
doz. lots, $11.04 in case lots; Blue 
, $13.20 in doz, lots, $12.84 in ease 
lots; " Black Bird, $18. 96 in doz. lots, 
$18.36 in case lots: Bunkie, $20.88 in 
doz. lots, $20.16 in case lots; Lookout, 
$1 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 


in case lots 
AMMUNITION AND FIREARMS.— 


Prices on both ammunition and fire- 
arms seem more settled; there has not 
been the disconcerting uncertainty as 
to the bottom prices, which was so per- 
plexing to the retailer a year ago. 


AUTOMOBILE ACCESSORIES.—Out- 
look for spring business very encour- 
aging; orders for future shipment be- 
ing placed in excellent volume; no price 
changes. 


We quote from jobbers’ 
f.o.b. Chicago 

Spark Mase. —Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4le, each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. 
Cc. Special Ford, 44c. ‘each. 

Spot Lights. —Anderson, 
$6.50 each; Stewart, $5.67 

_— pol, A. 


each. 
Jacks.—Reliable 
$2.50 each; 
Coa aa 
6, 90c. each: National Manmade 
No 21, $1.20 each. 
14 -in. 


Pumps. — Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid fabric, $8.65 each; cord, ao 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 

with 


AXES.—Current demand active, 

best sales on competitive grades. It is 
expected that present prices will rule 
till at least April 1, at which time fall 
prices will be announced. 


quote from jobbers’ stocks, 

f.o.b. Chicane: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 


BICYCLES.—Sales on bicycles rather 


stocks, 


No. 3280, 
each. 
Electric (Ford), $4 
Jacks, No. 46, 
in ee of 10, 


cylinder, 


* second quarter. 


held firm. 


ceived from unfavorable weather, and materials are mov- 
ing freely. Dealers are stocking up for an early spring 
on building materials. 

Steel buying was in smaller volume last week, but mills 
in the Chicago district are booked through the first quar- 
ter in most departments, and there has been a slight fur- 
ther increase in the operating schedules during the week. 

Steel sheet mills are booking orders for delivery for the 
Wire and wire nails are plentiful, orders 
are coming in in a steady volume and prices are being 


Money conditions continue to work easier, with a large 
amount of commercial paper being placed at 4% per 


cent, while last week the bulk of the transaetions were at 


slow, but orders for future delivery 
show an improvement. 


BUILDERS’ HARDWARE.—The un- 
favorable weather prevailing during 
the last week has had a tendency to 
slow down the demand for builders’ 
hardware, but this is only temporary, 
as with the vast amount of construc- 
tion under way, a large amount of 
builders’ hardware is sure to be re- 
quired. There has been no change in 
prices, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper_and dull brass finish, in 
case lots, $3.12 per doz. pair; x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $7.80 doz.; steel bit-keyed front 
door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 


per set; cylinder front door sets, 
$7.50 per set. 


CAP AND SET SCREWS.—Manufac- 
turers issued new list prices on Feb. 1, 
which average about 50 per cent over 
the old lists. 


CHAIN.—Prices firm; the demand con- 
tinues active for all sorts of chain. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.25 per 100 ; American coil 
chain, 40-10 per cent off list; No. 00 
4% electric welded cow ties, $2.75 
per doz. 


COTTON GLOVES.—Although there 
has been no change in price since last 
reported, the market is very firm. Fall 
orders coming in satisfactorily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Knit wrist gloves, 
6-0z., $1.80 doz. pr.; 8-0z., $2.10 doz. 
pr.; 10- 0z., $2.30 doz. pr. 


COPPER RIVETS AND BURRS.— 
Present prices held firm; demand con- 
tinues unusually good. 


We quote from 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


CLIPPING AND SHEARING MA- 
CHINES.—Demand excellent; prices 
ei = 


uote from jobbers’ 
cake Chicago: Stewart No. 1, clip- 
ping machine, $12.75 list: one man 
power shearing machine, $21 list; top 
plates No. 90 and 360, $1.25 each list; 
bottom plates No. 99 and 361, $1.75 
each list; dealer’s discount, 33%4 per 
cent. Stewart electric clipping ma- 


jobbers’ stocks, 


stocks. 


chine, pedestal type, $85 list; shear- 





4% per cent. Collections continue to be satisfactory. 


ing machine $90 list; dealer’s dis- 


count, 25 per cent. 


DOOR SPRINGS.—No change in price; 
commitments for spring delivery com- 
ing in in excellent volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per ‘doz.; No. 6, 63c. 
doz.; No. 7, 70c. doz.; Reliance, light, 
35 .80 doz; medium, $2.5 doz.; heavy, 
3.75 doz.; - Torrey’s, $3 60 doz. 


ELECTRICAL MERCHAN DISE.— 
Satisfactory volume of sales reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7. 35; No. 18 lamp cord, hee per 


100-ft.; in 1000-ft. lots, $13 4 -in. 
brush brass key sockets, S00 each; 
two-way plugs, 60c. each; in lots of 


10, one-piece ‘attachment 


plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; Dry cells, 
boxes of 50, 30%c. each; less than 


case lots, $4c. each. 

EYE AND HAMMER SLEDGES.— 
Prices down 1 cent per lb.; orders be- 
ing booked in liberal volume. 


We soe from jobbérs’ stocks, 
f.o.b. hicago: Striking or black- 
smithg’ sledges, 5-Ilb. and heavier, 
10c. per Ib 


FIELD FENCE.—Good demand on field 
fence. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% 
per cent discount from lists. 


FILES.—No change in price since last 
reported, although market appears 
firm; sales very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-5 
per cent off list; Nicholson files, 50- 
10 per cent off list; Disston files, 
50-10-10 per cent off list; Black Dia- 
mond files, 50-5 per cent off list. 


FISHING TACKLE.—Future orders 
taken last fall now being shipped, and 
the outlook for 1924 is for a large de- 
mand. 


FOOD CHOPPERS.—Sales are all that 
could be expected at this season of the 
year. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No 0, $15 per doz.; No. 1 


$18.20 per doz.: No. 2, $22.25 per doz. ; 
No. 3, $28.35 per doz. ; : Enterprise 


52c. each; 


No. 501, $16.65 per doz.; No. 602, 
$20.80 per doz.; No. 703, $27 per doz. 
GALVANIZED AND TIN WARE.— 


Maple sap is running, and the demand 
is on for galvanized pails for that pur- 
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pose. All manufacturers have now ad- 
vanced their prices to jobbers 5 per 
cent on competition grade galvanized 
tubs and pails. There has been some 
price cutting by jobbers on 1-gal. and 
5-gal, kerosene cans. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after made water pails, 8-qat., 
= 85 doz; 1l0-qt., $2.10 per doz; 12- 

$2.30 doz; 14- -qt., $2.57 doz; gal- 
ee wash tubs, No. 1, 6 doz.: No. 
2, $6.75 doz.; No. 3. $8 doz.; 2- gal. 
galvanized kerosene can (tin breast). 
$4.25 doz.; 5-gal. galvanized kero- 
sene can (galvanized breast), $7.50 

z.; 1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—Prices firm, 
and everything indicates a continuation 
of excellent sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
Bb, up to 40-in., 85 per cent discount; 
over 40-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial put- 
ty, 100-lb. kits, $3.55; glaziers’ points, 
Nos, 1, 2 and 3, one doz. packages, 
65c. 

HANDLED HAMMERS.—Prices on an 
attractive basis since the late 1923 re- 
ductions; orders show substantial in- 
crease in volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No, 11% first quality 
nail hammers, $12 per doz.; 12-oz. ball 
pein, $8.80 per doz.; competitive forged 
nail hammers, $9.60 per doz.; cast 
steel hammers, $4 per doz. 


HANDLES, AGRICULTURE.—No 
change in price expected. As the sales 
depend on crop and general business 
conditions, it is too early to forecast. 
However, there was a great shortage of 
handles last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4%- 


ft., ag 50 doz.; 5- ft., $5.50 doz.; XX 
4¥4-f $4 doz.; 5-ft., $4.80 doz.; X 
4} + * $2.40 doz.: 5- ft., $2.80 doz. 


Hay Fork Handles. —Bent. chucked 
and boréd, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
§-ft., $8.50 doz.; ww bent, ws strap, 

. . $5.50 oz.; 4%- 
"$4 4.50 
doz.; X bent, 4%-ft., 
$3 doz.; 5- ft., $3.40 doz. 

Manure Fork Handies.—Bent, best 
$4.75 doz.; 4%-ft., $5.10 
bent, 4-ft., $4. 15 doz.; 4%- 

75 ox grent 4-ft., $2.60 
.-. 41%- ft., 

Garden Hoe Handles.—XX 4%4-ft., 
$3.45 doz.; X 4%4-ft., $2.40 doz. 

Garden ‘Rake Handles. —XX 5\-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel Handles. — Regular pattern, 
xX 4%4- ft., $5.90 doz.; X 4%-ft., $3.90 


doz.; D handle, best grad# $7. 95 doz. ; 
» 4 ade, $6 doz. 
prade, Handles. — D ~—y eee 


areda, $7.75 doz.; X grade, $6 d 
HANDLES, TOOL.—No Pea, made 
in this line; prices strong with advanc- 
ing tendency; sales reported active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 
Axe Handles.—No. 1 hickory, $4 


finest selected 


z.; No. 2, $3 doz.; 
ae special white 


white hickory, $6 doz.; 
second growth -hickory, $5 doz. 
Hatchet and Hammer Handles — 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 


HATCHETS.—Prices largely reduced 
late in 1923 considered favorable; sales 
increasing in volume as spring 4ap- 


proaches. 


We auote from jobbers’ stocks, 
f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatchets, 
No. 2, $8.45 doz. 


HINGES.—Prices continue firm; there 
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is nothing to indicate a decline; current 
business good. 


We quote 


from jobbers’ stocks, 
f.o.b. Chicago: 


Heavy strap hinges 
in bundles, 4-in., $1.12; 5-in., $1.57; 
6-in., $1.93; 8-in., $3.21; 10- -in., $4.92 
per doz. pairs. Extra heavy =z hinges 


in bundles, 4-in., $1.74; 5-in., $1.85; 
6-in., $2.31: &- -in., $3.95; 10-in., $5.64 
per doz. pairs. 


ICE CREAM FREEZERS.—Orders 
continue to show fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3- qt., 
$6.75 list; 4- -qt., $8. 25 list; 6-qt., $10. 45 
list; 8-qt., $13. 50 list; 10- ~qt.., $18 list; 
12-qt., $21. 55 list; 15- -qt., $25.60 list; 
20-qt., ~ ” list; 25-qt., $42.60 list; 
Arctic, 1- $4 list: 2- qt. $4.60 list; 
3-qt., $55 55. ‘list. 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt., $11. '10 list. All the 
above less 50 peg cent discount. 





Pa Drives 


Winters Now 


Used to be, we only had a 
summer car. hen came win- 
ter it went into the garage till 
spring come. But this year my 
pa saw the Hardware Man and 
he showed him what to get to 
make our car just as safe and 
fine to ride in ice or slush as 
in any time. You’d just ought 
to see the fun we have and get- 
ting round most everywhere 
you'll be glad to do the same 
and you can for my pa drives 
winter’s now. 


Sonny 
Smileo 














INCUBATORS.—Nothing in sight to 
slow down unusual demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 30 per 
cent discount; insulated ¢hicken 
waterers, $3.25 each. 


LARD PRESSES AND SAUSAGE 
STU FFERS.—Everything indicates 
that sales will continue to be heavy; no 
price changes. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: os ar ee No. 25, 4- 


qt., $7.28 — “ag 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 
NAILS.—Orders dh. sanerPtan dealers 


seem to be protecting their stocks; no 
changes in price expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1- 
= and longer; $2.50 for shorter than 

n. 


OIL STOVES.—Interest particularly 
active in this line for spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list: 4-burner, $28 
each list; new improved New Perfec- 
tion, 2-burner, $22 each list; 3- 
burner, $28.50 each list; 4- burner, $35 
each list; Superfex 2- burner, $36 each 
list; 3- burner, $45 each list: 4-burner, 
$58. 50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 
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PAINTS AND OILS.—Linseed oil ad- 
vanced 5 cents per gal.; turpentine de- 
clined 2 cents per gal. Prices on the 
balance of the staples remain un- 
changed 


We Se. from jobbers’ 
f.o.b. Chica 

Linseed Oil. —Raw, barrel lots, $1.08 

per gal.; 5-barrel lots, $1.03 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1. og per gal.; 5-barrel lots, $1.05 per 


stocks, 


gal 
Turpentine. —Barrel lots, $1.13 per 


ga 

Resetuene Alcohol. — Barrel lots, 
55c. per ga 

White Lead. —100-lb. kegs, $14.50 
per keg; 50-lb. kegs, $7.50 per keg; 
25-lb. Kegs, 80 per keg; 1214-lb. 
kegs, $2 per keg. 

Dry Paste.—In barrels, 6c. per Ib. 

Shellac.—(4-lb. goods) white, $3.75 
per gal.; orange, $3.60 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX OVEN WARE.—Tea pots be- 


ing featured at all conventions, and 
large sales may be expected. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz. ; No. 183, $12 
doz.; No. 184, $14 d . 

Casseroles.—Oval, ‘No. 193, $12 doz.; 

No. 197, 4 doz. 


Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (narrow 
neck only) 80c. per doz.; all styles, 
6-oz., $1.60 per doz.; 8-oz., $2 per 
doz.; 10-o0z., $2.40 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

ea Pots. —2-cup, $20 doz.;: 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—The acute shortage of tubes 
has not improved; manufacturers im- 
proving deliveries on complete sets. 


REFRIGERA T ORS.—Outlook for 
spring business excellent; several man- 
ufacturers report their output sold. 


ROLLER SKATES.—Demand heavy, 
especially in the South. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys’ ball 
bearing, $1.45 pair; girls’ ball bear- 
ing, $1.55 pair. Union boys’ ball 
bearing, $1.55 pair; girls’ ball bear- 
ing, $1.65 pair. 


ROOFING PAPER.—Although prices 
are advanced over last month, they are 
very firm, and the spring demand prom- 
ises to run to good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 


faced prepared roofing, $2 #£4per 
square; best tale surfaced, $2.35 per 
square; medium talc surfaced, $1.65 


light tale surfaced, $1.05 


per square; 
red rosin sheathing, $70 


per square; 
per ton. 


ROPE.—The Mexican situation greatly 
:xterrupts the supply of sisal fiber, and 
manila fiber costs are very firm at the 
recent higher level. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 17%c. per Ib.; 
No. 2 manila rope, 1614c. per Ilb., 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 14%4c. per Ib., 
base; No. 2. sisal rope, standard 
brands, 13%c. per Ib., base. 


SASH CORD.—Local prices still un- 
changed; business good. 


We quote from vanes lad stocks, 
f.o.b. Chicago: etagsars 
brands, $11 per ing hanks; No. 8, 


$12.60 per doz. hanks. 
SASH PULLEYS.—Steel pulley prices 
declined approximately 10 per cent. A 
good business is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
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50c. doz.; barrels, 54c. doz. Commo n 
Sense, 2-in., 60c. doz.; barrels, 54c. 
yn No. 105, 52c. doz.; barrels, 48c. 
Oz. 


SCREEN DOORS.—Orders taken ear- 
lier in the season now being shipped 
out by the local jobber, and everything 
indicates a good, healthy demand. 


We quote from jobbers’ 
f.o.b. Chicago: 

Screen Baers: —No. 266, 2-8 x 6-8, 
$23.15 doz.; No. 296, 2-8 x 6-8, 0m 20 
doz.: No. 311, 2-8 x 6 x 8. 

Window Screens. — No. 1833, “7 30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Stocks ample; sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices higher and firm. 


stocks, 
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sibility of a decline. If there should be 
any change in these goods, it will more 
likely be an advance. 


STEEL SHEETS.—Demand continues 
good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 

STOVE PIPE AND ELBOWS.—Fall 
orders being placed freely by dealers, 
in view of the fact that prices continue 
the same as last fall, with no prospect 
of a decline ahead. 

We quote stocks, 


from jobbers’ 


f.o.b. Chicago: 26-gage 6-in. pipe, 
$17.50 per 100 joints; 28-gage 6-in. 
pipe, $15. 50 per 100 ‘joints: 30-gage 


6-in., pipe, $13.50 per 100 joints; 28- 
gage 6-in. elbows, $1.60 doz. 


WHEELBARROWS.—Orders coming in 
in better volume as the spring selling 


15 


ness on screen wire practically placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3. 98 per spool; No. 9 
galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $4: 25 per 
100 1b.; catch weight spools painted 
barb wire, $4.30 per 100 Ib.; 12-mesh 
black wire cloth, $2.10 per 100 sq. 
ft.; 12-mesh galvanized wire cloth, 
$2.45 per 100 sq. ft.; 14- mesh bronze 
wire cloth, $6.70 per 100 sq. ft. in 
50-ft. rolls: galvanized before poultry 
netting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—Trimo monkey wrenches 
advanced 15 per cent. 
no change on Coes’ or kindred lines of 
monkey wrenches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 





There has been 





60 per cent off list; Coes wrenches, 


We quote from jobbers’ stocks, season approaches; prices firm and un- 40-10 per cent off; engineers’ 
f.o.b. Chicago: Warranted, 50-50 changed wrenches, 25 per cent off; knife 
solder, $34 per 100 lb.; medium, 45- . handle wrenches, 40-10 per cent off; 
55 solder, $33 per 100 Ilb.; tinners We quote from jobbers’ stocks, Stillson, 60-10 per cent off; Trimo, 


60-744 per cent off. 

We quote f.o.b. factory: 

' Snap-On Wrenches.—No. 101, Mas- 
ter Service set, $15.25; No. 202, Heavy 


40-60 solder, $32 per 100 Ib.; high 
speed babbitt metal, $25 per 100 Ib.; 
Standard No. 4 babbitt metal, $12 
per 100 lb. 


f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


STEEL GOODS.—Prices firm. Because WIRE GOODS.—Orders for barbed Seekde ose. bts Ro, 4G Boer 
of the scarcity and high price of ash wire and staples improving, but do not Driver set. $3.40. All Snap-On 


Wrenches less 40 per cent f.o.b. Mil- 


timber and high wages, there is no pos- waukee. 


equal nails and field fence; spring busi- 


New England’s Optimism Increases 
as Principal Industries Gain Ground 


(Boston office of HARDWARE AGE) 


the balance of 1924, and the backward movement of the 
\ FALLING off in business during the past week or 


raw cotton market means that it is getting down to a basis 
where the general public will buy it when made up into 
cotton goods. With these New England backbone indus- 
tries on the mend, there is reason for the optimistic 
feeling among retail dealers. 

Manufacturers of builders’ hardware in this section are 
still hard pushed, and most of the other makers of hard- 
ware are doing splendidly. Money continues plentiful and 
the banks are anxious to loan funds, particularly on build- 
ing projects. New England railroads, that is most of 
them, are making money far the first time in years, which 
is another point in favor of optimism. Failures are 
remarkably small, while collections are fairly good. Hard- 
ware jobbers are well stocked with merchandise, and while 
numerous changes in hardware values are. still being made 
they are not serious enough to influence the situation. 


ten days is reported by a large number of retail 

hardware dealers in New England. There naturally 
has been some reflection of retail business conditions in the 
wholesale market, yet bookings by jobbers collectively hold 
up remarkably well. It goes without saying that a tre- 
mendous amount of business has already been booked by 
jobbers, which is an indication that retail dealers have 
much confidence in the future. During the coming week 
the retail trade will devote a large part of its time to con- 
vention matters. 

Industrially, New England appears to be slowly yet 
surely gaining ground. The leather as well as the boot 
and shoe industries are unmistakably better off than they 
were two or three months ago. People who ought to know 
say the woolen industry is assured a good business through 


AUTOMOBILE ACCESSORIES.— —< ot A ot, -gal., . 5 priced Thermos bottles have been re- 
Over-the-counter sales of automobile fh gallons, $1 Sar gal.; 55- gallons, Sbe. vised to a net basis, no discount now 
accessories are less active owing to per gal.; Cylinder, B, 1-gallon, being allowed. Otherwise bottle prices 


5 -gallons, $1.13% per gal.; 
1.05 per gal. 
1.05 per gal. 


30-gall ons. 
Transmission oil, C, 
Transmission grease, 


remain as heretofore. 
We quote from Boston jobbers’ 


more seasonable weather. Sales by 
shelf hardware and other accessory job- 


r : CC, 5-pound lots, 20%c. per lb.; lub- : 
bers, however, are satisfactory, inas- ricant grease. in Epeued lots, $11.50 a a —Thermos line. No. 11, 
much as many retail firms are making per case of 12; in 1-pound packages, brown, $1.05 each net. No. 6, $2.75 


° $10 A il case of 48. Discount 25 per 2.10: 
plans for the spring. cent. each baggy Py 6Q, $45, No. 15%, $3 3.19; 


We quote from Boston jobbers’ AXES.—Jobbers continue to receive versal line, No. 21, pint, $1.65 each, 


stocks: ; list; No. 22, quart, $2.50, COUTTS: 
Automobile Accessories.—Apco line, orders for axes. The movement out of No. 111, pint, $1.65 net: green. 


eae cal Ga — — stock is, of course, less than it was * eS: No. 72 phi nat No, int 
wheel Ae — es ye ne wre: prior to Jan. 1. No. aoe pints, $2.75; No. 592, $4.50. — 
nw ag arnt” wre $2.25; We quote from Boston jobbers’ 95c. list: ro Thermos Ne” 15QF, $1.60. 
windshield wiper, crank case stocks: 


$3.75; 
arm, 48c., and battery charger, $13.50. 

Springs. —Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7-leaf 
front, No. 2000, $1.25, net, 9-leaf 
front, No. 2004, $2; 9-leaf rear, No. 
2009, $4.25. 

Pressure Gauges.—Balloon tire, in 
lots of less than ten, $1. os each; in 
packages of ten, $1.08 e 

Oils and Greases. —Mobiloil, 


Discount.—Small lots, 25 and 10 per 
cent; case lots, 25, 10 and 5 per cent. 


CARDS.—Another downward revision 
in jobbers’ quotations on cattle cards 
has taken place, this time quite a sub- 
stantial one. The market for file cards 
is unchanged, however. 


Axes.—Single bit, $14.50 per doz. 
base; doublt bit, $19.50. With han- 
dies, single bit, $18.75 per doz. 


BABBITT.—Local jobbers’ quotations 
on the best grades of babbitt have been 
advanced about 5 cents per Ib. 


cylin- BOTTLES.—Jobbing quotations on low- 
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Be! quote from Boston jobbers’ 
stock 

Cards. —Cattle, No. 04, 12 doz. to 
case, $2.10 per doz.; No. ‘04, 2 doz. to 
case, $2.25; No. 4, 2 doz. to case, $3; 
No. 2, 8 doz. to case, $3.15; No. 2, 2 
doz. to case, $3.30. All prices net. 

File cards.—$1.50 per doz. net. 


CARPENTERS’ TOOLS.—Local job- 
bing quotations on at least one line of 
awls, bits, chisels, etc., have been 
marked up approximately 5 per cent. 
CLOCKS.—A slight downward revision 
in jobbers’ prices on the Waterbury 
line of Thrift clocks and the Gilbert 
line of Tornado clocks is reported. 
Quotations on other clock items have 
not changed, however. 


ee. quote from Boston jobbers’ 
sStoc 

Western Line. — Sleepmeter, $1.30 
each; in dozen lots, $1.26 each; in 
case (forty-eight) lots, $1.22 each. 
Jack-O-Lantern, $1.95 each; in dozen 
lots, $1.90 each; in case lots, $1:84; 
radiol te, va 95 ‘each: in dozen lots, 
oo? ot enc ' A case lo $1.84 each. 

.28 each; in dozen lots, 

2 81 at ~% ome Re er’ 
ots, $2.14 each Ben, ; 
each: in dozen ‘eae e 21 each: a 
case ‘lots, $2.14 each. —— 
each: in dozen lots, oo Py .- 
case lots, $1.07 each. Bisckbird, $1. 62 
each; in dozen lots, $1.58 each; in 
case lots, $1.48 each. 

Waterbury Line.—Thrift, in case 
lots, 90c. each; in lots of a dozen, 
95c. each; in less than a dozen lots, 
98c. each. Relay, in case lots, $2. 14 
each; in less than case lots, $2.26 


Gilbert Line.—Tornado, in case lots, 
$1 om in less than case lots, $1.05 
eac . 


CROWBARS. — Contrary to rumors 
going the rounds here, there will be no 
immediate change in prices on crow- 
bars. New price lists issued by manu- 
facturers show no changes. 


a oe quote from Boston jobbers’ 
stock 

Crowbars.—Under 10 lb., 70c. each; 
over 10 Ib., 8%c. per Ib. 


FISHING TACKLE.—tThe fishing 
tackle market appears to be in a satis- 
factory condition. Jobbers and manu- 
facturers are moving goods in fair vol- 
ume, and more and more retail dealers 
are placing their business for spring 
and summer sales. Prices are very 
steady, and from all that can be learned 
they are not expected to vary much in 
1924. 


GALVANIZED WARE.—For current 
retail needs there is a _ satisfactory 
movement of galvanized pails out of 
jobbers’ stocks.. Bookings for tubs, 
watering pots, garbage cans and other 
items that are in public demand during 
the spring months are of good volume. 


We quote from Boston jobbers’ 
stocks: 
Ash ew 0180, $2.68 each, 


net; No. 190, $4.20 each, list; No. 171, 
$3. 50; No. 181, 88. 
Paiis. —§-qt., $1.85 per doz., net; 10- 


at. $ “$2. 55; 12- -qt., $2.80; 14-qt. pails, a 
to dozen, $4. 80; pails, 50 Ib. 
doz., $6.20. 

Tubs.—No. 200, 12 per doz., net; 
No. 300, $13.25 

Garba e Cans.—Dover line, No. 4, 
$1.40; No. 1, $1.68. 

Ash Sifters. —Favorit te, $6 pet doz., 
net; all wire, $8.40; No. 19, $3. 
Watering Pots.—4- ae . 
doz., net; 6-qt., $7. 8-qt., $8.75; 
10-at., $10: oo $1 50, and 15-qt., 


Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40: 17-in., *. galvanized, with 
$4.80; 17-in., $5.16; 18-in., $5.60 

GRASS HOOKS. So far this month 
jobbers have booked good orders for 
grass hooks, but admit the surface of 
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the retail requirements has not been 
scratched. Contrasted with last season, 
there is not enough difference in prices 
to be noticeable. 


We quote from Boston jobbers’ 
stocks: 
Reliance, No. 70, $3 net per dozen 
Lawn King, $6. 50: Little Giant, $5. O5: 
Little Giant, adjustable, $6; Little 
Giant, long handle, $8; Komet, $4; 
Kelley Axe, briar edge, offset han- 

e, ; 


GUNS AND AMMUNITION.—Drop 
shot and Boy Scout shot have been 
marked up 10 cents by jobbers, follow- 
ing an upward revision in manufac- 
turers’ lists. Higher prices are due 
to the buoyancy of the pig lead mar- 
ket. 


We quote from Boston jobbers’ 
stocks: _ 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount, 

Drop Shot.—Smaller than B, $2.80 

per bag; B and larger, $3.05 r bag; 
Air Rifle, Boy Scout, shot, $4. 4.85 per 
case. 

Guns.—Steven’s line, No. 11, 17 50: 
shot rifle, $3.40, net; No. : 





barrel Pane Gan ens No. 380, 


90. ge line, model 99a, 
calibers 30- 30, 303 "aed 300, $31; model 
99b, takedown, $35: model 99¢c, cali- 
bers 33-30 and 303 with 22-in. barrel, 
and caliber 300 with 24-in. barrel, $31. 
HAMMERS.—Heavy hammers, weigh- 
ing under 5 Ib. are now quoted 60 per 
cent discount, contrasted with 50 and 
10 per cent heretofere. Hammers 
weighing 5 Ib. and more are 60 and 10 
per cent discount, as against 60 per 
cent heretofore, while wood choppers’ 
mauls, blacksmith sledges, stone or 
spaulding hammers are 60 per cent 
discount, which compares with 50 and 
10 per cent heretofore. 
We quote from Boston jobbers’ 


stocks 

Carpenter's Hammers. — Maydole 
line, No. 111%, $13.50 PP Ra net; 
No. 12, $12.65; No. 12%, 1.82; No. 


ity $14.62; No. 711%, $13. 50 No. = 

8.75. Brown Hammers. —No. 
350 per doz.; No. 12, $9.50: No. 1134" 
11, $11; No. 711%, $10.12, 


Heavy Hammers, etc.—Heavy,, un- 
der 5 lb., 60 per cent discount; over 
5 Ib., 60 and 10 per cent discount. 
Stone hammers, 60 per cent discount: 
wood choppers’ mauls, 60 per cent 
discount. 


HAMMOCKS.—Initial orders for ham- 
mocks are reported by jobbers. The re- 
tail buying movement really has not 
started, however, but it is expected to 
get under way before the close of 
February. Local jobbers’ stocks are in 
good condition and prices are practi- 
cally the same as last season. 

We quote from Boston jobbers’ 
stocks: 

Hammocks.—Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11.88; 
No. 700, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, 9. 

Canopies.—No. K7, green and gray, 
$6.50 each net. 

Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $4 net each. 


Chain.—3-ft., $2.50 per doz. pair, 
net; 6-ft., $4. 


HANDLES.—Good shipments of axe 
handles for immediate requirements are 
reported, as well as excellent bookings 


for other kinds of handles to be shipped 
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later in the year. Jobbers appear to 
feel that 1924 will be one of the best on 
record for handles. 


P+ quote from Boston jobbers’ 
stoc 

Handles. —Axe, hickory, first qual- 
ity, 28-in., $6. ell er doz. net; 30-in., 
$4.99; 32- in., $4. 

Pick. —First a 36-in., $7.67 
per doz. net. 

Hay Fork.—Chu burr 
ae oN 4-ft., $3. 20 a = list; tip: 
ft., $3.6 0: 6-ft., $6.70; bent, a 
$3.40; 4-ft., $3.90: 4%- -ft., $4.4 ie” 
$5. Discount, 33% per igs 

Manure Fork.—Bent, —— shin: .80 
per doz. list, with ferrul e, 
malleable, D-handle, plain, $6. 60, yond 
ferrule, $8. 10; discount, per cent. 
Wood D- handle, plain, ‘$6. 90, with fer- 


rule, $8.40; discount. 10 per cent. 
Pe y Fork.—Malleable, D-han- 
$6.60: wood D-handle, $6.90; 


— with malleable D-handle, 
$11.10; discount, 3314 per cent; wood, 


with D-handle, $11.40; discount, 10 
per cent. 
Hoe.—Field, chucked and burred, 


poplar and ash, $3.40 per doz. list; 
not chucked, ash, $3.40. Motor hoe, 
6-ft., $6.70; discount, 33% per cent. 
Rake -——Garden, 6- ft., $6.20 per doz. 
list, 33% pat oent discount: steel D- 
handle, $2.28 net. 
pore _—Manure, $1 per doz. list: 
a $1; hoe, 85c.; discount, 33% per 
cen 


LANTERN GLOBES.—Jobbers’ prices 
on lantern globes have been adjusted 
slightly downward to conform with new 
lists recently issued by manufacturers. 


Bo quote from Boston jobbers’ 
stocks: 

Lantern Gtedee.— Dies line, in 5 
dozen lots, Blizzard fitzall locnob, 
$1.10 per doz: net: Blizzard fitzall loc- 
nob ruby, $3; D’Lite locnob, $1.15; 
D’ Lite, locnob ruby, $3: Little ‘Wizard 
locnob, $1; Junior Blizzard, $1.05. In 
lots of less than dozen, Blizzard, 
a +t Blizzard ruby, $3.20; D’ Lite, 

D’Lite ruby, $3.25; Little Wiz- 
ey are 15; Junior Blizzard, $1.20. 


LAWN SPRINKLERS.—Jobbers are 
still rounding up lawn sprinkler busi- 
ness, which in the aggregate this year 
is entirely satisfactory, they say. 
We quote from Boston jobbers’ 
stocks: 
Sprinklers.—Lawn, fountain, $7.75 


er doz. net; fountain half _— 
$6.65; Brooks, $8; Rain King, $2.3 


LUNCH KITS.—Jobbers have aiden 
their prices on No. 396 lunch kits to a 
net basis, as against a discount hereto- 
fore. Lunch kit prices otherwise re- 
main the same. 


We quote from Boston jobbers’ 
stocks: 

Lunch Kits.—Universal line, No. 
310, $3.50 one, list; No. 320, $4; No. 
410, $3.75; No. 3070, $3.25. Discount 
25 and 0 per cent. For 12-piece 
lots, 25, 10 and 5 per cent. No. 396, 
$1.75 each net. 


PICKS AND MATTOCKS.—Prices are 
unchanged, and jobbers feel they will 
remain so. Consequently, they have 
gone out and secured.a nice business for 
spring delivery. 
We quote from Boston jobbers’ 
stocks: 
Picks.—Railroad, 40 and 10 per cent 
discount; contractor’s, 40 and 5 per 
cent discount. Grub hoes, 40 and 10 


per cent discount. Mattocks, 40 and 
10 per cent discount. 


RADIO GOODS.—Sales are larger than 
ever and jobbers are constantly obliged 
to replenish stocks. 


We quote from Boston jobbers’ 
stocks: 

Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, $5 amps., 90c. ‘each: voltmet- 
ers, No. 34B, 0 to 30 volts, Si. 50 each; 
No. 34C, 0 to 50 volts, $1.8 5 each. 

Eveready B & C batteries are 


~_* 


a" 





quoted in various lots, net, as follows: 








—~ 
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Less 10 50 
No 10 to 49 plus 
St Ke cused $1.05 $1.00 $0.90 
aaa .35 1.27 1.13 
ee a Nee ae cd 1.35 1.27 1.13 
MN bats acedwa 1.75 1.67 1.50 
Pe 3.50 3.3 3.00 
 gtiiaycy AR 9.00 8.25 7.50 


Battery Chargers.— Apco line, in 
lots of less than 10, $13.50 each net. 


REELS.—Orders for hose reels are 
coming into jobbing houses quite freely 
for this time of the year. Jobbers an- 
ticipate no difficulty in filling retail 
dealers’ requirements. 
We quote from Boston jobbers’ 
3 “Reels. —Hose, Reel-Ezy, $18 per doz. 
net; Victor, $2 each net; Wirt & 
ox, $3.75 “each net. 


ROOFING MATERIAL.—The market 
for all kinds of roofing material is 
strong. Manufacturers of tarred felt 
paper recently advanced prices about 
$4 a ton, but jobbers have not changed 
their prices. Shingles also were ad- 
vanced by one of the leading manufac- 
turers, and there is talk of other ad- 
vances impending. 
We quote from Boston jobbers’ 


stoc 
Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 per roll; 


e, 1-ply. $1.78; 

-ply, $2.56; Granitized, 2-ply, 
$1.78; 3-ply, $2.11 

Shingles.—Japroid ay! lock top, 
$5.25 per square; stri P, $5.75; super 
strip, $6.55; individua $5.75; super 
giant, $8.50. Neponset, twin, $6.75 
per square: American twin, $4.75: 
American four, asphalt, $4.75; Pro- 
slate, individual, $6. 

Wallboard -—Neponset, $35 per 1000 
ft.: American, .68. 

Paper. —Bermico sheathing, $85 a 
ton; tarred felt, $61.50. 


RULES AND LEVELS.—With all signs 
pointing to a tremendous amount of 
building in 1924, jobbers are preparing 
to do a big rule and level business. 
They already have a very flattering 
amount of business booked ahead, but 
are expecting much more. 
We quote from Boston jobbers’ 
stocks: 
Rules.—Stanley line, No. 1, square 
joint, $2.63 per doz. net; No. 

No. 68, fourfold, $1. 91; No. 42. 
ship carpenters’, $5.04; No. 51, draft- 
ing scale, $3.42. 

Levels.—Stanley line, No. 0, 28-in., 


7 20 each, net; No. 7%, 36- in., $2.02; 
No. 30, 28- in., $2.44; No. 237, 24-in., 
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$3.72. Sand, No, 24, $4.50 each, net; 
No. 26, $4. 75: No. 28, $5; No. 30. $5. 25. 


SHEET LEAD.—Following a further 
rise in the pig lead market, sheet lead 
quotations have been increased another 
% cent per lb. 


Pt) quote from Boston jobbers’ 
stoc 
ysneet Lead.—Per Ib.. 15%c. base, 
ist. 


SHEET ZINC.—In common with most 
other kinds of metals, sheet zine has 
been advanced, in this case %4 cent per 
lb. 

a. te quote from Boston jobbers’ 
Sheet Zinc.—600-Ib. casks. 11%c. 


per lIb.; 200-lb. casks. 11%c.; 100-lb. 
— 11%c.; Broken lots, 12%c. per 


SHOVELS.—Where the retail trade de- 
mands extra D-handle shovels, 4 in. 
longer than the regular goods, for which 
jobbers formerly charged $1 extra, the 
extra charge is now $1.20, bringing 
fourth grade extra D-handles up to 
$14.10. 


a. quote from Boston jobbers’ 
stoc 
Snow Shovels.—Long handle. steel, 
$5.50 per doz.. net; steel D-handle, $6; 
— wood D-handle, $6.50; Massa- 
usetts long handle, $8.75; Massa- 
chusetts D-handle, $9. 
Fire Shovels.—Japanned. No. 54, 
72c. per doz.; No. 86, 84c.; No. 80, 
60c. Galvanized, No. 254, 78c. per 
doz.; No. 256, 94c. 


SINKS.—Last summer and fall some 
of the retail dealers experienced diffi- 
culty in securing all the common iron 
sinks desired. They are therefore plac- 
ing orders for goods earlier than usual 
this year. 


ae quote from Boston jobbers’ 

” Common Iron Sinks.—2%-ft., $4 
each, net; 3-ft., $4.60; 3%4-ft., $5. 75. 
SOLDER.—Bar solder, fifty-fifty, has 
appreciated 4 cents to 5 cents per lb. 
in value.. Jobbers’ quotations now range 

from 42 cents to 44 cents per lb. 


SPRAYERS.—In connection with the 
good buying of various kinds of sprays, 
the call for sprayers is coming ahead 
very fast. 


We quote from Boston jobbers’ 
stocks: 

Sprayers.—Midget, No. 335, $3 per 
doz. net; continuous, No. 332, Ri 
compressed air, galvanized, No. 5, 
$4.85 each, net; brass, No. 343, $8 rr 
pm Standard spray pump, $3.75 
eac 
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Acme Corn Planter, No. 309, $21 
per doz. net; plant powder gun, No. 
313, $12.50; plant fog spray, $4.20. 


STOVES.—The call for air tight stoves 
persists. An exceptionally large num- 
ber of them have gone into consumption 
this year, according to jobbers. Ad- 
vance orders for oil stoves to be used 
in summer homes, camps, etc., are rap- 
idly accumulating. 


hl quote from Boston jobbers’ 
stoc 

Air Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 


TIRES.—Makers of the Richland line 
of automobile tires have placed on the 
market a 32 x 4%-in. truck tire that is 
attracting much attention in this terri- 
tory. It is particularly adapted for 
Ford trucks, but can be used on certain 
makes of pleasure cars. 


We quote from Boston jobbers’ 
stocks: 
Tires.—Hartford os cord, 30 x 


32 x ae sg He 80; 32 x 4-in., $16.20; 
33 x 4-in., $16.75; 34 x 4-in., $17.20; 
32 x i“ in., $21; 33 x 4%-in., $21.50; 
34 x 4%-in., 22: 35 x 4%%-in., $22.60; 
36 x 6% -in., G23. 15; 33 x 5-in., $26.10; 


Richlatd Line. — Oversized cord, 
clincher, 30 x 3%4-in., $10.50; straight- 
side tires, 30 x 3%-in., $11 .50; _ 82 x 


4-in., $18.55; 33 x 4-in., $19 iB: 34 x 
4-in., $19.70: 32 x 4%-in., $24.05; 33 

-in 0: 34 x 4%-in., $25.20 
35 x 4%-in., $25.90; 34x 4%-in., hy 50; 
33 x 5-in., 9.90; x 5-in., $31.40; 


37 x 5-in., $33.15. Truck tires, 32 x 
4%-in., $30.90 each. 


TUBING.—Copper tubing has been re- 
duced about 1 cent per lb. by the job- 
bers, following a similar reduction 
made recently by manufacturers. 


WINDOW WIRE.—Galvanized window 
netting has been reduced about 5 per 
cent by the jobbing trade. 
Be I quote from Boston jobbers’ 
stock 
Window Netting. — Galvanized, 
square mesh, from stock, $5.55 per 
100 sq. ft. From factory, $5.15 per 
100 sq. ft. f.o.b. Pittsburgh. 
WINDOW WEIGHTS.—Retail hard- 
ware dealers are placing orders for 
window weights in a quite liberal man- 
ner. ° 
We quote from Boston jobbers’ 
stocks: 
Window Weights. — From _ stock, 
weights under 5 lIbs., 4c. per Ib.; 5- 
lbs. and more, 3%c. 


Future Business in Cleveland Reported 


Heavier Than in 1923—Few Price Changes 


(Cleveland office of HARDWARE AGE) 
ARKET confidence of the retailer is closely re- 
M flected in the unprecedented interest being mani- 
fested in new store fronts and new interior fix- 
tures. Local jobbers consider January sales and inquiries 
on this equipment heaviest ever experienced. Sales for 
January both wholesale and retail are heavier than for the 


same month last year. 


Dealers’ stocks generally are well adjusted and the 


ACCESSORIES AND TIRES.—In spite 
of the fairly heavy snow, most of the 
northern Ohio roads are open to traffic, 
which has been heavy. City pavements 
are slippery and the retail sales of 


lines. 


desire to maintain well assorted stocks is very apparent. 
Pick-up business is brisk. The retail trade is planning 
active spring campaigns on steel goods and kindred spring 


Futures are heavier than last year. Price movements 
are few and relatively unimportant, with the possible ex- 


ception of rope market. Most changes, however, are in 


chains has been good. Anti-freezing 
compounds have been very active, so 
have radiator covers. Jobbers say that 
early demand for general accessories 
for spring touring needs have been bet- 


nature of adjusted quotations. 


ter than usual. Tires are moderately 
quiet. Prices generally are firm. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, R a, VY, Reliable jacks, No. 1, 
$2.33; N , $3.33, in lots of 12; Derf 





corer tg 


: 
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spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 4ic. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00, $1; No- 1, 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—Dealers buying in fair quanti- 
ties; stocks ample; prices steady. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted axes, 
handled, $19 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
dled, $24.50 per doz.; unhandled, $20 
per doz. 


BOLTS AND NUTS.—Jobbers have not 
yet announced intention of following 
recent factory advances on machine and 
carriage bolts, though there is no as- 
surance that the increase will not be 
made shortly; demand moderate; stocks 
appear satisfactory. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut thread, 5 
per cent off list; small, rolled thread, 
00 and 5 per cent off list; carriage 
bolts, large and small cut thread, 45 
per — on ae Stove bolts, 75 and 5 
er cent o st; hot pressed 
$3.25 off list. een ee 


COASTER WAGONS.—Future are very 
good calling for early spring delivery; 
prices not expected to change; stocks 
adequate. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50: size 
14 x 32, $6.43; size 14 x 34, $7.03: 
size 16 x 38, $7.73; size 18 x 40, $8.33 
each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
10-in. disc wheels, $6.75; size 16 x 
38, 10-in. disc wheels, $7.15: size 18 
x 40, 10-in. disc wheels, $7.55 each. 
Bowman All-steel line: size 13 x 
3214, No. 100 loose bearings, $4.50 
to $4.15, according to quantity. No. 
200 same _with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity. No. 80 same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 
Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 X 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 
American National Line-American 
Boy Red Express Wagons, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.: 
No. 4, $32 per doz. Little Tot Coaster 
Wagons, roller bearing, double disc 
wheels, No. 38, $2.20 each: No. 40 
$3.65 each. American Coasters, roller 
bearing wood wheels, steel tires. No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer Coasters, roller bear- 
ing, double disc wheels, No. 51, $5.70 
— ee aeons each. 

anesville Brand, No. 11 R, $8.70; 
No. 12 R, $7.95; No. 13 R, $7.20 dnd 


CUTLERY.—Sales unusually active; 
stocks somewhat improved; prices 
steady. 


HANDLES (TOOL AND AGRICUL- 
TURAL).—Futures very heavy; jobbers 
well pleased with early indications; 
prices steady; stocks ample. 


Jobbers quote f.o.b. Cleveland: 

Axe Handies.—No. 1 Hickory, $4.25 
per doz.; No. 2, $2.90 per doz.: finest 
selected white hickory, $6 per doz.: 
special white second growth hickory, 


$5 per doz. 
Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 


hickory, $1.50. 

Hay Fork Handties .—Straicht,. 
chucked and bored, 4% ft., $4.50: 5 
ft., $5.50 per doz.; XX, 4% ft., $3.80 
per doz.; X, 4% ft., $2.40 per doz., 
XX, 5 ft., $4.65 per doz.; X, 5 ft., $2.80 
per doz. 

Hay Fork Handles.—Bent, chucked 
and bored, 4% ft., $7.50 per doz.; 5 ft.. 
$8.50 per doz.; XX, bent, 4% ft. ; 
per doz.: X, bent, 4% ft.. $2.90 per 
doz.; XX, bent, 5 ft., $5.25 per doz.; 
X, bent, 5 ft., $3.30 per doz. 

Manure Fo Handles.—Bent, 4 ft., 
$4.75 per doz.; 4% ft., $5.10 per doz. 
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XX, bent, 4 ft.; $4 per doz.; 4% ft., 
$4.30 per doz.; X, bent, 4 ft., $2.50 per 
doz.; 4% ft., $2.90 per doz. 

Garden Hoe Handies.—XX, 4% ft., 
ty per doz.; X, 4% ft., $2.40 per 
OZ. 

Garden Rake Handies.—XxX, 6 ft., 
$6.25 per doz.; X, 5% ft., $3.25 pe 


OZ. 
Shovel Handles. — Regular pattern 
XX, ft., $5.90 per doz., X, 4% ft., 
3.75 per doz.; D handle, best. grade, 
7.95 per doz.; X grade, $6.25 per doz. 

Spade Handies.—D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 





Still Selling Hardware 


¢¢B EVANG’S WEEKLY,” pub- 
lished at Lanesboro, Minn., 
recently celebrated its twenty-fifth 
anniversary. Considerable space was 
given to the early history of the 
town, which, by the way, is the home 
of Congressman Sidney Anderson, 
who did much to disprove the claim 
that the retailer was a profiteer. In 
telling of the early settlers who built 
their houses and stores in the thickly 
wooded hills, the paper speaks of 
Dan O’Brien, who built the third 
building in the town, about 1868, and 
opened the first hardware store. He 
still occupies the same building and 
carries a stock of hardware. . 





NAILS AND WIRE.—This line showed 
symptoms of slackness ten days ago, 
but interest has revived and sales are 
heavier; shipments fairly easy; prices 
stronger. 

Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 gal- 
vanized wire, $3.95 per 100 lb.; No. 9 
annealed wire, $3.50 per 100 Ib.; and 
cement coated nails, $3.25 per 100 lb. 
Polished staples, $4.05 per 100 Ib.; 
galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg. 

m ae brads, 70 and 10 per cent off 

Ss . i 


PAINTS AND OILS.—White lead ad- 
vanced % cent; linseed oil up 4 cents; 
business fairly active; stocks ample. 


Cleveland jobbers quote: 
Turpentine, in bbls., $1.15%; 
than bblis., $1.30% per gallon. 
Linseed oil, in bbls., $1.06; less than 
bbis., $1.21. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal., in 
wood bbls. 
sw Venetian red, in bbls., 3c. 


less 


per 1 in 100-lb. kegs, 4%c. per Ib. 
White lead, in 100-lb. kegs, 14%c. 
per Ib.; in 50-Ib. and 25-Ib. kegs, 


14%c. per lb.; in 12% Ib. Kegs, 15c. 

per lb. In 500-lb. lots, 10 per cent 

discount; other prices are net. 
PYREX OVEN WARE.—Prices given 
guaranteed until June 30, 1924; sales 
keeping up; stocks ample. 

Jobbers’ quotations f.o.b. Cleveland: 
LIST PRICES.—Subject to discount 
of 33'/4 per cent. 

Casseroles.—Round standard, No. 
167, $1: No. 168, $1.17; No. 169, $1.33; 
No. 170, $1.67 each. 

Bread and Biscuit Pans.—No. 212, 
$0.60; No. 214, $1 each. 

Cake Pans.—No. 231, $0.67; No. 221 
(rounds), $0.50; No. 809, $0.67 each. 

Puddin Dishes.—No. 450, $0.83, 
No. 463. $0.40: No. 464, $0.57 each. 

Pie Plates.—No. 202, $0.50; No. 203, 
$0.60; No. 209, $0.60 each. 

Custard Dishes.—No. 422, $0.17; No. 
423, $0.13 each. 
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Tea Pots.—No. 12, $1.67; No. 14, $2; 
No. 32, $1.67; No. 34, $2; No. 22, $1.67; 
No. 24, $2 each. 


ROPE.—Manila has advanced 1 cent. 
Sisal has advanced 1 cent. Both ad- 
vances are due to rising costs of raw 
material. It is said that the hemp and 
sisal market may soon be affected by 
the Mexican political situation; which 
is said to have caused a shortage of 
labor. This situation is causing par- 
ticular concern with producers of binder 
twine. Further advances are possible. 


Jobbers quotations f.o.b. Cleveland: 

Best grades manila, 17%c. for mill 
shipments; 18c. for stock shipments. 

Best grades sisal, 1544c. stock ship- 
ments; 15c. for mill shipments. 


SCREWS.—Jobbers have not announced 
any price changes; demand fair; stocks 
satisfactory. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head nickeled, 65, 
5, 5 and 5 per cent off list, and round 
—_— brass, 76, 5 and 5 per cent off 

st. 


STOVE PIPE AND ELBOWS.—Fuv- 
tures stronger; prices quoted guaran- 
teed until Aug. 1, 1924; this includes 
stove boards. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe, in crates of 25 joints, 
Security blued, 28 gage; 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in., $4; 
7 in., $4.65. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 in., 
ag 6 in., $1.55; 7 in., $2.10, all per 

Oz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; 28-in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape; 20 x 30 in., $15 per doz.; 24 x 
36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, oyrare 
shape; 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.: 20 x 30 in., $9.30 per doz.; 24 x 
36 in., $10 per doz.; 26 x 30 in., 
_— per doz.: 28 x 34 in., $10.75 per 

OZ. 


WINDOW GLASS.—Adjusted prices 
due to market flutter and not to 
changed production costs. New prices 
show slight reduction, whereas ten- 
dency in production costs is higher. De- 
mand fairly active; stocks satisfactory. 


Cleveland jobbers are quoting: 

Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A and B, 87 per cent off list. 

Lights, single and double, 85 per 
cent off list. 

Single AA paper wrapped, 85 per 

cent off , double AA paper wrapped, 
85 per cent off list; lights, AA paper 
wrapped, 85 per cent off list. 

Putty, pure, in 12% Ib. lots, $6.75 
per cwt.; in 25-Ib. kegs, $6 per cwt.; 
in 100-Ib. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 
per cwt.; in 25-Ib. lots, $4.25 per cwt.; 
in 100-lb. lots, $3.75 per cwt. Glaziers’ 
points range from 20 to 22c. per Ib. 


WRENCHES.—Stocks ample; demand 
fair. 
Snap-On Wrenches, No. 101, Master 
Service sets, $15.25 each; No. 201 
eavy Duty sets, $8 each; No. 404 
niversal Socket sets, $7 each; No. 
505 B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 
wrenches, f.o.b. Milwaukee, Wis. Skid 
chains and cross links, quoted at % 
off list. 


Reading matter continued on page 80 
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” Good to Sell 


The entire line of McKinney Hinges 
and Butts is good to sell— because 
it gives you a stock that covers all | 
needs. For every class of work in 
every class of building there is the 
proper kind of 


Mc KINNEY 
inges Butts 


at the right price. And in any grade, 
in all finishes, your customer gets 
a better piece of goods for the price 
of the ordinary kind—or less. The 
workmanship is first class—our 
word for that. 














MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 







Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door 


bolts and latches, shelf brackets, window 
and screen hardware, steel door 
mats and wrought specialties 
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Twin Cities Dealers’ Future Orders 


Smaller but More Frequent 


(Minneapolis office of HARDWARE AGE) 
B= retail and jobbing sales show a steady improve- 


ment. 


as soon as spring season opens. 


Wholesalers report a good volume of auto accessory 


ASH SIFTERS.—Small demand; stocks 
light; prices as last. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 
ers, $3.75 per doz.; round metallic, $4 
per doz.; wood barrel, $12 per doz. 


BALE TIES.—Sales small; stocks fair; 
prices remain as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties 65-10 per cent. 


BOLTS.—Sales in general good; stocks 
good. Prices stiff and have shown ad- 
vances in other districts which will no 
doubt soon be put in effect in general. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 45-5 per cent; large 
and small machine bolts, 50-5 per 
cent; stove bolts, 70 per cent; lag 
bolts, 60 per cent. 


BRADS.—Fairly good demand; stocks 
visti prices unchanged. 


quote from jobbers’ stocks, 
Py Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.— Judging 
by building permits already issued sales 
of builders’ hardware this season bid 
fair to exceed that of 1923 which was 
a remarkably good year. There is, of 
course, the possibility that future de- 
velopments in general conditions may 
result in cancellations and conservatism 
should be shown in getting in stocks. 


COAL HODS.—Sales fair; stocks well 
reduced; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned coal 
hods, open, 17-in., $3.75; 18-in., $4.25; 
japanned funnel, 17-in., .80; 18-in., 
$5.25; open galvanized, 17-in., $5.30; 
18-in., $5.80; 17-in., funnel galvan- 
ized, $6.65; 18-in., $7.10 per doz 


COPPER RIVETS AND BURRS.— 
Sales fairly good; stocks ample; prices 


stationary. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 


burrs 40 per cent from list. 
COASTER WAGONS.—Jobbers report 
a very good volume of business for 
early spring shipments; stocks good; 
prices steady. 


We quote from jebbers’ stocks, 
f.o.b. Twin Cities: Auto wheel aged 
wagons, No. 60, $5.50 each: No. 
$6.44 each; No. 62, $7.03 each; No. 63. 
$7.72 each. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Dealers getting 
stocks in shape for early spring de- 
mand; present sales light; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28- -Bage conductor pipe, 
$5. 40 per 100 ft.; 3-in., conductor el- 
bows, $1.73 per doz. 


Retail dealers are optimistic and believe that 
there will be a good demand for all seasonable lines 


and supply orders, mostly for immediate shipment. Deal- 
ers are not placing as heavy future orders as formerly 
but are ordering more steadily. 

Sales in general for January were well up to the aver- 


age and sales so far this month are showing a steady 


FIELD FENCE.—Jobbers report fair 
volume of business; retail sales small 
as yet; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence 56% 
per cent from lists. 
FILES.—Retail buying fair; factories 
and shops placing good volume of or- 
ders; Rew firm. 


quote from jobbers’ stocks, 
MP. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.— Sales  con- 
tinue about average volume but heav- 
ier demand expected shortly; prices as 
for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: a d No. 1 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; Heavy galvanized tubs, 
No. 1, $12: No. 2, $13.25; No. 3, 
Vy 50; Standard galvanized pails, 10- 

$3. 55; 12-qt., $2.90; 14-qt.. $3.20; 
16-at., stock pails, $5; 18-at., $5. 75 per 
OZ. 


GLASS AND PUTTY.—Retail sales 
fair; stocks good; prices firmer. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices 
single strength glass 83 per cent; 
double strength glass 85 per cent 
from lists. Putty, strictly pure, 50- 
Ib. steel drums, $5; 25-lb. drums, 
$5.20 per cwt. 


HAMMERS AND HATCHETS. — Re- 
tail demand quiet; jobbers report fair 
volume of orders for fill-ins from deal- 
ers; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%. $13.50; Plumb 
HF81, $12; Riverside, No. 611%, 
Plumb Broad Hatchet, No. $17 7.15: 
Plumb shingling, No. 2, $13. 18: Plumb 
Claw, No. 2, $14.40 per doz. 


LANTERNS.—Demand continues good 
for this time of year; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short —, _ per doz.; Embury 

* lanterns, No. $7. 75 per ‘doz.: No. 
240, $12.75 ~~ ‘ae: No. 130, Midget 
vehicle lanterns, $17 per doz. 


NAILS.—Fair retail demand. Good 
volume of inquiries from contractors 
and some are placing orders for early 
spring shipment. Stocks good; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base: cement 
coated nails, $3.60 per keg, base. 


PAINT.—Wholesalers and distributers 
report a good volume of business. Re- 
tail demand limited to paints for inside 
use. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal; second grade 
house paints, $2.10 per gal. White 
lead, $12.68 per cwt. 


improvement over last month. 


PYREX OVEN WARE.—tThere con- 
tinues to be a fairly good demand; 
stocks good; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, et - No. 231 
utility pans, 67c.; No. tea pots, 
2-cup, $1.67 each: No. 4 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, $2.33 

REGISTERS.—Retail sales small; job- 
bing sales fairly good; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel regis- 
ters, 40 per cent from lists. 

ROPE.—Somewhat better demand for 
rope. There has been a substantial in- 
— in prices. 


© quote from local jobbers’ stocks, 
f.o. be in Cities: Best grades manila 
rope, 19%c. per Ib.; best t grades sisal 
rope, 17%c. per Ib. 

SANDPAPER. — Millwork companies 
placing a good volume of business; re- 
tail trade light; stocks good. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream $5.85; Second 
grade No. 1, per = $5. 25; Garnet 
No. 1, per ream $16 

SCREWS.—Demand fairly active from 
larger users; stocks ample; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 


screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat 
head, japanned, 67% per cent; flat 


head, brass screws, 70 per cent; 
round head brass, 67% per cent. 


SKATES.—Dealers are using special 
effort to clean up stocks. 


SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—Sales continue to be 
good; stocks being rapidly cut down;- 
unseasonable weather delayed sales; 
prices steady. 

SOLDER.—tThere continues to be a 
good demand for solder; prices have 
made a further advance. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Half solder 34% cents per Ib. 


STEEL SHEETS.—Jobbers report sales 
improved; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvan- 
ized steel sheets $6.20 r cwt.; 28- 
gage black steel sheets $5.05 per cwt. 


STEEL TRAPS.—Sales good in trap- 
ping districts; prices steady. 

We quote from jobbers’ stocks, 

f.o.b. habe Cities: Victor No. 

gs .65; No. $2: No. 1%, $3.05; No. 2. 
3.97; Newhouse Oneida Jum 0, 
= 07; No. 1, $2.38; No. 1%, 3 43 9 per 
OZ. 


TACKS.—Sales good; 
prices as last quoted. 


stocks ample; 


Reading matter continued on page 82 
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Bott Copy 


Slidetite offers every hard- 
ware dealer an unusua 
opportunity for extra pro- 
fits. Write today for 
Catalog A-29, which gives 
full particulars of Slide- 
tite for all types of garage 
doorways. Your custom- 
ers will find it a useful 
buying guide. 
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No Slamming Doors with Slidetite 


One of the chief objections to swinging garage doors is their 
tendency to become unmanageable on windy days. Slam- 
ming doors are not only annoying but dangerous, for 
they are a common cause of personal injury and damage to 
lamps and fenders. 


Swinging garage doors have other disadvantages, too. They 
soon begin to sag and bind, and in winter are easily blocked 
by ice and drifted snow. 





Garage Door Hardware 


provides a doorway without a single fault. For Siidetite equipped doors 
slide instde, away from ice and snow, and fold flat against the wall 
where the wind can’t slam and bang them. 


Slidetite equipped doors are suspended from above, making sagging and 
binding impossible. They slide so smoothly on their overhead track 
that a child can open or close them. Yet they fit the opening snugly 
when closed, securely sealing the garage against wind, rain and cold. 


Slidetite is the only practical door-hanging system of openings of any width 
up to thirty feet. Even in doorways of this extreme width, S/:dettte pro- 
vides a clear, postless opening. 


Exclusive manufacturers of “AiR-Way”—the original sliding-folding window hardware 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 





Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 


Seattle 





AURORA. ILLI NOIS,.U.S.A. 


RICHARDS-WILCOX CANADIAN Co., LTD. 


Winnipeg LONDON, ONT. Montreal 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10 oz., 60c., 55c., and 
20c. per doz. 2-oz. packages, respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages; & oz. cut 
tacks in bulk, 15%c. per Ib.; 6 oz., 
16%,c. per Ib. 


TIN PLATE.—Sales to large users 


good; stocks fair; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin C —w Tin pate. furnace 
coke ICL 20 28, $14.75 per box; 
roofing tin IC, “20 x 28, 8-Ib. coating, 
$14.25 per box. 


W ASHERS.—Sales fair; stocks ample. 


$5.60 per cwt. 


Tubular stee! 


f.o.b. Twin Cities: ™ in. wrought painted cattle, 


steel washers $6.15 per cwt.; 1 in. 


W HEELBARROWS.—Contractors are 
showing considerable interest in wheel- 
barrows and some orders being placed; 
stocks good; prices firm. 


We quote from 
f.o.b. Twin Cities: 
rows, fully bolted, $37.50 per i 


jobbers’ stocks, 
Wood stave 


wood garden Seavene. wee eac 
WIRE.—Jobbers booking some _ busi- 
ness from dealer; retail sales light; 
stocks fairly good; prices unchanged. 


We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, f.o.b. Twin Cities: 
80-rod spools, $3.70; 
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galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog _ wire, 
$1.25; smooth black annealed, No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Steady demand; dealers 
placing good volume of business with 
ees prices firm. 


uote from jobbers’ stocks, 
$6.75 each; PP bg win Cities: Agricultural 
ch. wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62%4 per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and [lege Wwrenense, ~ per 
cent; Snap-on es 
Master iy No. "101, $15, "25; *No. 
202, $8; No. 404, $7; No. 505B, $3. 40; 


Barbed’ wire, 
less 40 per aa f.o.b. Milwaukee. 


Steel Companies Operating 85% to 90% 
of Capacity, Says Pittsburgh Report 


(Pittsburgh office of HARDWARE AGB) 


AVORABLE developments in the steel trade continue, 

and are again led by the Steel Corporation, which for 

the month ending on Jan. 31, shows an increase of 
353,090 tons in orders on hand as compared with Dec. 31. 
On the last day of January, the Steel Corporation had a 
total of 4,798,429 tons of orders on its books, the largest 
since September, 1922. On Feb. 1 the Corporation was 
operating its plants to an average of 90 per cent, and since 
that date there has been a slight increase. Further than 
this, an official of the Steel Corporation states that up to 
Feb. 15, incoming orders have been at least 15 per cent 
heavier than shipments, and the outlook is that this may 
continue for some time to come. This splendid position of 
the Corporation is reflected to large extent in the better- 
ment in orders that has come to the independent steel 
companies, nearly all of which report that incoming orders 
are heavier now than at any time since last April or May. 

Operations of the independents have shown a steady 
increase over the past two months, and are now close to 
85 per cent of capacity. The remarkable thing about all 
this is that it has come without any sacrificing of prices 
to get the business. In fact, for more than a month there 
has been a steady withdrawal of low prices sent out by 
some mills, and today there is stronger adherence to what 
are known as regular prices than at any time in nearly 
a year. 

We do not mean by the above that shading in prices 
has entirely disappeared, but we do mean that less is being 
done, probably 90 per cent of the orders on the books of 
the steel mills now having been taken at prices in effect 
when the orders were placed. These encouraging condi- 
tions in the steel trade are reflected by a large increase in 


AXES.—Axes are in fair demand, and tracts, but there it seems to end. Few 
there are reports of an advance in new orders have been placed at the 


output of pig iron and steel ingots. We gave the figures 
on increased pig iron output in our report of last week, 
and the steel ingot output figures, which are official, show 
that in January this country made a total of 3,599,933 
gross tons of ingots, an increase of 756,174 tons over the 
output in December, the largest production in any one 
month since August of last year. Blast furnaces idle for 
some time are being blown in to meet the heavier demand 
for pig iron, and February output, in spite of it being a 
short month, will likely show a large increase in output 
of pig iron over January. 

Steel prices are being well maintained, but in some 
special cases, slight concessions are being made. Plates, 
on which Pittsburgh mills are having sharp competition 
from some Eastern mills, are being slightly cut by local 
mills to meet this severe competition, and on some of the 
lighter steel materials, once in a while there is a conces- 
sion in prices, but not severe by any means. The mills 
are so well filled up over the next two or three months that 
they are holding prices firm, and turning down orders 
where it would be necessary to cut prices to get them. 

We see no reason to revise our statement made early in 
this year, that 1924 is going to be an active year in the 
steel industry, and that prices are likely to be stable over 
the year. 

There were no actual changes in hardware prices in the 
past week, with the possible exception that some makers 
have advanced plate washers about 25 cents per 100-Ib. 
The volume of hardware trade is better locally than in 
January, but is not as large as anticipated it would be at 
this time. Prices on all hardware lines seem to be firm, 
with unconfirmed reports that wire products may soon be 
advanced $2 per ton, and shafting $5 per ton. 


Carriage bolts, % x 6 in., Smaller and 
shorter, rolled threads, 60 and 5 per 
cent off list; Carriage bolts, cut 
threads, all sizes, 50, 10 and 5 per 








prices to be made about April 1. When 
the makers are asked about this they 
simply say it is news to them. 
Whether there will be an advance or 
not depends largely on developments 
in the steel trade in the meantime. 


We quote from jobbers’ stocks 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.: double bitted, han- 
ag $21 per doz.; unhandled, $18 per 

OZ. 


BOLTS AND NUTS.—tThe recent ad- 
vance in prices. of about 5 per cent has 
stimulated specifications against con- 


higher prices, as jobbers and consumers 
were covered pretty far ahead before it 
was made. Rivets are selling quite 
freely, but prices are being materially 
shaded. Makers admit that it is hard 
to sustain prices, due to too much capac- 
ity for making rivets. Large lots of 
structural rivets have lately sold as 
low as $2.65 per 100 lb. at maker’s 
works. The general market is $2.75 
to $2.85 on ordinary orders. Present 
discounts on nuts and bolts, also prices 
on rivets in large lots are now as fol- 
lows: 


Bolts and Nuts. — Machine bolts, 
small, rolled threads, 60, 10 and 5 per 
cent off list; Machine bolts, all sizes, 
cut threads, 60 and 5 per cent off list; 
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cent off list; Lag bolts, 65 and 5 per 
cent off list; Plow bolts, Nos. 1, 2 and 
3 heads, 50 and 10 per cent off list; 
Other style heads, 20 per cent extra; 
Machine bolts, c.p.c. and t. nuts, % 
x 4 in., 50 and 5 per cent off list; 
Larger and longer sizes, 50 and 5 per 
cent off list; Hot pressed squares or 
hex. nuts, blank, 4.25c. off list; Hot 
pressed nuts, tapped, 4.25c. off list; 
C.p.c. and t. square or hex. nuts, 
blank, 4c. off list; C.p.c. and t. 
square or hex. nuts, tapped, 4c. off 
list; Semi-finished hex. nuts, * in. 
and smaller, U. S. S., 80 and 5 per 
cent off list; % in. and larger, U. S. 
S., 75 - 5 per cent off list; Small 
sizes, S. A. E., 80, 10 and 5 per cent 
off list; S. ut E., % in. and larger, 
75, 10 and 5 per ‘cent off list: Stove 
bolts in packages, 75, 10 and 5 per 
cent off list; Stove bolts in bulk, 75, 
10, 5 and 2% per cent off list; Tire 
bolts, 60 and 10 per cent off list: Bolt 
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Griswold customers return— 
but only to buy goods! 


CARRY GRISWOLD WARE and know the satisfac- 
tion of the satisfied customer. Griswold utensils never 
come back, though the customers do—frequently. 


Griswold Tite-Top Dutch Ovens and the rest of the 


Griswold Heart-Star 


Griswold line measure up to the woman’s ideal of fine Waffle Iron—Nos. 18 
a , ma . 19, low frame; Nos. 
implements for her kitchen. They make easier the 118-119, ‘high frame. 


kind of cooking she is proud of. They gain for you 
prestige with every good cook in the neighborhood. 


From all over the world women are sending their 
praises of Griswold ware. “I am the proud possessor 
of your Tite-Top Dutch Oven,” writes Mrs. Ensign, of 
Defiance, Ohio, ‘‘and would appreciate one of the , 
recipe books advertised in Good Housekeeping. I find 





the oven far superior to any other utensil for cooking rq sweld Cast Iron Skillet. 
: ° ‘9 n IZ sizes. Also comes with 
meats, and use it continually. _ wood handle in II sizes. 


Every Griswold cooking utensil nationally adver- 
tised has been tested and approved by the Good House- 
keeping Institute. They are quality products, and will 
make your store the quality store. 


Have you received the new Griswold trade mark 
window and counter display card in four beautiful 
colors to identify your store as headquarters for 





Griswold Safety Fill 


Griswold cooking utensils? Free for your asking. Cast Aluminum Tea Kettle 
in 3 sizes, 4, 5 and 6 
quarts. 


THE -GRISWOLD MFG. CO., Erie, Penna., U.S.A. 


Makers of the Bolo Oven, Extra Finished Iron Kitchen 
Ware, Waffle Irons, Cast Aluminum Cooking Utensils, 
Food Choppers, Reversible Dampers and Gas Hot Plates. 


THE LINE THAT’S FINE AT COOKING TIME 
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rade Mark 


T 
Reg. U. 8. Pat. Off. 


Griswold Combination 
Meat and Food Chopper 
With self-sharpening, re- 
versible steel knife and 
three different size reversi- 
ble steel plates—packed in 
Griswold Tite-Top special, strong containers. 
Dutch Oven, with self- 
basting cover. In 
sizes. 
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* more than a masher“ 


—the latest Ace product that 
has a reputation to maintain. 


The Ace Knife Sharpener has 
found a ready market and the 
volume of sales has increased 
steadily every month. 


The Ace Potato Creamer is now 
destined to become a popular 
favorite because it serves an 
everyday need and does it quicker 
and better than the ordinary 
potato masher. The secret lies in 
the curved blades over each slit, 
a feature thoroughly protected by 
patents. 


Write for circular and quotations. 
-* Ace Hardware Mfg. Corp. 


Dept. A 
Philadelphia 


Knife Sharpener 
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ends with hot pressed nuts, 60 and 5 
per cent off list; Bolt ends with cold 
pressed nuts, 50 and 5 per cent off 
list; Turnbuckles, with ends, % in. 
and smaller, 50 to 55 and 5 per cent 
off list; Turnbuckles, without ends, 
in. and smaller, 65 and 5 to 70 an 
10 per cent off list; Washers, 5c. to 
5§.25c, off list; Large structural and 
ship rivets, base, per 100 Ib., $2.75; 
— rivets, 70 and 10 per cent off 
ist. 


COLD-ROLLED SHAFTING.—Reports 
are current here that prices on cold- 
rolled shafting are to be advanced $5 
per ton in the near future, but inquiry 
among local makers failed to verify this 
report. Last October prices were re- 
duced $5 per ton, and the report is that 
this reduction is to be restored. De- 
mand is fair, and makers are quite 
busy. In large lots we quote cold-rolled 
shafting at 3 cents, Pittsburgh, freights 
being equalized with Chicago Makers 
in competitive territory. Some time 
ago Chicago makers started to quote 
Chicago basis, and this is why local 
makers are now equalizing freights in 
that district. 


IRON AND STEEL BARS.—tThe pres- 
ent demand for soft steel bars is prob- 
ably heavier now than at any time for 
several years. Prices are firm, but 
here and there are sometimes slightly 
shaded. Consumers are asking prompt 
shipments on their orders, indicating 
that the bars are going into actual use, 
In carloads and larger lots prices are 
now as follows: 


Soft steel bars, base, per Ib., 2.40c.; 
Soft steel bars for cold finishing, $3 
per ton over base; Reinforcing stee! 
bars, base, 2.40c.; Refined iron bars, 
base, per Ib., 3.10c. to 3.15c.; Double 
refined iron bars, base, per Ib., 4.75c.; 
Stay bolt iron bars, base, per Ib., 
7.75c. to 8c. 


For small lots from jobbers’ stocks 
and warehouses jobbers charge the 
usual advances over the above prices. 


PLATE WASHERS.—Some makers 
have advanced prices on plate washers 
about 25 cents per 100 lb. In large 
lots we now quote: 7/16-in. and smaller, 
$5 off list; %-in. and larger, $5.25-off 
list. j 


SHEETS.—The new demand for all 
grades of sheets is heavy, particularly 
sheets for the automotive trade. The 
entire sheet industry is now operating 
at close to 80 per cent of capacity. 
Prices are firm, there being very little 
cutting. 

Regular prices on No. 28-gage black 
sheets are 3.85c. at mill, and for 28- 
gage galvanized are 5c. at mill, these 
prices being for carloads or larger 
lots. Jobbers charge the usual 4qd- 
vances for small lots from stock. 

STEEL PIPE.—Mills report that the 
new demand for both iron and steel pipe 
is steadily getting larger, jobbers for 
some time having been accumulating 
stocks in order to promptly meet the 
expected heavy spring demand, when 
outdoor work starts up. There is a 
particularly good demand for all kinds 
of oil country goods, due largely to the 
recent betterment in the oil industry. 
Local pipe mills say they are well filled 
over the next two to three months. 
Prices remain firm, except on line pipe, 
on which there is some shading. Prices 
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on small lots from stocks remain as 


follows: 
Black Galv. Black Galv. 
Mo cstt <esee Resse 3.88 6 O21 
ae Cee 1%.. 9.71 12.59 
34.... 3.36 $5.50 1%.. 11.60 15.05 
%.... 4.17 5.43 Zeece 15.61 20.25 
%.... 5.12 6.56 21%... 24.68 , 


Above prices per 100 ft. f.0.b. Pitts- 
burgh. 


TIN PLATE.—All the tin plate mills 
are now entering orders for tin plate 
at the price established some time ago 
of $5.50 per base box, f.o.b. mill, but 
which price it was given out was for 
first quarter onlv 


WINDOW GLASS.—Reports current of 
a heavy demand for window glass in 
other sections of the country do not 
apply to Pittsburgh, as local dealers 
say they have not observed any increase 
in the demand whatever. Prices are 
fairly firm, and in large lots we quote: 
Single strength, A, 85 and 5 off list; 
double strength, A, 80 per cent off list; 
single strength, B, 87 and 2% per cent 
off list, and double strength, B, 87 per 
cent off list. The usual charges for 
packing and drayage apply. 


WIRE PRODUCTS.—New buying in 
wire products is fairly heavy. Large 
consumers and jobbers are well cov- 
ered for several months ahead and 
specifications are moderately active. 
There is a report current that wire 
products are to be advanced $2 per ton 
in the near future, but when local 
makers were asked to confirm the re- 
port they said they knew nothing of 
it, and indicated it was not correct. 
Prices are firm, and are said to be well 
held. 
Jobbers quote 
stocks as follows: 
Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.; No. 9 Ivanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 


the above prices on spools are for 
80-rod. 


retail trade from 





F. E. Myers & Bro. Co. Catalog 


A new catalog, known as the 1924 
Spray Pump Catalog, No. SP24A, to- 
gether with poster and other printed 
matter, has recently been issued to the 
trade by the F. E. Myers & Bro. Co., 
manufacturer of pumps for every pur- 
pose, hay tools, door hangers, etc., 
Ashland, Ohio. 

In addition to the full description 
and illustrations of the firm’s complete 
line of spray pumps, ranging from the 
small bucket pumps to the larger barrel 
pumps and power spray outfits, and 
also a full line of nozzles, hose and 
accessories, there is included a com- 
prehensive spraying calendar with a 
number of formulas used for spraying 
and a treatise on the importance and 
advantages of spraying. 

The new catalog shows a number of 
changes in the company’s line, and has 
added new pumps and changed others 
in order to keep up with the require- 
ments for proper spraying. In addi- 
tion to this catalog, the company is 
putting out a booklet for general dis- 
tribution, showing the same products 
in smaller size. 


Reading matter continued on page 86 
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This stand is yours to use 


Get one free in 
your next order 


One Walworth Stilison wrench sells another. If a man is using a 10- 
inch Stillson on household jobs or a 14-inch on his car he can always 
find plenty of use for some other size. Get your wrench customers to 
buy a pair of Walworth Stillsons. 


This metal display stand will help you. Without taking up a lot of 
room it sells the five sizes of Walworth Stillsons that are generally in 
demand. Send the coupon below with your next order to your regular 
supply dealer, and he will send you a display stand free. 
















One of these stands will 
be furnished free to any 
dealer ordering the follow- 
ing assortment. Ask for 
it. 
Two 6-inch wrenches 
Three 8-inch wrenches 
Three 10-inch wrenches . 
Three 14-inch wrenches if dl “ 
One 18-inch wrench ote Be 
(Steel Handle) 
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Herewith is my order for the follow- ! 

ing assortment of Walworth Stillson 5 

Use this coupon as! wrenches, Please send me a Display ! 
; Stand free. s 


: 
your order b lank ; Order includes one 18-inch, three 14- } 


inch, three 10-inch, three 8-inch and : 
: two 6-inch Walworth Stillson wrenches. : 
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WALWORTH INTERNATIONAL COMPANY, NEW YORK, 


Send this coupon to your regular supply dealer 4 
FOREIGN REPRESENTATIVE 


Tree eee eee eee ee 


5 5 

WALWORTH MANUFACTURING COMPANY, Boston, Mass. ! : 
Chlcage—Cloveland—Giasgow—-Kowanes, Ill.—London—New York—Philadelphia— a Name 1 Ge Ae Pee ree ' 
Portland, Ore.—San Francisco ttle—Youngstown. Plants at Boston, Mass., ! : 
and Kewanee, Il. : Aine : 

: 5 
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Builders’ Hardware from the Ground Up 


(Continued from page 62) 


122) to adapt them to the places where they must be 
located. Some are made to be screwed to wood and 
some with expansion bolts for marble or cement. 
Others have hooks (Fig. 123) attached for hooking 
into staples on the doors in order to hold them open. 
Such doors are usually equipped with door closing 
devices. Doors of this sort often have a “door pull” 
(Fig. 124) on one side and a “push plate” (Fig. 125) 
on the other. These sometimes have the words “Pull” 
or “Push” cast into them, but most people have suff- 
cient intelligence to know what to do when they see 
the “door pull’ or “push plate” without the “printed 
instructions for use.” 

Entrance doors to public buildings may have the 
lower rail protected against the weather, and against 
being kicked, by means of a brass or bronze plate 
known as a “kick plate.”” These vary in thickness, but 
about 1/16 in. thick is the general average. These 
should extend entirely across the exposed portion of 
the rail. They vary in height—8 in., 10 in. or 12 in.— 
although 10 in. is a good height. The top and two 
ends are usually beveled slightly as a finish. When 
these are placed on the inside of a door using an “ex- 
tension flush bolt” (Fig. 110) the rod should be long 
enough to allow the case of the bolt to come entirely 


above the “kick plate” so the plate will not have to be 
cut around the bolt case. 

It is often desirable to have doors which are equipped 
with spring hinges or any kind of a door-closing de- 
vice arranged so they may be held in open position 
when convenience requires. To accomplish this “floor 
spring hinges” are sometimes made with a “hold open”’ 
feature whereby the door may be placed in a certain 
position, usually a little more than 90-deg. open, and 
the hinge will hold it in this position until it is pur- 
posely closed. 

“Door closers” are sometimes supplied with a “hold 
open” device to accomplish the same purpose. The 
position at which the door may be held open is usually 
90 deg. or 180 deg.; in some devices this position may 
be changed from one location to the other to suit 
conditions. Where the above devices are not available 
the door may be supplied with a device known as a 
“door holder.” These are made in many forms, to be 
applied to the surface of the door, and to be operated 
with one’s foot. The type shown in Fig. 126 is prob- 
ably the most common form. The lower end is of 
rubber, so it will not mar the floor, and to insure its 
holding on any kind of surface. They are made in sev- 
eral sizes and in iron, steel, brass or bronze. 








New Cabinet for Snap-On Socket 
Wrenches 


The Motor Tool Specialty Co., 14 E. 
Jackson Blvd., Chicago, distributors of 
Snap-On wrenches, has just announced 
a new steel cabinet to house their line 
of socket wrenches. The new cabinet 
acts as a stock cabinet as well as a 
sales help. It is painted in dark green 
with bright, attractive illustrations 
and lettering on the outside. Sales 
helps, folders and other printed mate- 
rial are held in specially provided 
racks on the inside of the doors. Each 
cabinet is supplied with a manual cov- 
ering the bolt sizes on fifty-one stand- 





urd make automobiles showing the in- 
dividual sockets required for each part 
and the combination wrench sets to be 
sold for the entire car. 

The upper part of the cabinet is 
fitted with places for the various han- 
dies and parts necessary for the sock- 
ets, and the three drawers below con- 
tain the stock of square and hexagon 
sockets. 

With the manual and advertising 
matter it is claimed that the ordinary 


he, 
ae or WRG VET Vers Me AS Few ems 
z 


a a 





clerk can meet the requirements of 
every customer, as the stock contained 
in the cabinet is adaptable to every 
car shown in the book. The company 
states that it was desired to build this 
sales help not only to help feature the 
line prominently but to afford the aver- 
age dealer a method of keeping a min- 
imum stock which would take care of 
the maximum requirements and allow 
him to make up the complete set for 
any car without the necessity of hav- 
ing a large stock on hand of sets al- 
ready assembled. 


Fuel Saver Will Appeal to All 


Housewives 


The Peerless Fuel Saver, made by 
Ritch & Pidge Mfg. Co., Inc., Fulton- 
ville, N. Y., is a simple attachment for 





gas, gasoline, alcohol and oil stoves, 
designed to concentrate the flame under 
a given point and not allow it to escape 
around the sides of the utensil, thus 
using all the heat of the flame without 
waste. It is made in cast aluminum 
and cast iron, the former for oil flame 
only and the latter for any flame. The 
Fuel Saver can be used as a stand for 
irons, etc., and when used over a flame 
is said to prevent the clothing from 
igniting. It allows the handles of the 
cooking utensil to remain cool and will 
not allow grease, dirt or water to clog 
the burners, and enables the housewife 
to secure as much heat with half 
the flame as she would if she used the 
full flame without the fuel saver. An- 
other feature is the fact that drafts 
from the window cannot blow out the 
flame. 


Reading matter continued on page 88 











February 21, 1924 | HARDWARE- AGE 87 










1 > 
3 * 
A ig eee 

; otra : 
Z 7 aa 
, en a. ara ; 
) , 

j 

* 
ae 


x : 
~~ 
‘ 


" P "teeny ‘ 
45. tee 
a wW%\. 4 ? 
a “+ <% 4 er 
at . 4% 2 ry 
“<P - a if wy < pe rN = « 7 
y iA ge *%* S@\ 42 
Ee ORT OO sae 
A : . pak <7, 
i - 4 : ° . | 
— 
nd 
, , , 
: q 


Cutlery has,now become one of the fattens profit-~-PROFITS OVER 
most profitable of all Hardware lines. 100% on many items!—never less 
A wonderful new sales idea now’ than 50% on even the least profitable 
speeds up turn-over amazingly and _ item! 


The 224? ‘iMagnetic. msured Play 
Cutlery | 


A Wonderful New Way to Sell Cutlery 


With every piece of Carbo-Magnetic Cut- month period the consumer is for any reason 
lery the consumer receives a printed insurance at all not completely delighted with her pur- 
policy, not only protecting him perpetually chase, she may have it replaced without 
against defective material, but also guaran- charge. This means cutlery quality 
teeing the article unconditionally for three PROVED at the expense of the maker. And 
months. If at any time within the three- the customer does her own proving! 


AN INSURANCE POLICY 
WITH EVERY BLADE 


Ne matter what the article pur- Cutlery more readily and are even 
chased—whether knife, scissors, willing to pay more for it because 
table cutlery, toilet set, manicure the unconditional Carbo-Magnetic 
implement or any other item in the Insurance Policy assures them of 





Mail This Coupon Today 
Griffon Cuatlery Works, 
Dept. 22 
151-153 W. 19th Street, 
New York City 


Please send me a copy of your new Catalog showing 


broad general line of Carbo-Mag- supreme cutlery-quality. the Carbo-Magnetic Line of Insured Cutlery. 
netic Cutlery—this same insurance 
policy goes to the consumer. Cus- Send Coupon or Post Card for Our i MI a ch kk so vekdtareinesadecedes 
tomers buy Carbo-Magnetic Insured New Catalog Today 
OE od ack he o's 0 henge & <a cd eee thas eee ae 
GRIFFON CUTLERY WORKS MINE ol sc cuneccncsnsnacecesfdhaaed 
151-153 W. 19th St. Dept. 22A. New York Ps ROE: SES TNR aps E ee Laer 
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INCUBATORS 


Easiest to 
Ooeicama tice 


the Most Chicks! 





Easier operation — maximum | 


hatches of vigorous chicks— 
these are part of the Auto- 
matic written guarantee! 
Successful hatches are a cer- | 
tainty ! 

Patented Heating Unit, with 
automatic control, prevents 
overheating and underheating. | 
Patented cooling device saves 
work. These are two big ex- | 
clusive features of Automatic 
Incubators. Better built all 
through! Easier to sell! 


There is an Automatic job- 
ber near you. Write for cata- 
log, jobber’s name and exclu- 
sive agency proposition. 


The Automatic Incubator Co. 
Dept. 3 Delaware, Ohio ) 
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Coming Hardware Conventions 





NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 

AMERICAN HARDWARB MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 
Convention, New Orleans, La., April 8, 9, 
10, 11, 1924. Headquarters, Roosevelt 
Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, N. Y. 

CALIFORNIA RETAIL HARDWARE IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Civic Auditorium, San Francisco, 
March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, San 
Francisco. 

HARDWARE ASSOCIATION OF THB CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. Paul 
Auditorium, Feb. 26, 27, 28, 29, 1924. C. H. 
Casey, secretary, Metropolitan Life Bldg., 
Minneapolis, Minn. 

MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


MissouR! RETAIL HARDWARE ASSOCIATION 
W inchester 
CLUB CITY 
Missouri St. Louis 
Virginia Richmond 
Georgia, Florida, Ala- 
bama and Eastern 


Tennessee with North 
and South Carolina 
New Mexico 
Montana and Northern 
Wyoming 


Arkansas Little Rock 


Atlanta, Ga. 
Albuquerque 


Billings, Mont. 


CONVENTION AND EXHIBITION, Marquette 
Hotel, St. Louis, Feb. 26, 27 and 28, 1924. 
F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 


Amarillo, Tex., May 19, 20, 1924. Cc. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 


SouTH Dakota RETAIL HARDWARE ASSO- 
CIATION AND EXPOSITION, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
C. H. Casey, secretary, Metropolitan Life 
Bldg., Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10. 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 


bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 
Conventions 
PLACE DATES 
Warehouse Feb. 25-26 
Jefferson Hotel March 4-5 


March 11-12 
March 11-12 


Warehouse 














Marion Hotel 





Super-Plier Will Withstand 500 
Lb. Strain on Handles » 


The new Carlson Super-Plier, made 
by the Noble & Westbrook Mfg. Co., 
Hartford, Conn., is built to afford great 
capacity and gripping power, and is 
capable of withstanding a strain of 500 
lbs. applied to the handles. The new 
tool should be especially useful to 
owners of automobiles or for general 
farm and house. It is quickly adjust- 
able and serves the purpose of a 
wrench as well as a pair of pliers. 

The capacity of the plier ranges up 
to 1 inch on square and 1% inches on 
round parts, weight % lb., length 7 in. 
Charcoal finish, jaws nicely polished. 
It is especially useful for parts con- 
cealed in corners or for use in close 
quarters, such, for example, as on bat- 
tery connections. The opening at back 
of jaws is designed for closing tire 
chain links. It has the same easy grip 
at all four adjustments. ; 

This tool is made of the best quality 
steel, drop forged, machined and pack 
hardened. Designed and carefully 
made to withstand long, hard use. 

The tool is thoroughly guaranteed by 
the manufacturer against any defects 
in workmanship or material. 





Reading matter continued on page 90 
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No longer is it necessary for Jobbers and Mill 





Supply Houses to repack G T D Screw Plates. 
The illustrations show why. We now pack 44 of 
our best selling sets in corrugated containers when 
ordered for stock. | GREENFIELD [| TAP AND ome 
CORPORATION 
~ GREENFIELD, MASSACHUSETTS @ 





To reship to your customers, simply address a 
label and paste it on the package. 


No time or labor wasted. No expense. No com- 
plaints about scratched boxes—wmore profits for you, 
and always the same good Screw Plates. 


Send for Complete List of Assortments packed in 
this manner and Catalog 46A. 
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Washington News 
(Continued from page 65) 
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Manufacturers who sold to farmers’ co- 
operative associations were boycotted 
by the retail dealer respondents and 
prevented from obtaining farm equip- 
ment and supply parts. 

“Manufacturers named as respondents 
in the complaint, it is charged, have 
continuously assisted the retail dealers’ 
associations in carrying out their plans 
and purposes and have contributed 
money for this purpose. They have re- 
fused to sell to farmers’ cooperative as- 
sociations and all other dealers not 
members of the respondent dealers’ as- 
sociations who have not agreed to fix 
and maintain prices of the manufac- 
turers.” 

It is further alleged that the editor 
of a trade paper “has been active for 
more than seven years in organizing 
and promoting many of the respondent 
retail dealers’ associations and has 
acted as an intermediary between these 
associations and members and the man- 
ufacturers named as_ respondents.” 
From time to time the trade paper re- 
ferred to has published editorials and 
lists of so-called “irregular” dealers, 
proceedings of the various retail deal- 
ers’ associations and other propaganda 
“all for the purpose,” it is charged, “of 
assisting the respondent manufacturers 
and retail dealers’ associations and 
their members in carrying forward to 
success their plan of fixing prices at 
which the retail dealers shall sell farm 
implements, eliminating competition, 
preventing ‘irregular’ dealers and non- 
members from procuring farm ma- 
chinery, and boycotting manufacturers 
and jobbers who sell to such irregular 
dealers and farmers’ associations.” 


Issue to Be Joined in Thirty Days 


In serving this complaint upon the re- 
spondents the Commission has granted 
the usual thirty-day period within which 
answers must be received. Unless the 
respondents make a showing satisfac- 
tory to the Commission, or agree to 
abandon the practices complained of, 
the proceeding will be set for trial upon 
its merits. 

There is more than a suspicion in 
Washington that the Commission’s ac- 
tivity in this case is not altogether un- 
related to the movement now on foot 
to encourage the formation of farmers’ 
organizations for the purchase of sup- 
plies and the marketing of farm prod- 
ucts. It is significant that this par- 
ticular complaint has been issued upon 
the eve of a convention of farmers’ co- 
operative organizations in session in 
Washington throughout the past week. 

It is also significant that the Secre- 
tary of Agriculture has recently been 
very active in evidencing his desire to 
assist the farmers in their cooperative 
movements. Congress, although pre- 
occupied with scandal investigations and 
tax legislation, is making a few ges- 
tures that foreshadow the passage of 
additional laws designed to encourage 
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cooperative movements on the part of 
the agriculturists of the country. Some 
of these legislative suggestions squint 
at cooperative activities along novel 
and highly significant lines. 


Trade Commission Attacks Big Biscuit 
Company 


And now comes the Federal Trade 
Commission in a brand new réle. After 
having been soundly beaten in an at- 
tempt to restrain the Mennen Company 
from granting to jobbers a special dis- 
count for service which it refused to 
concede to the buyers for chain stores 
who purchased in jobbers’ quantities, 
the Commission has now taken up the 
cudgel for the independent retailer in 
an order against the National Biscuit 
Company to cease and desist from mak- 
ing quantity discounts to chain store 
owners, based on aggregated purchases 
for the units composing the respective 
chains. 

The logic of the Commission’s com- 
plaint in this interesting and important 
case is that the individual stores in each 
chain should be regarded as units and 
that the discounts for quantity allowed 
should be based upon the purchases of 
each unit separately and not upon the 
combined purchases -of all the units 
forming the particular chain. If this 
theory of the law of unfair competition 
should be sustained by the courts, it 
would, of course, deprive the chain store 
owners of the advantage they now en- 
joy through big buying power, and to 
a substantial degree would place chain 
store units on a more nearly equal foot- 
ing with the neighborhood grocery 
stores. 


Refused Recognition of Buying Clubs 


The policy of the National Biscuit 
Company in allowing chain store own- 
ers discounts based upon the aggre- 
gated purchases of the units composing 
the chain probably would never have 
been assailed by the Commission but 
for the fact that whenever a small, num- 
ber of independent groceries organized 
a buying club for the purpose of pro- 
curing greater discounts, the big cracker 
concern declined to recognize the coop- 
erative organizations and refused to in- 
crease the discounts previously allowed 
its individual members. This policy is 
regarded by the Commission: as incon- 
sistent, and in line with that of several 
respondent concerns challenged by the 
Commission in other proceedings. 

The discount schedule maintained by 
the National Biscuit Company is quoted 
by the Commission in its findings as to 
the facts as follows: 

“No discount if the aggregate month- 
ly purchases amount to less than $15. 

“5 per cent discount on all purchases 
if the total amounts to $15 or more, 
but less than $50, in one month. 


“10 per cent discount on all purchases 


if the total amounts to $50 or more, but 
less than $200, in one month. 

“15 per cent discount on all purchases 
if the total amounts to $200 or more 
in any one month.” ~~ 
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The method of applying this sched- 
ule of discounts is set forth by the 
Commission as follows: 


How Discounts Are Allowed 


“The respondent allows to purchasers 
operating more than one retail grocery 
store, or what are commonly known as 
‘chain stores’ (and will be hereinafter 
so designated) a discount in price on the 
monthly gross purchases of all the sep- 
arate units or retail grocery stores of 
such chain store system. The number 
of separate units or retail stores in the 
various chain store systems vary from 
two to more than 7000. The respondent 
serves each separate unit or retail store 
of a chain system as a distinct and sepa- 
rate purchaser—its salesmen solicit and 
take orders from the managers of each 
of the separate units or retail stores; 
it makes deliveries to each separate unit 
or retail store; in many instances the 
manager of the separate unit or retail 
store pays for respondent’s goods when 
they are delivered, but in other in- 
stances payment is made at the head- 
quarters of the chain system; in some 
instances the general manager of the 
chain store system at headquarters to 
a certain extent determines the brands 
or varieties of respondent’s products 
that the separate units or retail stores 
of such system will carry—that is, the 
general manager will list the number 
of brands and varieties that each sep- 
arate unit or retail store will be allowed 
to handle—but the managers of the sep- 
arate units or retail stores then choose 
any or all of such products on such list 
that they think they can sell in their 
respective communities, and the quan- 
tities to be purchased by each separate 
unit or retail store in all instances are 
determined by the manager of said unit 
or retail store and given to respondent’s 
salesman when he calls; in some in- 
stances, however, the manager of the 
separate unit or retail store determines 
the brands or varieties that his store 
will handle and has complete charge 
of the ordering of biscuits and crackers 
from the respondents. Different units 
or retail stores of a chain system in 
many instances handle different brands 
or varieties of respondent’s products.” 


Comparison with Independent Grocers 


It is alleged by the Commission that 
there are some very small and, like- 
wise, some very large units in the gro- 
cery chain system. The purchases of 
some of the small units amount to less 
than $15 per month, while those of some 
of the large units aggregate several 
hundred dollars. 

The purchases of small independent 
groceries also amount to less than $15 
per month while those of the large 
independent groceries also aggregate 
several hundred dollars. In most in- 
stances the units of the chain systems 
are in direct competition with the 
independent grocery stores in selling 
the respondent’s products; hence the 
question as to the discounts to be 
allowed is vital as determining the 
effect of this competition. 
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The New Florence 
Air Distributor 


The air distributor is the heart of 
any heater. Upon it depends actual 
performance. Heating engineers 


say that this new Florence dis- 
tributor delivers a larger, steadier, 
and more perfectly balanced sup- 
Read 


ply of oxygen to the flame. 
below and see why. 





There’s power and safety 


in’this new Florence air distributor 
§ ae business of any heater 


is to deliver intense heat. 


perfect combustion— 
steadily controlled 


means 
powerful, 





The larger the margin of safety 
the better. 

This new Florence Heater 
delivers intense heat with an 
unusually large margin of 
safety. And the improved 
Florence Distributor that you 
see here is one of the reasons 
for this power plus safety. 
Why? Because it insures a 
perfect balanced draft which 
automatically adjusts itself to 
the heat of the flame. 

The heat is intense. But 
the Florence system of using 
three distinct channels of draft 
insures an unusually large vol- 
ume of oxygen in perfect bal- 
ance on each side of the flame. 
The strongest draft is deliv- 
ered at exactly the hottest 
point of the flame. This 


FLORENCE STovE CoMPANY, DEPT. 751, GARDNER, Mass, 
Makers of the Famous Florence Oil Ranges 


FLORENCE 


OIL HEATERS -- 


heat. 

Here is another safety fea- 
ture of this New Florence 
Heater. The porcelain enam- 
eled heating bowl separates the 
flame chamber and chimney 
from the base and tank, which 
results in keeping the _ kero- 
sene tank cool. It is rust- 
proof, sanitary, and will not 
change color. Its curved lus- 
trous surface radiates a large 
share of heat nearer the floor 
level—where it does the most 
good. 

You must seriously consider 
this New Florence Heater be- 
cause of its many superior im- 
provements. They are so easy 
to demonstrate that it will be 
an unusually fast seller for 
you. 
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In describing the efforts of independ- 
ent retailers to compete with the chain 
grocery stores, the Commission says: 

“(a) In some instances one of the 
independent retailers would buy for 
two or three of his neighbors—plac- 
ing the order, receiving all deliveries 
at his store, and paying for the 
goods, the other grocers in the combi- 
nation calling at his store and get- 
ting the goods thus ordered and 
received by him. 

“(b) In some instances groups of 
independent retailers have requested 
the National Biscuit Co. to make to 
them deliveries similar to those it 
makes to the separate units or retail 
grocery stores of chain systems; to 
take orders from them as it takes 
orders frem separate units or retail 
grocery stores of chain systems; and 
have offered to pay respondents cash 
on delivery, or in the same way as 
the chain stores pay; and have 
further offered to meet any require- 
ments the respondent makes of the 
chain systems. 


Corporations Formed by Retail 
Grocers 


“(c) In other instances corpo- 
rations have been formed, in which 
the stock is owned exclusively by 
retail grocers. These corporations 
have requested the National Biscuit 
Co. to sell their stockholders or 
members on the same terms and in 
the same manner as said respondent 
sells to separate units or retail 
grocery stores of chain systems. 
These corporations have offered cash 
on delivery for the goods, or to pay 
for them as the chain stores pay, and 
to meet every requirement that the 
National Biscuit Co. makes of the 
chain systems. 

“The National Biscuit Co. has, in 
every instance except along the Pacific 
Coast, refused to grant discounts on 
gross purchases of independent re- 


Albany Hdw. & Iron Co. 
to Build $500,000 


Warehouse 


A $500,000 warehouse is to be erected 
by the Albany Hardware & Iron Co., 
wholesale hardware, Albany, N. Y., on 
a dock site just south of the Hudson 
bridge, it was announced recently by 
William I. Baker, president of the com- 
pany. 

The new warehouse will be seven 
stories high with a frontage on Broad- 
way of 200 ft. and a depth of approxi- 
mately 120 ft. In addition to excellent 
docking facilities the warehouse will 
have Delaware & Hudson railway track- 
age the full length of the plot from 
Broadway to Quay Street. 

The Albany Hardware & Iron Co. 
was incorporated in 1891 and its officers 
have long been identified with the hard- 
ware, automobile accessory and sport- 
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tailers associated or combined together 
as set out in sub-paragraphs (a), (b) 
and (c) of this paragraph, but have 
continued to sell each independent 
grocer comprised in the above-men- 
tioned attempted associations or com- 
binations, and to grant discounts only 
on the purchases of each separate 
member of the association or combi- 
nation.” 


Recognized on Pacific 
Coast 


It will be noted that the Commission 
in its findings draws attention to the 
fact that the policy of the respondent 
company on the Pacific Coast differs 
from that pursued in other parts of 
the country. In California, Oregon 
and Washington the cooperative buy- 
ing clubs are recognized and are 
allowed discounts based on aggregate 
purchases. In this connection the 
Commission says: 

“The respondent, who refuses to sell 
in the East and Middle West to associ- 
ations and combinations of retail 
grocers and allow them a discount on 
the gross purchases of all their mem- 
bers, does sell to such associations and 
combinations along the Pacific Coast, 
and gives them a discount on the gross 
purchases of all their members. The 
National Biscuit Co. sold the Spartan 
Grocers of Los Angeles, Cal., a coopera- 
tive association, composed of indepen- 
dent retail grocers, and allowed them a 
discount on the gross purchases of all 
its members, for approximately three 
years, and was so selling them at the 
time of the taking of testimony in this 
proceeding. Respondent also was sell- 
ing the United Grocers of Oregon, an- 
other cooperative association composed 
of independent retail grocers, and was 
allowing them a discount on the gross 
purchases of the associated members at 
the time of the taking of testimony in 
this proceeding at Portland, Ore.” 

Voluminous’ testimony has 


Cooperatives 


been 


4 





ing goods business. The officers in- 
clude: President, William I. Baker; 
vice-president, B. Wackerhagen; 
treasurer, James K. Dunscomb, and 
secretary, William E. Foskett. 





Goulds Mfg. Co. Booklet 


The Goulds Mfg. Co., manufacturer of 
pumps, Seneca Falls, N. Y., has recently 
issued a booklet containing advertising 
copy suggestion, in the form of electro- 
types or cuts, prepared with a view of 
assisting the dealer in the sale of its 
products. The booklet also contains 
selling suggestions calculated to help 
the retailer bring this merchandise 
effectively to the attention of prospec- 
tive buyers. 





R. Cohen, Bridgewater, Mass., retail 
hardware, suffered damage as a result 
of fire during the cold snap Jan. 27. 
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taken in this case and the issues have 
been thoroughly thrashed out. Based 
on the findings of fact, the Commis- 
sion’s order to cease and desist pro- 
vides as follows: 

“It is now ordered, that respondent, 
National Biscuit Co., its officers, di- 
rectors, agents, representatives, ser- 
vants and employees, cease and desist, 
in interstate commerce, directly or in- 
directly— | 

“1. From discriminating in price be- 
tween purchasers operating separate 
units or retail grocery stores of chain 
systems and purchasers. operating 
independent retail grocery stores of 
similar kind and character purchasing 
similar quantities of respondent’s 
products, where such discrimination is 
not made on account of difference in 
the grade or quality of the commodity 
sold, nor for a due allowance in the dif- 
ference in the cost of selling or trans- 
porting, nor in good faith to meet com- 
petition in the same or different com- 
munities. 


“2. From giving to purchasers 
operating two or more separate units 
or retail grocery stores of chain sys- 
tems a discount on the gross pur- 
chases of all the separate discount on 
gross purchases is not allowed or given 
to associations or combinations of inde- 
pendent grocers operating retail 
grocery stores similar to the separate 
units or stores of such chain system.” 


May Go to Court 


The Commission expects that, in 
view of the importance of the issues 
involved and the unlimited financial 
resources of the respondent, an appeal 
will be taken to the courts as provided 
by the statute under which the Com- 
mission was created. It is needless to 
say that merchants and manufacturers 
in all lines will await the final decision 
of this interesting controversy with the 
liveliest interest. 


W. N. Dixson President 
Brown-Rogers Co. 


W. N. Dixson has recently been 
elected president of Brown-Rogers Co., 
retail hardware, Winston-Salem, N. C., 
succeeding the late J. M. Rogers. Mr. 
Dixson has been vice-president for 
about nine years, he having been elected 
to this position when he became iden- 
tified with the firm through the pur- 
chase of the interest held by the late 
Major T. J. Brown. 

Mr. Dixson was also made treasurer 
of the company, another position held by 
Mr. Rogers. , 

C. F. Lowe, who has been connected 
with the company for about eighteen 
years, ten of which he has been secre- 
tary, succeeds Mr. Dixson as vice- 
president. 

N. W. Curl, who has been assistant 
treasurer for some time, succeeds Mr. 
Lowe as secretary of the company. 
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Bigger Wash Boiler Business 


Starting February 20th, a million 
or sO women will be reading the 
Rome Copper Wash Boiler adver- 
tisement in the March issue of 
GOOD HOUSEKEEPING 


Magazine. 


It’s bound to be a big wash boiler 
month for the dealer displaying 


You can make a profitable tie-up 
in your local advertising by using 
the appropriate newspaper mats 
which we'll gladly send you free 
of cost. Return coupon for proof 
sheet, or better still, just say: 
“Send suitable mats for advertis- 








Rome Boilers. ing Rome Copper Wash Boilers.” 






Mail this 
Coupon to-day 





ADVERTISING DEPT. 


3 ee ROME MANUFACTURING CO. 
Ase NS oon A ROME, N. Y. 
os Ss < ' gt se a - 
At = Coes f sta oo Send proof sheet of cuts for advertising 
ee A z% oe ae we A - Rome Copper Wash Boilers. 
VA. zd ARR ye o* Send, without cost, newspaper mats suitable for 
As 2 “a ras. Se? advertising Rome Copper Wash Boilers. 
eae. Pad 
‘NS 2 porrier 
se 4 of Mbit ol tak Vawideoes etbcaceseas 
Bee LA eo" 
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oe? 
di TCG SE a oe vb se cake natin UC de Le < CUR s kkk Le Wwwtian 
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Profit? Yes; and 
satisfied trade, too! 


are what you get when selling the 
“SIMPLEX” and “GEM” Tapes 





The “SIMPLEX” is sturdy and well made, with %-inch 
simplified-reading black finish steel ribbon divided 12ths 
of feet, and steel lined case covered with durable imita- 
tion leather, hand sewed. 


Length List Length List 
No. 5232A, 25 feet, $4.20 No. 5232E, 75 feet, $6.85 
"a. eo * hee ~" §$a3ar, 0 * ‘as 





The “GEM” is light, compact, durable, with %-inch sim- 
plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it is unequaled. 


Length List Length wist 
No. 5282A, 25 feet, $2.60 No. 5282E, 75 feet, $4.00 
* i. 2. “ae “* 5282F, 100 “ 5§,.00 


Net Prices and Circulars on Request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
Philadelphia Washington 
Factory 
Chicago, Illinois 


Branches 
Chicago New York 
New Orleans Pittsburgh 
San Francisco 
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The trade now has Socket 
Wrenches that rank with its 
Allen Set Screws, in strength 
and unbreakable service. 


The wrenches, like the set 
screws, have cold-drawn sockets 
heat-treated the Allen way— 
and both stand the strain in the 


same way. 


Most of you know how Allen 
Hollow Set Screws help a busi- 
ness. Not all know that Allen 
Wrench Sets do the same. 
Yet, once you think of it, you'll 
feel quite sure of it. 


THE ALLEN MFc. Co. 


139 Sheldon St., Hartford, Conn. 
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Approved by the 


Keenest Buying Brains 


in the Country 


Through unity of effort, 
large scale production, 
the elimination of waste 
by the use of efficient ma- 
chines, the hearty coop- 
eration of satisfied em- 
ployees and ‘specializa- 
tion, the Tubular Rivet 
and Stud Company has 
for 50 years manufac- 


tured rivets that are the 
recognized standard in 


their field. 





COMPANY 


BOSTON 





KARAT TTT TE 
TUBULAR RIVET & STUD 



























































15 a 
Battery Salesman 


VERY sale of an Eveready Flash- 
light, in addition to giving you a 
handsome initial profit, starts a stream 
of profitable repeat battery sales. There 
is no sales resistance. Folks come in and 
ask for refills regularly. Your profit is 
clean cut and generous. 

For instance—suppose you sell ten 
flashlight cases. In a year’s time the aver- 
age refill business on unit cells for 
these ten flashlight cases will amount to 
considerably more than the value of the 
initial sale. 

There’s real money in this way ot 
selling. Your profits just keep on com- 
ing! We're helping you make them 
even faster this year. Our powerful 
national advertising campaign is di- 
rected to increasing the use of flash- 
lights. ‘This means quicker repeats on 
Eveready Unit Cells. 

Because of this profitable repeat busi- 
ness on unit cells, added to the profit on 
the original sale, you are certainly war- 
ranted in making every possible effort 
to push the sale of Eveready Flashlights. 
Co-operate with our advertising—and 
start hundreds oft streams of refill cus- 
tomers. 

Order Eveready Flashlights and Unit 
Cells from your jobber. Write us for 
attractive display material an ‘‘Use your 


flashlight.” 
NATIONAL CARBON CO., Inc. 


New York San Francisco 


Canadian National Carbon Co., Limited 
Factory and Offices: Toronto, Ontario 





FLASH LIGHTS 
cy BATTERIES 


they last longer 


Every Flashlight Case 
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Your Customers 
Know 


| TRIMO 


Stands for Real Quality 


Just show them the name 
TRIMO on a tool and 
they'll take strength and 
serviceability for granted. 


THE TRIMO PIPE 
WRENCH has a Pressed 
Steel Frame—S piral 
Spring always in place— 
Nut Guards over the ad- 
justment nut — Inserted 
Jaw in handle, replaceable 
when worn. 


THE TRIMO MON- 
KEY WRENCH — also 
all steel—has double the 
strength and durability of 
the ordinary wrench. 


THE TRIMO CHAIN WRENCH is 
forged with Flat Handle for greater 
strength—Chain Pocket in handle also 
adds to strength. 


THE TRIMO PIPE CUTTER has a 
strong steel frame with forged steel cut- 
ting wheels—Threaded Nut in frame 
to save wear. 


It pays to sell these good TRIMO 
TOOLS. 


Trimont Mfg. Co. 
Roxbury (Boston) Mass. 


TRIMO 











mm ((’ Ron — 


CORBIN 
SCREW 
PRODUCTS 


Ce 


Wood Screws—Machine 
Screws—Cap and Set 
| Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
| Agriculture Bolts — 
Nuts—Escutcheon Pins 
| —Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. ; 














We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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A New Name for a 
Well Known Product 


‘““Hodell” is a new trade name cover- 
ing all chain products made by our 
company. 

The well-known trade names, 
“Bulldog’’, ““Samson”’, “Cepeco”’, and 
‘Cleveland’, will be retained as 
descriptive of certain brands or pat- 
terns of chains, but the whole line 


will be known as ‘“‘Hodell Chains.” 
Dealers: Hodell Coil Chains are 


money makers for the retailers 
who will put the chain out where 
it can be seen by their customers. 


The Chain Products Co. 


Established in 1886 


Cleveland, Ohio 


¢——eee This is “Bulldog” Pattern No. 6 Actual Size. 








YERS 


SELF- 
OILING 


BULLDOZER 
POWER 
whe ti 
























SEC TIONAL. 
VIEW 


Those who serve best serve their own 
interests best. Witness the dealer who is 
supplying his trade with Myers Self-Oil- 
ing Bulldozer Power Pumps. He sells 
his customers a standard of power pump service that 
cannot be had from old types of pumps. And in return 
his power pump business experiences a healthy growth, 
his customers are good-will salesmen and his profits 
are highly satisfactory. 


Why not reap like benefits by serving your trade in 
the same manner? There are prospects.for power pumps 
in your locality just as there are elsewhere. And Myers 
Self-Oiling Power Pumps with their positive self-lubri- 
cation, enclosed working parts, improved method of 
power application, direct water ways, extra large valves 
and other features of equal importance will reach them 
with a minimum of sales resistance. For home or farm, 
for mill, mine or factory, for public or private institu- 
tion, in styles for shallow or deep well service, with 
capacities up to ten thousand gallons per hour, they 
meet a wide range of requirements in agricultural, com- 
mercial, industrial and municipal activities. 


For literature and information, for prices and terms, write 
us today. 















* OTHER. 
IMPORTANT 
MYERS 
PRODUCTS 


WATER 
SYSTEMS 


PUMPS FOR 


AY EP Peart ghee re 
a se 


? 


DOOR 
HANGERS 
ETC. 


es 
THEF.E.MYERS & BRO.co. 
An LAND, OHIO. 


Se | 
ASHLAND PUM ND AY TOOL WORKS 
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SPRAY PUMPS 


The ‘* Aerospra”’ 


Compressed Air 
Hand Sprayer 
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Are You Ready For 
Spray Pump Sales? 


The bulk of spray pump 
sales are made during the 
months which would oth- 
erwise be the dull period 
in the hardware business. 


Fruit growers, farmers 
and gardeners are seeing 
Deming Spray Pump ad- 
vertising and buying now. 
And don’t lose sight of 
the fact that every dollar’s 
worth of spray pumps 
sold means approximate- 
ly a like arnount of sub- 
sequent sales in accessor- 
ies, mixtures, supplies, etc. 


Get your spray pumps in- 
to your window or out on 
your floor where everyone 
can see them. 


If you find you are shy on 
spray pump literature or 
running short on stock, 
depend on Deming for 
fast service. 





THE DEMING CO. Est.1880 SALEM, O. 











_ The nearest distributor will give you every 


co-operation in getting the spray pump 
businessin yourlocality. They usually can 
make immediate deliveries from their floor. 


i cre» ob-6 608s Chas. J. 


nn > o,6 « se @ seek Henion eeibeli 
Detroit .. tandart Bros. Hardware Corp. 
Denver . Hendrie & Bolthof ! Supply & _— Co. 
EE os or ast GE eae Laib Co. 
Tak ~ » 0% » w ¢ Ralph B. ena Co. 
ne . s oo) ».¢ a « W. P. Dallet Co. 
Pittsburgh .. . . Harris Pump & Supply Co. 
Pn PemeeNnee +» . os 6 0 es 8 Crane Co 
Minneapolis ..,. ‘ Central Supply Co. 

















DEMONSTRATOR 


The Brightest Salesman 
In Your Store 


The Champion Demonstrator is a sure 
eye-catcher—and means quick turnover ) 
on Champion Lamps for dealers and job- | 











bers who appreciate the value of a silent 





salesman on the counter. Made of dur- | 
able metal, highly finished. Holds 8 
lamps’. Plug in on the nearest socket and 
see how readily Champion Lamps sell. 





You must see it to appreciate it. Write 
for a Demonstrator—use it 60 days—if | 
it isn’t worth the price, we ask you to re- 
turn it at our expense. 


CONSOLIDATED ELECTRIC LAMP Co. 
208 MAPLE ST. 





Licensed under General Electric Company's 
incandescent Lamp Patents 
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PATENTED = 
N 


CEG 
Thermatuare AY 


Keeps Food or Liquids 


| oy ey Ge) (c! J 


The only 


heavily 
Se advertised 


WITH THE BEST large jar! 


And it will be advertised still heavier dur- 
ing 1924 with over 75 million big ads in na- 
tional magazines, outdoor publications and 
newspapers. Splendid call assured. Be 
ready! Protect yourself by giving your 
jobber an order now. 


WINSL A) 
Skates 


THE BEST ICE AND ROLLER SKATES 











Nothing else approaches an Aladdin Jar— 
in fine appearance, durability, Jasting efh- 
ciency or otherwise. The original and best. 
Outsells all others because of its outstand- 
ing value. Thoroughly protected by 
patents—imutated in size and color only. 
NUMBER 381, Stock the genuine! 





15 Exclusive Selling Features 


including patented moisture-proof Aladdin 


' Thermalware neck-seal and non-porous 
February, March aie thet csc oe 


glassy smooth: no cracks or crevices for 


and April germs to lurk in. 


Are the Big Months ALADDIN INDUSTRIES, INC. 


Chicago 










Gallon Size 


THE SAMUEL WINSLOW SKATE " No. 405, Now $5 


in green enamel. ‘‘DeLuxe’’ mod- 
MANUFACTURING CoO. els (polished aluminum and eb- 
ony, with heat-resisting ovenware 


glass lining). Gal. now $8.50; 
2 at. $7.50. All jars 50c¢ more 
in far west; $2.50 more in Can- 
ada. ° 


Factory and Main Office 


WORCESTER, MASS. 








New York Sales Office and Warehouse 
34 Warren Street 


Pacific Coast Selling Agent 
PHIL. B. BEKEART CO. 
717 Market Street, San Francisco, Cal. 


Southern Representatives rustproof 


HENRY KEIDEL & CO., Inc. leakproof 
405 W. Redwood Street, Baltimore, Md. 


Sanitary 
throughout 








GENERAL SELLING AGENTS 
(UNITED STATES AND CANADA) 
ADELL AUTOMOBILE JACKS 
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HERE is many a hardware 

dealer who thanks Hartford 
for having put his tire business 
on a profitable basis. 


Hartford gives the dealer an 
unheard of opportunity to build 


a permanent tire department. 


The demand for Hartford 
Cords grows continually month 
by month and the new “H” 
Tread 30 x 3% Clincher Cord 
meets the need of thousands of 
light car owners. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint F asteners 


Cary’s Continuous Cutti e sow 
toe Cores bos heal a 
tri insu 
: ect ateuer chat will not pring 
e driving. You will aly find frac- 

tures between the corru Special 
effort is made to have the yo 
uniform so they have equal draw- 
ing 

These fasteners are the only fasteners 
manufactured with a continuous cuttin 
edge, the patents, process and machines ‘being owned by ourselves. 














Made a = om widths and corrugations, in wound 
Also Manufacturers of Steel Mats 
CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 














“OHIO” 


Shoe Lasts and Stands 









MADE ABSOLUTELY 
OF => —) GUARANTEED 
SEMI-STEEL =< 


BREAKAGE 











The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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You’ve met his kind. 


The watch he carries, 


panies who assume ful 
able service. 


St. Louis 
Painted 


Perea” 


TUR CUU MTT ATMA UU UU 


The Stick to “One Brand” 


Customer 


less it has been tried and proved worthy. 


he owns, the saw he uses—all are made by com- 


Naturally he says: “Perfect Brand” when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


MUTUAL ULAR 


Ludlow-Saylor Wire Co. 
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He won’t buy anything, un- 


the car he drives, the radio 


1 responsibility for depend- 


Missouri 


Galvanized 
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GRIF 


“The Door Butt of America” 


is designed along lines that insure both 
beauty in the home and service whenever 
the doors are opened and closed. 

The Griffin operates freely and easily, it 
is amply strong fer heavy doors and it is 
such a pleasing fixture that architects and 
home builders are glad to specify and 
use it. 


The Hinge 


That Adds Beauty to 
the Home 


To some people door hinges may seem rather 
small and unimportant. , 


Nevertheless their mission in helping to make 
or mar the appearance of the rooms in a modern 
home is worthy of serious thought. The 





Being finished in the various Griffin 
hardware finishes it is in wide demand 
for the better class of houses and office 
buildings. 


Your stock should include the steady 
selling Griffin. 


Send for illustrated catalog and prices. 





Griffin Manufacturing Co. Erie, Pa. 


45 Warren Street, New York 74 West Lake St., Chicago, Ill. 
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ORNAMENTAL 
WALK GATES 


Frames made of heavy 
cent ting with scroll 

rnished with 
hinges a spring latch 
for wood posts. Frames 
painted green. 
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Cyclone Gates 





They Get the Business 


BST 
| eae Mritiiiitit 


PAESPSPSPSIIFSESPSESES:| 
UTTEEFESHSETBEESUO EW FRLERPEBBFEGEREESEICED | BFE 


HYEEFRSRELEEELCEVELL OD CLLEBESESESEITLLGESEGD ai 


DOUBLE-DRIVE GATES 
Built in standard heights for openings 8 to 18 
ft. Furnished with wood post hinges, also fittings 48 
to hold one-half of gate while other half is 


as walk gate. 


There’s a big market and a 
steady demand for Cyclone 
Gates. The Cyclone line in- 
cludes Gates for every purpose. 


Built in a variety of patterns in 
standard heights and opening 
sizes. 


OUPRRERARG! REpeRAeRRD | 
igsceneeses! ‘BEELER EEG 
= oclae NESt (ESE SESES ih 
BLEHE aeeener: sre 
11CH!1 UPPRBERRELEESRREESHTI : 


I TTPBEERET TET THA HAHAHA bt UptttEtE tft URRERRERRCERSEEEHETEEA- 5 
, i aieeetmesee tame ane mee, pon pees eee [eryervevrerevey veuwy) 





STYLE “A” 


Frames extra heavy steel tubing. 
and 54-inch heights for openings 


FARM GATES 


used ft. 
Can’t sag. 


Sell Cyclone Ornamental Fence, 
too. Every home is your pros- 
pect. So are schools, ceme- 
teries, parks, etc. 

Cyclone Fence and Gates will 
help you get this business. Write 
for catalog and discounts. 


February 21, 1924 





Built in 
8 to 16 
Fabric securely woven into frame work. 








CYCLONE FENCE COMPANY 


Factories and os 


Cleveland, Ohio; Newark, N. J.; Worth, Texas; 
(Standard Fence Co.) ; Portland, Ore. Tiecthavest Soa and Wire W 


CYCLONE FENCE 


PROPERTY ° PROTECTION - PAYS 





The “‘Red Tag Waukegan, Iil.; 


Oakland, Cal. 
The Mark of a orks). 
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Buy spruce ladders and step ladders. 

Don’t buy cheap ladders and step ladders. 

You buy accidents. 

They cost you money to settle. 

Send us your order and we will ship and give 
you spring dating, guarantee you against 
decline. 





Send for latest price sheet 


W.W. BABCOCK C29, Bath, NY. 


A acseienepameneranesiainenacataanemamasiiaaiaitiaeaiiaiiiiaiaiadeiiiciasicaitialliiaiinidia 
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Paint That’s Lower in Price--But of Highest Quality 


It Costs $1.60 per Gallon—Other Quality Brands Cost from $1.85 to $2.20 per Gallon 


El-Kay Special House Paint is a guaranteed High Quality Pure Linseed Oil, 
Lead and Zinc Paint—sold direct to the Retail Hardware Dealer—at a price 
that returns 30% more profit than any other high grade paint. 


Our Reason for offering this paint at this price which nets you such a remark- 
ably good profit, is to secure quick National Distribution. 


You Profit by our method of selling—we employ no Road Salesmen—the 
expense that would occur by employing salesmen is credited to you in the 
way of lower price. 


You Cannot Buy a Good Quality Paint of other brands under $1.85 to $2.20 


per gallon. Our Price will save you 30 cents per gallon on an average. Every 


MaNUFacTURED BY 
‘ ‘ 


ethan 3 Gallon Guaranteed to contain Non-Fading, High Grade materials combined 
with Pure Lead, Zinc and Linseed Oil. 





Sate-to withelinsk iiedin Write for Our Special Proposition 
weather conditions. Will 
not chalk, crack or peel. 
Dealers’ price $1.60 per 
gal. Shading colors. 


Con-Ferro Paint and Varnish Company 
120 South First Street St. Louis, Mo. 

















Makes Refrigerator Doors “Airtite” 
Stops Cold Air Leak$ 


Cours down ice bills and waste by keeping cold air in 
and warm air out. 











Wirfs “AIRTITE” Anyone that has a refrigerator or ice-box will appreciate 
overlap of refrigerator the merit of Wirfs’ “AIRTITE CUSHION DOOR 
on SEAL.” Just strip it on the overlap of refrigerator 


doors and it provides a soft cushion-like airtite seal. 
Saves ice bills and keeps food better by stopping cold air 
leaks. 


Anybody can Apply it— 
Dimply tack om -Tumn the Covnenw! 








‘ross-sec f ‘“‘AIRTITE’’ Door-Seal rh ° ° ° ° ° ° 
Cross-section 0 Png iy» il oor-Seal when This item has proven itself a big seller. It 1S nationally 
Rs advertised. Send for prices and samples at once. 


Made by the manufacturer of the famous “HOME- 
COMFORT WEATHERSTRIP.” 


E. J . WIRES, Sole Manufacturer and Patentee 


J m 106 SOUTH 17th ST., ST. LOUIS, MO. 


Same cross section when door is closed. 
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The Standard ‘‘S”’ 
Wrench 





This is the Bemis & Call Improved Ad- 
justable S Wrench. Graceful in design, 
an all-around wrench, but especially 
useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 

Guaranteed B. & C. —_ Quality sells it. 

Write for prices. 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 











The Dealer that 


stocks 





GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


New York Office 
248 Canal St. 


Factory and Main Office 
Bridgeport, Conn. 








Sell Them 
by the Set 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t hard. Every mechanie needs the entire set in his work, oa | ~ 
resolves itself to a question of selling him once or seventeen times. 
out the value of the case, 22 3 oom , a 6 as ae 
hand, preventing loss, etc. 

Forstner Bits are the only Bn "that are not dependent on @ center or & 

them. They cut from the outer rim. The entire surface ig at 

work all the time; no jagged ends; every part of the work is smooth and 

polished. They bore their way through hard, knotty, cross grained wood, 
feostan & smooth hole clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 





























Peerless No. 333—Three Piece Mason’s Level 


Large White Painted Oval Sights, Permanently Marked Vials and other redeeming features have made Peerless 


Levels very popular among mechanics. 


Peerless Levels for Masons, Plasterers and Carpenters are made of Pine and Hardwood, some are Brass Bound 


and some are 3-piece, made with Pine Center and Hardwood edges. 


Cut above shows a 3-piece Mason’s Level. 


Cut below shows a Brass Bound Carpenter’s Level with Double Plumb at each end. 


a 








Peerless No. 550—Brass Bound Carpenter’s Level 


Mason’s Levels 42” and 48” 

Plasterer’s Levels 12”, 14”, 16”, 18” and 20” 

Carpenter’s Levels 24”, 26”, 28” and 30” 

If your Jobber does not have them, ask him to order for you, or 
send us your order and mention your Jobber’s name and address. 


Catalog and Prices Furnished Upon Request. 


THE PEERLESS LEVEL & TOOL COMPANY, STERLING, ILL. 
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Just 
out 


—the Wilson 1924 Fishing 
Tackle Catalog. 


Send for your copy today and 
it will be sent by return mail 
with our wholesale price list. 
It is a complete Buying Guide 
of Fishing Tackle. 











This Buying Guide 
means more fishing 


tackle dollars for you— 


send for it. 2037 Powell Avenue 
CHICAGO 





eR Fe a 
‘THos.E.Witson & Co.| 
eS AT , 














A Hose Clamp That Fits 
Any Hose of Any Size 


You can make a one-minute leak-proof per- 
manent repair job with the UNIVERSAL Hose 
Clamp, and it is never necessary for the dealer 
to carry more than two sizes in stock at any 
Patents Granted time 
March 20, 1917 . ‘ 
March 1, 1921 The Junior size for hose from % to 1% inches 
in diam., the Senior size for hose from 1 to 3 
inches; and both in series for larger diameters 
up to 6 foot or even more if necessary. 
The Universal Hose Clamp offers greatest 
value from either the standpoint of simplicity, 
flexibility, toughness, ease of attachment or 
perpetual leak prevention. It gives 100% 
service, pays good profits and sells fast. 
— in cartons of 50. Ask your jobber for 
them. 


Universal Industrial Corp. 


Hackensack, N. J. 
Sole Manufacturers 
DEPARTMENT OF SALES 









CONSTRUCTION 


The Universal Hose 
Clamp consists of a band 
of tough steel, a bolt and 
a nut. The band has 
holes 1%” apart and is 
scored for easy break- 
off. Band is made of 
cold-rolled ribbon steel, 
rolled from steel wire 
and guarantees rounded 
edges. Also electro- 
galvanized (not heat 
galvanized) to give a 
smooth gray finish. These 
qualities mean _ every- 
thing to the life and 














service of the clamp. CHICAGO PHILADELPHIA BOSTON 
_ KB. C., West Corp. T. Scott Eavenson Burton Rogers Co, 
616 8S. Michigan Ave. 1533 Cherry St. 755 Boylston S&t. 
ALLAS LOS ANGELES 
Knight d Boreh 


Harry Roland 8. am 
2218 Commerce St. 600 Metropolitan Bldg. 


then break off the overlap. CLAMP 
That’s all there is to it, and 


you have a permanent, leak- o 
Seed sega he Adjustable to it anvy-Lose of arry Size 


FD FF FT OF 8 OF OOS SFFTSSTS|YSSEHSESESESEPFOSCSOSSESESHSESH*ES“*AESEH SESSCSSOESHSECSECSCSCSECSHESESASCSESEESCOCBSS*SSeeeeseseeseeeeseeeeeeseeeCeeoceaeeceoeoeosesceoeoeoeoeoneeegceeoeceenaseeeseoeeoeneanés oes eee eee 
ooo eee ooo > - -r—mnkeRnkn_a,—_=_—_ —= oo ot 


TO ATTACH 


Simply place the band around 
hose, insert bolt in the near- 
est hole, tighten up the nut, 
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SPECIAL SCREWS “© UPSET WORK 

BD» Vig, WRON. BRASS © .y’ 
7) “NICKELED HED 

£0, 


FORD. 














WOOD SCREW CO. 
New Bedford, Mass. 
























THE HOUSEHOLD VISE 
FOR YOU TO SELL 






No. 102% 


May be clamped to shelves, 
benches, tables, etc., hav- 
ing a thickness of % to 2 
inches. Made with smooth 
iron jaws only. Jaw’s 
width 2% inch. Jaws 
open 2 inches. Weighs 
5% lbs. List price $3.00. 





/ eo Vise is made particularly fur amateur me- 
chanics and men who love to “putter” around their 
home workshops, and who make minor repairs on 
their own cars. It’s a good Garage Vise. 
It is of the proper size and has the needed capacity for 
this utilitarian work and is priced low enough to please 
everyone, and made so well that they’ll get everlasting 
satisfaction from it. 
Your Jobber will be glad to take your order for several 
Athol 102% Vises. If he hasn’t them, we'll be glad to 
direct you to a Jobber who has, or send you Catalog 36C. 


Athol Machine and Foundry Co. 


ATHOL VISES 




















} 


othe Lever 
Controls 


the Oil 





POSITIVE 
FORCE-FEED 


OILERS 


‘A 
x 


LIDSEEN 


@ 








The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil 
by means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
. on numbers. Copper plated or gun metal 

8 

Ask your jobbers’ representative | 
or ask us 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. Chicago 











Quick Turnover! 


Bicycle 


3 Year W arranty 


LOVELL MANUFACTURING CO. 


Boston, 52 Pearl St. 





Anchor 
- Ball Bearing Clothes Wringers = 


Send for Price List 


Largest Manufacturers of Clothes Wringers in the World 
Chicago, 52 E. Lake St. 


Brand! 


Guarantee 


ERIE, PA. 


New York, 86 Warren St. 
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Tips For Hardwood and Marble Floors 


Leather Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 
catalog. 








Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 




















os 


Replenish 
Your 
Stock 
with 
BOMMER 
That’s what customers get with the 


BOMMER Ico Dead Bolt Night Latch. One 


SPRING HINCES _ wo eh Ag gee 


. ie - TH r & FST knob. Once locked there is no forc- 











ing back the bolt or opening the 
door without the proper key. Big 


seller for homes and stores. 





We also make over 1,000 styles of 


Your dealer handles them, get a. So oo eS 
New Catalog 47, you need it. Ne Se 
pene iD INDEPENDENT IOCKCO.@> 
BOMMER SPRING HINGE COMPANY Leominster Mass., U. S. A. 
Manufacturers BROOKLYN, N. Y. Manufacturers of toy AE aaa Padlocks, and 





























| HOW TO BUILD AS YOU GROW 


With Heller Shel it is not absolutely necessary to tear out all of sour present shelving and install new modern equip- 
ment. Install At This Time a small combination. After a few months when the additional profits from the first installation 
warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Shelving. 


Cabinet No. 606 Cabinet No, 605 Cabinet No. 602 


Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Sise 23 feet, 5 inches long, 7 feet 1% inches high. 
Solid oak exposure, antique finish. 


EASY TO INSTALL, simply cut away enough of your 
resent shelving so Combination No. 122 will at in. 
t is not necessary to remove shelving higher than 7 

cuet 1% inches as this will rest on top of Combination 
oO. e 


Change can be made after working hours with your 
regular sales force. 





No interruption in your business and no confusion. 


Write TODAY for complete specifications and Catalog 
Cabinet No. 322 Cabinet No. 309 Cabinet No. 365 No. 26-A. 


W. C. HELLER & CO, - - =- MONTPELIER, OHIO 
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Sherman Hose Clamps 


Brass 
Rust-Proof 
Clear Through 
The Only 
Perfectly 
Satisfactory 
Clamp Made 





(Pateatot 


THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 


Diamond Nozzle 


The Best At Any Price 
Cost Less Than Other Good Ones 


sn 


( Patented) | 
SEND FOR FREE BOOK—SOLD BY JOBBERS 








THERE’S A PROFIT FOR YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 


Sherman Coupling 


There is no Substitute. Look for the 
Word Shermarz Stamped on the Nut 


alll 





(Patented) 








H. B. SHERMAN MFG. CO. 





BATTLE CREEK, MICHIGAN 
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Sizes 
70 exgs 
and up 


fewer losses 
from disease 


“TI never lose any of my chickens with white diarrhea 
that are hatched from the Queen,” wrote Mrs. Bessie 
Taniges, Herrick, Ill. “I have a Queen Incubator that 
has been used since 1907—bought it second-hand six 
years ago and have used it ever since. I would not give 
the Queen for any two machines of any other make I 
ever used.” 

It is a fact—testified to by Queen users all over 
America—that chicks properly hatched are half raised. 


Turn your attention to the lines in which business is 
good. We will help you organize an Incubator Depart- 
ment and show you how to make it pay. Ask us how we 
help. 


QUEEN INCUBATOR CO. 
1124 North 14th St., Lincoln, Nebr. 
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[pS RZ ES. 
A complete line from one house 
poses weaameos aedies ae oa 


vice. It’s an advantage to have 
your store judged by the well known 
Acme quality. There’s an advan- 
tage also in being able to buy a complete 
line of hand spraying and planting tools 
from one house. 


Always in Demand 


When it’s time to plant the crop or protect 
it from pests, Acme tools are a necessity. It’s 
a staple line—a quick turnover, profitable 
line. Are you prepared for Spring business? 


Your Interests Protected 


Acme Tools are not sold through mail-order 
houses—never have been. It’s the line that 
pone the dealer’s reputation by its qua- 
ity, and protects his profits by selling only 
through jobbers throughout the country. 


Write for name of nearest jobber and catalog of 
Hand Corn and Potato Planters, Hand Sprayers, 
Atomizers, and Dusters. 


POTATO IMPLEMENT COMPANY 


Dept. 11 Traverse City, Mich. 
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BOX STRAPPING 


in eolle of 800 feet, is coiled double and has great 
tensile strength. The 
liquely, taking up the slack and drawing the strap tight. 


New York Chicage SanFrancisce Los Angeles 
Seattle 


STANLEY 





No. 3000 “Twinrold”—Self-Tightening 


ribs allow nails to be driven ob 


THE STANLEY WORKS 
New Britain, Conn. 





Manufacturers of Wrought Hardware 
and Carpenters’ Tools ' 


: 





CEE mt ruafens rPeveeke ae 








be huafpenfenfehenfenfehuebedebupebeheabe gage hudupapugudeapedegeaeapepupbs 

















February 21, 1924 








Moe’sGarden Tools 





All steel trowels and weeders, made of one 
solid piece of heavy steel. No loose wood 
handles. Strong and stiff, without un- 
necessary weight. Perfect balance. Hand- 
somely finished in baked black enamel, 
ground points. Retail at 25c each. 


Send for free sample and compare. 
be the judge! 


HOEFT & COMPANY, Inc. 


405 N. Ashland Ave. Chicago, Ill. 
Western Branch 
217 N. Alameda St., Los Angeles, Calif. 


You 
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“QUICK-SET” 


STEEL 
FENCE POSTS 


OU can make addi- 

tional sales and in- 
creased profits by sell- 
ing ‘‘Quick-Set”’ steel 
fence posts to every 
field fence customer. 
Quickly, easily and se- 






RAAT SEER RRR Rk 
: pet A RES 





SARUM 
¥ 7 


curely erected. Eco- 
nomical for farm or sub- 
urban estates because 
they outlast wooden 


posts. Anda ‘‘Quick-Set”’ 
fence can be moved 
easily. 





Write NOW for special attractive 
prices on carload shipments, and 
circular “HA,” 


BUFFALO STEEL CO. 
EH TONAWANDA, N. Y. 








“Lug’ 


P d 
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POULTRY SUPPLIES 
If Your Jobber Cannot Supply 


You, Write Direct to Us 









ROUND tee 
RETAILED AT 15¢ 


CAN BE 


EA FOUNT PAN aie 
DOUBLE FEEDING TROUGH 10 cts. RETAIL 





Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and 50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 
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ALL METAL WEATHERSTRIP 
Has No Competition 


“Economy” is the only All Metal Weatherstrip sold by 
Hardware Jobbers and Dealers. It sells for the same price 
as the cheap temporary wood, felt, or rubber strip, and can 
be installed by anyone, without removing the window. 


The Economy All Metal Weatherstrip is guaranteed to 
last as long as the building—Keeps out dust, dirt, and <4 oe 
cold—Does away with storm windows. re > 


os ca ° 
It comes in 6 and 7 foot lengths, and is “a «© of CP'6 fe 
cut to fit the window. Re 5 a. on 
Have you received our Attractive Circular y of oe of ~ 
with a Remarkable Sales Plan, and a (O¢ “e" rr 
Special Offer? If you haven't, send oa? y >> 


mane 


el an al 

















>’ 









for it at once. < oo ee 
Manufactured by S ose <i oe a? 
Sager Metal Weatherstrip Co. ¢ o> i x 
2 W. Austin Ave., Oo" So «: . 
lcago ¥ Se os Fe a 
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q 
/ Super-Quality High Grade XN 
Cast Shears and Scissors \\ 
for ING 
Wholesalers and Jobbers @ 


Fifty years’ experience 
makes our line the stand- 
ard for low-priced cutlery. 


“The most wonderful 
‘sales talk’ in the world 
will not sell a_ pair of 
shears at $1.50 to the 
woman who wants a 50c 
pair.” 

We produce the best 
counter display carded 
Assortments on the 
market. 


4 


Y] 
tf 


We help you to increase 


your sales. A 







Write for our 
Catalog No. 6 





Famous Since 1875 


\ THEACME SHEAR COMPANY J 


| 

i 
(Ko 0 
BO) BRIDGEPORT,CONN..US.A. QW 
1975 THE LARGEST MANUFACTURERS OF 
See acme’ AND SCISSORS IN THE WORLD 
ee 
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BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 


1 Gal. Cans 2.25 per gallon 
lo «é “eé 2.35 éé éé 
VA «é “ec 2.45 66 és 


FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 





Analysis 
Outside White 
Lead and Zinc 90.60 % 
Calcium Carbonate 6.00% 
Barium Sulphate 4.00% 
Pure Linseed Oil 82.00% 
Mineral Spirits 5.50% 
Japan Dryers 10.00% 
Solution 2.50% 


Analysis on each package 
We confine ourselves to one dealer in a City. 


Ask Us for More Information 


Progress Paint Mfg Co., Inc. 
Louisville, Ky. 








THE FAMOUS 


WELL((P BUILT 


FAMILY 


announces the Arrival of-- 


No. 602 Bronze Metal Pin 
Tumbler Padlock 





This newest member 
of the famous Well 
Built Family is as 
perfect a specimen as 
the other me.nbers. 


It possesses all of 
the family character- 
istics of quality and 
has a case hardened 
steel, rust proofed 
shackle; a _ special 
“Bohannan  Bronze”’ 
case of great strength, 
and an extra heavy 


bolt. 


It was born 2 
inches long (and 
won’t grow, except in 
popularity and sales). 
Can also be furnished 
with a bronze shackle 


Founded 1860 and chain and two 


Sa 


. ‘ keys. 
The Well Built Family of Qual- . 
ity Padlocks was established in or lly gga Fg 


1860. Each member has always 
lived up to the family name. 


WILSON BOHANNAN, Inc. 
758-766 Lexington Ave., Brooklyn, N. Y. 


this Well Built arrival. 
It sells itself. 














Brushes and Brooms 
Wire—Bristle—Fibre 
Milwaukee-Made Brushes and 


Brooms are especially selected for 
the Hardware Trade. 



















No order too small—none too large to re- 
ceive careful attention. Send for Catalog 
and Prices. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 
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A Complete and 
Profitable Line for 
You to Carry 


Every home needs one or 
more Everedy products. They 
all sell readily, especially dur- 
ing preserving time,.as they 
are extensively advertised to 
women. 

The dealer who recommends 
them to his customers finds 
this line a most satisfactory 
and profitable one. 

See your jobber about 
stocking Everedy products. 
Or write us direct. Dealer 
helps with each package. 





The Everedy Co. 


1 East Street 


Frederick Maryland 
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Caps any size _ bottle. 
Made of steel and un- 
breakable, malleable, 
nickel-plated. New steel 
handle. Wood or padded 
base. Releasing insert in 
throat prevents bottles 
sticking. neg for $1.50. 
Plain base $1.2 

Order in he 3s ABE pack- 
age: six in a box. 


*Everedy Jelly Bag 
and Stand 

A quick-selling outfit that 
retails for 75c. Extra 
bags 25c. 

Everedy (No-Sed) 

Filter Bag and 
Stand 


Stand made of nickeled, 
flat spring steel. Retails 
50c. Bags 50c., 75c., $1, 
according to size. 


“Old Bud’ Bottle 


Capper 


A handy little hand cap- 
per. Retails for 10c. Big 
value. 


Everedy Fish Scaler 


For the kitchen or the 
camp kit. Has 19 teeth. 
Retails 10c. 


Slight increase in prices in Canada and on Pacific Coast 








Try out the sale of 
Brush-Nu to your 
trade with the At- 
tractive Counter Dis- 
play Box at 


$1.50 
For 2 Dozen 


Ask your Jobber or 
Order Direct. 


S34 


rT EAN “BD HEN 
AVC ice 


Get Wise to the Size 
Everybody Buys 
Five Minute Brush-Nu Retails 10c. 


5 to 10 minutes softens the most obstinately 
hard brushes. 


Each package cleans five 3 in. brushes. 


Absolutely Safe to hands or bristles. A neutral 
powder used in water. Perfected by expert 
chemists at Washington, D. C. Sells on Sight 
from attractive display container shown on your 
counter or window. 


Dealers wrote: “Surprising how many painters 
and home folks buy several packages, one to use 
right away and the rest for reserve. 


FRED NEESEMANN @CO. Mavyiana 


Established 1876 
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Brings Boat Owners 
to Your Store 


We guarantee every can of 


Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and 
make any boat perfectly water- 


tight and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


a yacht. 
Our 





JEFFERY’S 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 


shore. 


It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 


parts of the world. 


We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 


refer all inquiries to the nearest dealer. 


discounts. 


Write for 


L. W. FERDINAND & CO. 


150 Kneeland St. 


Boston, Mass. 











Chalk Line 
Fishing Lines 


Ashaway Lines are 
standard for length 


and weight. 





Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 
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Pertect Tacks— 


If a brand of tacks was ever distin- 
guished by an absolutely high and uni- 
form quality, that brand is “O-B” 
Tacks, which are made in all styles, all 
having perfectly centered heads and 
sharp, needle points. Packages guaran- 
teed full count and weight. 


“@—.B”’ 
BRAND 


Your jobber will sell you “O-B” Tacks. 
If he can’t, it will pay you to write to us. 


BAUR TACK CO. Indianapolis, Ind. 





Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 


When spark plugs are 
rusted in, it takes a 

wrench to remove them. 
We will guarantee our 
3620 to do this trick. 






The 3620 can be used en 
cylinder head bolts and 


Show this number 3620 to every Ford aa 
it will make — — you a good profit 
and be a fast 


WALDEN-WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 

















Radio & Electrical Supplies 


Harr Alter’s “POCKET- 
~™ BOOK” is a net price, monthly 
@catalog containing hundreds of 
radio-electric bargains. Sent 


free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive . 
copy monthly. 

Since all prices in Pre 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.’ 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 





Chicago 








‘ 





“LENOX” 
HACK SAWS — BAND SAWS 





sa 


AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS, U.S.A. 


BesBpaaeaea a S&B A 
oe ee ee ee oe ee ee ee 

















OSWEGO STILLSON WRENCH 





Built exactly the same 


as the Genuine Stillson 
OSWEGO TOOL CO. 


Factories: Oswego, New York 
New York Salesroom: 45 Warren St. 








Are YOU Aijding a Competitor? 


Even if the Turner sold po twice as much, 
would find sales of an onishing a — Re 
because men will have the. distinct advantages of 


the new 


Its ll gene features mean quicker, better 
work. 400° flame on = grade of fuel. 


safe, Seahaueet tank. 
eM, have mgde it America’s fastest selling 
blow torch. They mean quick sales = ee 
your competitor. Wire your jobber f¢ 


( THE TURRER BEASSWORRS,) 


DISTRICT REPRESENTATIVES 


Separate Needie Valve | 


He 
a 
a 
iE 

Jt 
g 
‘ 
a6 
nl 
ry 
$: 





San Francisco: Rice-Hitt Co., 623 Larkin St. Th *s Largest 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. nal bontay Menufactur- 
ay Rice- Hitt Co., 14 C. Smith Bldg. ers of Blow Torches, 


: The Turner Brass Works, 36 Murray St. Fire Pots and Brazers. 























Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 


jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 














— ISLAND PISTON VISE 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 


ROCK ISLAND MFG. CO. 








ROCK ISLAND, ILLINOIS 
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BARTLETT 


Tree Trimmers 
Stay Straight 


6, 8, 10, 12, 14 
and 16 Ft. Lengths 


Russell Jennings 
| Auger Bits 


| Two styles of shanks—three threads for 
| boring all woods 


Patented by Mr. Russell Jennings in 1855 








The rod connecting knife lever and handle 
lever crosses the pole, not only giving com- 
pound leverage, but equalizing working strains 
and preventing warping of the pole. Cutting 
head easily trims 1% branches. Like aill 
} Bartlett Compound Lever Products, made of 

the best material. Write for Catalog, Prices 
\ R 1 J 7 Mf C and Discounts, 

usse ennings g. 0. No. 1 Pruner 


CHESTER, CONN. Head BARTLETT MFG. CO. 


430 E. Lafayette Ave., Detroit, Mich. 


EASILY FABRICATED Snpery See is 2 ere 


time and experience. 


























We manufacture various 
The ease with which Spaulding Hard FUSE brands of fuse, among 
Fibre can be used, punched, turned, which you should find 
drilled, threaded, bent, formed and one adaptable for your 


work. 





finished in many attractive ways, 
without changing your present ma- 
chinery, makes it economical from a 
production standpoint. 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N. Y. 












‘HARD F IBRE The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


it gay | WIRE == 
(ie 














flat wire (strip steel), piano wire, horse shoes, 
: round and odd-shape wire, screw stock, con- 
cea panei crete reinforcement. Aerial tramways. 
A large stock always on hand 
Illustrated books describing uses, FREE 


_ Write for complete price list 
| discount sheet, display cards. 
GIFFORD-WOOD CO 


AmericanSteel& Wire 


Chicago—New York ‘Company 


eae 








‘TOOL 
ic 


i wie. 


BZ Durable, Safe one LAP ETA ADDERS 
MODERNIZE 
Saat STORE METHODS 

































































510: adequate storage facilities for 

shell forge make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
NOISELESS ORE LADDERS. 








Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibtation and noise and produce a 
of ample strength for safety, convenience 
efficiency One style ae of design— 
attractively finished — any height — 
nstalled—meets most 








400 N. Monticello Ave., Chicago, Til. 
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Osborne High Grade Punches 





Besides Punches Our Lime Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Pu aches. 
Remember we have had 94 years of successful manufacturing experience, 
skilled workmen and use the finest quality of materials in making our products 
We stand back of every tool we make, 


and Upholsterers’ and 


Try us. Write for Catalog and Prices. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


employ only 








Ask your 


sales 
device. 





handsomely 


STAR HACK SAW 


Counter Salesman Display Rack 


jobber or write 
direct to us for information 
on how you can get this 
boosting, time saving 

Made of metal and 
decorated 


Clemson Bros., Inc. 
Middletown, New York 











—EEe 
G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIOK 





Galvanized 





Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 


_——————EE 
as 














A 
Tungsten, 








SATELLITE 


Incandescent Lamps 


guaranteed Tipless Line of 
Nitrogen, Mill Type an 


Lamps that gives absolute satisfaction. 


BEDFORD LAMP WORKS, 
22 Hudson Street, New York City 


tion. 
ey 


INC, 








STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given univ 
one sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg. Company 





Nashua, N. H. 


satisfac- 

















CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 














American Can Company 


TAPS 


Dies, Screw Plates 
WINTER BROS. CO. 




















If it’s the best tool you can sell 


for working stone, it’s ours. 


TROW & HOLDEN CO. 


Vermont 


SILVER LAKE 
SASH CORD 


FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 


NET WEIGHTS 


Wrentham, Mass. 
“They Have a 


Bull Dog-Grip” a 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 


Sales Dept. 
1015 Union Bank Bldg. ‘Pittsburgh, Pa. | 

















JOHN SOMMER’S 
PEERLESS FAUCETS 


Barre 
asm Made of best Maple, with Leather 
Lining and Best Block Tin Key. 

Beware of Imitations. Sia are 
Stamped with Maltese Crosse. - 
John Sommer Faucet Co., Newark, N. J. 





The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 





GENUINE MARTY TRAPS 


2,000,000 Sold 


Burditt & 
Williams Co. 
Sole Importers 

Boston, Mass. 


























Freight 


Write for 

our catalog 
Energy Elevator Company 
214 New St. Philadelphia, Pa. 





Elevators | 
and Dumbwaiters | 


J. L. THOMPSON MFG CO. 


Waltham, Mass. 


Tubular and Bifurcated 


— RIVETS 


SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. Co 


East Highgate, Vt. 

















Economy 
Hose Attachments 
Fer connecting hose to smooth 
faucets. Slips on and off easily. 


Eeonomy Mfz. Co. 
Germantown Ave. 
Philadelphia, Pa. 





BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


_— a ee cere cnnrn  e  eeen amma i asteeemtenmnesiiaeneeeeeee 
ES 
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AGE WORKS | 


SASH CORD, CLOTHES 


SAMSONICOR 











Welding Compound is best by every 





test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BORAX COMPOUND Co. Fort Wayne, Ind. 



















WRENCHES 


You and your workmen will 
like ’em 
Have you our catalog? 


J. H. WILLIAMS & CO. 
Brooklyn Buffalo Chicago 






1900 Sizes 
40 Styles 















“VICTOR” ,GOLT 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 
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LINES, SMALL LINES || 





Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 



















































































THE STEWART IRON WORKS CO., Inc., 225 Stewart Biock, Cincinnati, O. 














BROWN & SHARPE 


MACHINISTS’ TOOLS ~ 


The first choice of skilled mechanics for three generations 


WE PROTECT THE DEALER. 
BS 


BROWN & SHARPE MFG, on 
Providence, R. I., U. S. 


eee 














enseiiis Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








TAPS and DIES 


The Famous “Carpenter Quality” 
Precise Uniform Durable 


J. M. Carpenter Tap and Die Company 


Oldest Tap and Die Makers in America 
Rhode Island 


AEGISTERED 
{BADE MAny 


V 


Pawtucket 











Plain or enameled in 


STRATTON *** ~cx 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Bite. 
STRATTON MFG. CO., Stratton, Maine 


U. S. E. carnal BOLTS 


ot A Type 
=) for 
Every Job 





U. S. Expansion Boit Co., 139 Franklin St., New York 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














‘BROOKS 


Bright Iron and Brass Wire 
Goods. Specia! Wire Goods 


made to order. 


M. S. BROOKS & SONS 
CHESTER CONN. 








“Doc. Morelite RY WF 
Li imactolete) Mei vic rs 


fy ie 
,and Make More Profit 


NITROGON ELECTRIC CO. 


NEWAR K 


Says: 


i 


tr 
"4 
A 


™N wJ 








Se XROUR a PRUNING SHEARS 


A Full and Complete’ 
me Line of Pruning Shears 
a and Tree Pruners. 

f ABSOLUTELY 

go a 

efor New 
Mustrated Catalogue. 





Vineyard eee 
nufactured 
SEYMOUR SMITH & § 


Representatives: John Graham 


ON, INC. ‘Oakville, Conn, 
113 Chambers 8t., New York. 











Q. Lindemann & Co, 


Manufacturers of 









35-37 Wooster Street New York 


THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 
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Set Solid: 
All Caps: 
Box a ge 





$3.00 for minimum of 50 words—é6c for each additional word 
$4.00 for minimum of 50 words—S8c for each additional word 
$5.00 for 1 inch—$4.00 for each additional in 






10% Discount for 4 insertione—15% Discount for 8 1. 
Positions Wanted Advertisements—50% off the above rates 








Business Opportunities 


Business Opportunities 


Positions Wanted 


Sales Accounts Wanted 








FOR SALE—HARDWARE 
STORE, GENERAL HARD- 
WARE BUSINESS IN GROW. 
ING CITY OF 20,000 POPUL- 
LATION. IS LARGEST AND 
LEADING STORE, CENTER OF 
RETAIL DISTRICT AND WAS 
FOUNDED IN 1876, CLEAN, 
WELL BALANCED STOCK 
WITH WARREN FIXTURES, 
THIS IS A o's age ghia 


SEVERAL GOOD LUSIVE 
AGENCIES WILL INVOICE 
ABOUT $25,000. EXCEPTION 


AND RAILROAD SHOP 
TRADE, CENTER OF M. K. 

T. R. R. SYSTEM. OWNER R'S 
HEALTH DEMANDS CHANGE 
WRITE FOR PARTICULARS. 
STEEL HARDWARE ‘COMPANY, 
PARSONS, KANSA 








DEPARTMENT FOR RENT 


Department Store near New 
York City has a fully stocked 
attractive Housefurnishing De- 
partment for rent. Attractive 
proposition to right party. Ad- 
dress Box G-24, care HARDWARE 
Ace, New York. 














* ‘TYPEWRITERS—Al! makes of 
slightly used machines, $20 up. 
Easy a payments if wanted. 

x 


Free trial press prepaid. Guar- 
anteed two years. Write today for 
price list. Payne Company, 

artment 282, Rosedale Station, 


ansas City, Kan. 





FOR SALE: Hardware store and 
Dwelling combined in central Penn- 
sylvania mining town catering to 
about 3000 people. No competition. 
Tinning and plumbing combined. 
Property is in A-1 condition with 
all conveniences. Property, tools 
and fixtures about $27,000. Pros- 
pects for about 25 new houses this 
year. Address Box G-2, care Harp- 
ware Ace, New York. 


FOR SALE: An up-to-date hard- 
ware business. Located in a ood 
town in Western New York. ea 
son for selling to settle an estate. 
For particulars write lock box 205. 
Arcade, New York. 





Help Wanted 





Salesman Wanted—A_ growing 
hardware firm in a rapidly growing 
locality is in need of an outside man 
who can handle hardware, paint 
etc. Must be steady, reliable and 
able to get the business. State age, 
experience and references. Address 
Box F-992, care Harpware AGE, 
New York. 





WANTED—H A RDW 
i a, POR ROAD ) WORK. 
E OV 25 YEARS OF 
AGE AND XPERIENCED. A 
oot. OPPORTUNITY FOR THE 
RIGHT MAN. ADDRESS BOX 
F-997, CARE HARDWARE AGE, 
NEW YORK. 








FOR SALE—An up-to-date stock 
of hardware in prosperous section 
of Central Ohio. Population of 
town, 400. Will invoice with fix- 
tures about $10,000. Will also sell 
store building, 2-story, 40 x 60 
and 10-room modern dwelling. if 
you want a going business investi- 
gate this. Address Box G-21, care 
Harpware Ace, New York. 





Oklahoma, For Sale—Clean 
Stock Hardware and Implements in 
good Eastern Oklahoma town 18,000. 
Good Farmer trade—large territory. 
Mostly cash business. Stock and 
Fixtures about $20,000. Can be re- 

uced. Terms cash down. Address 
—* care Harpware Acg, New 
ork. 





WANTED—To buy hardware 
business in Western Pennsylvania 
or Eastern Ohio. Must be good. 
Stock of about $10,000 or $12,000. 
Cash deal. Full description and 
particulars in first letter. Address 
Box G-26, care Harpware Ace, 
New York. 





WANTED—A thoroughly experi- 
enced cutlery salesman to cover 
trade throughout the country han 
dling our line exclusively. Good 
salary tu the man we are looking 
for. Write fully stating experience, 
age, and what territory you have 
covered. Inexperienced men need 
not apply. All replies confidential. 
Address Box G-27, care HARDWARE 
Ace, New York. 





Positions Wanted 





MAN THIRTY-TWO YEARS 
OLD AND MARRIED WISH 
POSITION IN BUYING Divi 
SION OF A LARGE NEW YORK 
CITY JOBBER, EXPORTER OR 
SYNDICATE, RSIFTEEN YEARS’ 
EXPERIENCE IN HARDWARE, 
CUTLERY AND CA: 





-3. CARE HARDWARE AGE, 
NEW YORK. 





The regular use of this page will 
develop replies that are valuable to 
you. Man power is the asset of 
your business. Open an avenue 
that conducts available man power 
across your desk. All men need 
opportunity. See what opportunities 
are continually opening. As a help- 
mate with minimum cost use the 
classifications of this section regu- 
larly on schedule. Rates above. 
Cooperation gladly given. 








Salesman, 34 years old, 10 years’ 
hardware selling experience to 
Nebraska dealers, wants hardware 
specialty line for Nebraska. Would 
consider paint line. At present sell- 
ing stoves. Available on 30 days 
notice. Address Box G-22, care 
Harpware Ace, New York. 





Salesman, 25 years of age, with 
nine years’ experience in the hard- 
ware trade, both inside and out 
side, desires connection with re- 


liable house in the middle west. 
Address Box G-12, care Harpwars 
Ace, New Yor 





Writer-Salesman—Do you feel the 
need in your organization for a 
man who can write sales letters in 
good, plain English. Letters that 
bring results. Catalogs, circulars 
and folders that are not ‘“Pretty- 
pretty,’ but are chockful of ‘‘Rea- 
son why.” man who knows 
hardware and_ supplies? Young 
enough to have ideas? Old enough 
to avoid freakishness? If you feel 


this need, let me know. ugh 
Helbeck, 259 W. 92nd St., New 
York, N. Y. 





Position wanted by a Hardware 
man experienced in the following 
lines: Builders’ Hardware, Mill, 
Factory and Contractors Supplies, 
Pipe, Fittings, Tools, and general 
Hardware. Address Box G-30, care 
HarpwareE Ace, New York. 





Young man 30 years old, two 
years Retail Hardware experience 
and five years traveling for whole- 
sale Hardware House desires posi- 
tion with manufacturer or Jobber 
either traveling or inside. Address 
Box G-29, care Harpware AGE, 
New York. 





Traveling Salesman, 14 years’ 
road experience, desires position as 
salesman with reliable manufactur- 
er to cover the Southern States. 


Known to the wholesale and large 
retail Hardware trade. Address 
Rox G-31, care Harpware AGE, 
New York. 


‘help you. 





Salesman with car having been 
in retail hardware business for 8 
years and 2 years road experience 
invites correspondence from manu- 
facturérs of hardware or allied 
products relative to representation 
in states of Iowa, Wisconsin or 
Minnesota. Will confine efforts to 
one line if line warrants. Am well 
acquainted with trade and can furn- 
ish best of references. Address 
Box G-23, care Harpware AGE, 
New York. ' 





Sales Representatives 
Wanted 


SALESMEN desiring an _ excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our pular line 
of labor saving Magic Weeder Hoes, 
Give full particulars as to age, ex- 
per‘ence; line now sold, extent of 
territo covered, etc. Reichard 
Mfg. o. Bangor, Pa. 








You want something. A position, 
line to be represented, to buy or 
sell a business, This section can 
Others read here just as 

u Let them read your needs. 
Let the postmen who run-over the 
country with Harpware AGE run 
for you. Little investments on this 
page tie gga wants and _— 
returns. ay we help you wor 


your ‘“‘want.” See rates above. 





Sales Accounts Wanted 





AN » OOREL AN CED on 


LOO 
ING OR EPRESENTATION 
IN SEATTI. E ‘TERRITOR 
EITHER ON * BROKERAGE OR 
RESALE ASIS. COR 
‘SPONDENCE INVITED. REF. 


FRENCE RRADSTREET. MaA- 
RINE NATIONAL BANK. AR- 
THUR <A. FOUNTAIN, 912 
WESTERN. AVE., SEATTLE. 
WASHINGTON. 





Sales Accounts Wanted—To the 
manufacturer who is seeking sales 
to the Hardware jobbing trade, we 
have an unique service to offer. As 
a firm of sales agents, with ware 
house facilities, we have been estah- 
lished better than 50 years. We 


travel New York. Pennsylvania. 
(Yhio, Indiana, Michigan, Ohio 


River territory and from Chicago 
west to the Rocky Mountains. By 
mail we solicit and trade with prac- 
tically every general jobbing house 
in the U. S. A. We can give sales 
service to additional first class lines. 
Address Box G-28, care HarpWarE 
Acre. New York. | 





Experienced hardware man who 
has covered the South for manv 
years, well known to the wholesale 
and large retail trade, desires to 
communicate with manufacturers or 
firms of reliable hardware lines, 
tools, cutlery, etc., who wish to 
represent in Southern States. Ad- 
dress Box G-32, care HARDWARE 
Ace, New York. 








SALESMAN wanted to call upon 
the Hardware Jobbing and large 
Retailers in the Middle West on a 
commission basis, with credit for 
repeat orders. Lines are now 
established and are receiving orders 
daily, but would like to have terri- 
tory covered at frequent intervals. 
Address Box G-18, care Harpware 
Ace, New York. 





Commission salesmen who carry 
housefurnishing lines and who have 
the privilege of selling an additional 
line, to handle a complete line of 
gas ranges, porcelain ranges, steel 
ranges, heaters, cast iron ranges, 
cook stoves and hotel ranges. Old 
and well-known line made by one 
of the oldest stove companies in 
America. Sectional state and city 
territories open. Comstock-Castle 
Stove Co., Quincy, Il. 








Salesmen to carry as a side line 
on a commission basis something 
new in a half sole. Good seller 
and repeater. A live salesman can 
make good money selling this tap. 
Address Box G-25, care HarDWARE 
Ace, New York. 





Salesmen desiring excellent side 
line for hardware trade, secure our 
proposition of popular line of 5-25¢ 
Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now 
sold and territory covered. Faucet- 
Fit Filter Mfg. Co., Malden, Mass. 





HARDWARE AGE has the 
quality circulation in the 
nardware field. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 








































































































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 





























































































































Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS HEHE 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 







































































































































































































































































































































































































































































ESTABLISHED 1873 INCORPORATED 1892 
T TTT T TTT T T T TTTT T TTTTTIIITIrlititt tt a 
isucececeuecsaccces: ) sucscecccscsssccscccceccssccscccces / 
i Lid i Lit i i i Liii i BSSSeeeeaera i Ritu ca 
i i i i Lid i i i Rit yf Lit iaanee iat Lit ii 
i i i i Lit i if i igeae' i imei ‘Saag e' i Rice 
i i ft i Lili i i i Li ii i SSSSSRREeeaa iSaagua 
i Lid i Lit i i i Siti i SSeeeeegeaeean' Siti 
saceccccccscsecses t eeeeee eueuecuscecercrccccce: 
t t t t ttt i i i Liii i Lil t+++++ ++ ++-+ ++ 
t ttt : ttt ; i ; ttt t ttt ISSGEREaE Siti ce 
seisssiseiacetieis: BEHEisusaisusssteeissieasensatst 















































































































































































































































February 21, 1924 HARDWARE AGE 








A Story to Tell! 


The Audience: 


Every Car Owner in Your Community 





“So The Time: 
Kit Right NOW—and ALWAYS! 






































T isn’t a long story, but it’s a big one! 
Suppose you are handling Snap-ons. 


George Wilson comes in for anything 
from a pound of nails to a coal shovel. George 
drives a Buick, (or any other make of car, for 
that matter) and he likes to save a bit now and 
then by doing some of his own repair work. 


After you give him what he came for, you 
put a Snap-on Kit Bag and a handful of Snap- 
on handles and sockets on the counter. (Our 
book, “What Car Do You Drive” enables you 
to pick the right ones in a jiffy.) 


“George,” you say, “Here’s the best thing 
you ever saw for your car. Eleven little pieces 
of high grade steel that will handle 99% of the 
nuts and bolts on your Buick. It would take 60 
solid handle socket wrenches weighing about 
80 pounds and costing $50.00 to do the same 
thing, and this Buick Kit costs only $8.10. 





We'll say George will listen to that kind of 
a story. If you think so, too, write us for the 
rest of it. 60 Combinations possible from Buick Kit 


MOTOR TOOL SPECIALTY COMPANY 
14 E. JACKSON BLVD., CHICAGO 


SNAP-ON WRENCH COMPANY, Mfrs. 


MILWAUKEE, WISCONSIN 











Distributing Branches: 


CHICAGO 


Distributing Branches: 
NEW YORK 








1919 Michigan Ave. eerrr 
PHILADELPHIA, LOS ANGE . 

1511 Fairmont Ave. a aan onan a St. 
PITTSBURGH, 280 Goldengate Ave. 

7232 Kelly St. - PORTLAND, ORE.., 
KANSAS CITY, 106 13th St. 
1933 McGee St. re ae — 
‘ inois St. 

O 5609 Washington Ave. semen Spring St 
MINNEAPOLIS. INTERCHANGEABLE scsi 


312 8. Ervay St: 


RICHMOND, SEATTLE. 
519 West Broad St. O C > 1 "Ee F C > 910 E. Pike St. 
DENV DETROIT 


ER, , 
1515 Larimer St. 4849 John R. St, 


‘The Greatest Service from the Fewest Tools’ 
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The Strongest Setting 


Ever Known 


In strength and _ bristle-gripping 
power, Foss-Set is the best setting 
developed for paint brushes in 70 
years. 


setter than any other setting ever 
known—it holds bristles securely in 
place forever. 


/ 
The bristles will wear out before 
they will come out. 


Because of this remarkable setting, 
a Foss-Set Brush can be used in 


for a Brush! 


anything. It will not swell, burst 
nor pull apart. 

Nothing will damage it that will not 
first destroy hogs’ bristles—not 
even a 33 1/3 per cent solution of 
nitric acid! 

Water, oil, turpentine, alcohol, paint 
removers—it resists them all! 
Foss-Set Brushes are made only by 
The Wooster Brush Company, 
every one guaranteed. 

Sell them! Better brushes cannot 
be made. 


Ask Your Wholesaler. 


THE WOOSTER BRUSH.CO. 


Since 1851~One Family 


One Idea~Better Brushes 





WooSTE 





GUARANTEED USEIN ANYTHING 








